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“Here is the most per fect 
Brake Scooter on the market / 


Without a doubt the big leader of 

the year! When hand pressure is re- 

moved, brake releases automatically. 

Speed can be controlled without 

undue wear on tires. Strongly made 
Operates on reat and beautifully finished with 
wheels by pres- moulded rubber footboard mat and 
pte OF tne hand, 10-inch roller-bearing disc wheels. 

¢ we does not Bell on cross handle. 

Send now for complete de- 

tails about this leader and 

the many other feature num- 

bers in this big Gendronline 


“Dioncer [Biiten 





THE GENDRON WHEEL COMPANY Toledo, Ohio. 





Advertising Index, Page 106 Editorial Index, Page 25 
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IECES of 8” . anew merchan- 

dising idea Suggested by 
your customers . . created and na- 
tionally advertised by the makers of 1847 
ROGERS BROS. Silverplate. 

Put your store back of this new idea 
for it will add speed to the movement of 
silverware in your store. It will provide 
greater selling action. 

Here is a merchandising idea that will 
instantly create the buying urge—the buy- 


Salesrooms: 


New York Chicago San Francisco 





INTERNATIONAL 


asst etennenssnettonsnesneirestsiltiaisca 


ing resolve—in the minds of many of 
your customers . . send them across 
your threshold with the pre-determined 
intention of buying. 

Special sales helps . . selling tie- 
ups... . are ready for you... . spark- 
ling newspaper advertisements, an at- 
tractive window display, effective folders. 

Write today to the Sales Promotion Depart- 
ment, International Silver Company, Meriden, 
Conn., for the material you need. 


1847 ROGERS BROS 


£6. ER. FP CA TS 


THE above illustration ts part of our advertisement in 
Color in the May 29th issue of the Saturday Evening Post. 





class matter May 22, 1913, at the Post Office at New York, under the 
25ce. each 
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Quality counts in fine tools and nowhere is quality 


so evident as in these two V & B thoroughbreds. EN 

V & B hammers are made from the special V & B eN 
formula vanadium steel, and the handles are of the i, 
best, selected second growth, white hickory. i » 


V & B planes are drop forged—not cast. They won’t 


snap from a fall as ordinary cast iron planes will. The patented Vaughan’s Expansion 
Wedge firmly locks the handle tight— 


Workmen appreciate good tools. That’s why hard- and is positive assurance of a tight head 
ware dealers find V & B tools big sellers. at all times. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


Makers Of Fire ‘Toots 
2114 Carroll Ave.~ ~ Chicago, Ill. U. S.A. 
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BLUE RIBBON 
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If you want more profit and customer satisfaction, 
sell Simonds Blue Ribbon Hand Saws. Their high 
grade steel and perfect cutting qualities have made 
them the favorite saw of mechanics as well as the 
occasional saw user. For quick turn- 2 
over and more profit stock Simonds # 
Blue Ribbon Hand Saws. v4 


IS SAW AN DS 


ESTABLISHED &32,7.E ITE 














nae eS. 


‘LCO, 


- SURG, MASS. 
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Assortment “G”"=Consisting of 18 
Brushes packed in an attractive, 
sales-producing counter display 
box. 7 different styles of brushes 
are included —all fast-selling 
numbers. 










lee 





Assortment "“K”—Similar to 
assortment G’’—containing 
12 brushes 








Speed Up Sales 
With Osborn Wire Brush 
Assortments 





To help dealers increase 
their sales and profits on 
Osborn Wire Brushes— 
Osborn has packed an as- 
es ae sortment of fast-selling 
Wire Seratch Brushes. Wit numbers in an attractive 
sales-producing carton. 


Put one of these assort- 

ments on your counter and 

watch the increase in sales 

es — without any extra effort 
on your part. 


THE OSBORN MANUFALTURING LOMPANY 


5401! Hamilton Ave. Cleveland, Ohio 


Makers of nationally advertised Osborn Blue Handle- 
Brushes and Osborn Du- All Mops, Dusters and Polish. 


A BETTER WEARING BRUSH FOR EVERY USE 














Free While They Last 
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Cu iting remarks about Star 


des are-Gompliments 
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When the shop foreman is asked to recommend hack saw blades 
his invariable answer is Star. 


The mechanics who have tried the Star Special Flexible Blade 
are ever afterward Star salesmen. 


Years of experience have taught the skilled mechanics through- 
out the country of Star cutting qualities and these cutting 
qualities combined in this perfected flexible blade place the 
Star Special Flexible Blade as supreme. 


Let us send you samples of this blade Free 
Makers Since 1883 


STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 3 


Cris ge Dyeveyat mielie(s0 
— 32 No. 1774 


U-shaped arm gives great strength. 


Notch in arm engages with bumper 
plate and automatically locks the 
door open. 

Heavy bumper plate is attached to 
casing with six screws and will with- 
stand severe strain. 

A gentle pull on chain releases catch 
and permits door to close. 


Can be very easily applied. 
Its life is the life of the building. 





Use the Stanley Display to reach 

your door holder prospects. It’s free —— 
with an order for six pairs of 
Stanley Garage Door Holders. 





Garage Door Holder 


No. 1774 
1. Every time you sell the equipment for 
swinging garage doors include a pair of Furnished in the 
garage door holders. : 
: _ standard finishes 





2. Any of your friends who now hold their 
garage doors open with stones or sticks 
will appreciate your showing them this 
handy door holder. 

3. Door holders are inexpensive insurance 

. , . Stanley makes a camplete line of 
against accidents due to doors banging wrought hardware of the highest quality 
shut. KEEP A CLEAN CUT STOCK 

J 
( 
4 
/ 








~ mm " > _ em 5 >. _ —— + ee 4 on, an 





4. Door Holder No. 1774 is furnished in SELL THE LINE 


the standard finishes. Thistrade-markis a means ofidentification 


===’ STANLEY === 
(sw) _ 


STANLEY HARDWARE 
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THE STANLEY WORKS, NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 
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He reads “Popular Science” 


—and buys 
more tools 


A good customer of the hardware store 
is L. G. Hammond, amemcead of 
Columbus, O. He not only uses tools in 
his work but also in his pastime as in- 
ventor and maker of 


‘ ens 
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L.G. HAMMOND buys tools,—nat- doctor, lawyer, author! — these 
urally enough; as he is employed by readers of ours, are all around you! 
A. W. Reynolds Plumbing Co., They are among the best customers 
Columbus, O. of the hardware store. 
BUT,—that’s not all! Do you, Mr. Merchant, realize 
ali aiataatieas ve how your own busif.ess is being 
—— ee stamp tence Monthly _ served by Popular Science Monthly? 
RE CHGS CS SUaes. Eighteen pages in each issue on the 
For Mr. Hammond likes to build “Home Workshop” alone! Many 
things, and make models. And, he _ other pages for tool users! And page 
explains, he turns to the pages of after page of advertising by 
Popular Science for ideas and work- _ hardware manufacturers, to 
ing suggestions. “In buyingtoolsand _help you sell! ; 





Manufacturers Who Advertise 





” ‘ . . 
hardware” he als (1 del mostly “Lee us send you a copy | in Popular Science Monthly 
"eas of this Monthly. to Sell Tools, Hardware 
Parsons Ave., Columbus. ont Miles So Coen 
; , FREE Hard Deal 

Men in all walks of life, who like 5 - , on ‘ a son & Towne Mfg. Co., Stamford, Conn. 
to work with tools, are reading or a complimentary copy of ¢ ee 
Popular Science — because it tells J“ issu; write on your business | °C. Atkins & Co., Ine., Indianapolis, Ind. 

P letterhead, to Popular Science S. C. Johnson & Son, Racine, Wis. 
them what to make, how to make — yonthly, 242 Fourth Avenue L. S. Starrett Co. Athol, Mass. 
" ’ , ichoison + Prov hk. i. 
it, what hardware to buy. New York City. Sargent & caren Re, oy a 


The Peck, Stow & Wilcox Co., Southington, Conn. 
Millers Falls Co., Millers Falls, Mass. 

Simonds Saw & Steel Co., Fitchburg, Mass. 

Prentiss Vise Co., New York, N.Y. 
Sherwin-Williams Co., Cleveland, Ohio 

Trimont Mfg. Co., Roxbury, Mass. 

Snap-On Wrench Co., Chicago, Ill. 

Mathias Klein & Sons, Chicago, Ill. 

Vaughan & Bushnell Mfg. Co., Chicago, Ill. 

H. K. Porter, Inc., Everett, Mass. 

The David Maydole Hammer Co., Norwich, New York 
Clemson Bros., Inc., Middletown, N. Y. 

C. A. Shaler Company, Waupun, Wis. 

Henry Disston & Sons, Inc., Philadelphia, Pa. 

The Stanley Works, New Britain, Conn. 

Fayette R. Plumb, Inc., Philadelphia, Pa. 

North Bros. Mfg. Co., Philadelphia, Pa. 


Every tool product advertised in Popular Science 
Monthly is guaranteed after test and approval by 
the Popular Science Institute of Standards. 


Brothers under the skin —plumb- 
er, mechanic, banker, business man, 
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The sun never sets on lands where files 
bearing NICHOLSON FILE CO. Trade- 
Marks are sold. From the bazaars of 
India and the shops of China to the 
stores of Cape Town and Canada, mer- 
chants know the values they stand for. 


Wherever There Are Files— 








The hardware dealer of Main Street 


also banks on the reputation of 


NICHOLSON FILE CO. Trade 
Marks—to ensure his customers the 
best possible files—and stamp his 
store as a seller of good tools. 


NICHOLSON FILE CO. 
Providence, R.1., U.S.A. 


---A File for Every Purpose 
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Announcing 


Quickly, quietly, the motor on the new 
Elliott-Fisher sends the carriage gliding 
back and forth over the flat writing- 
surface. All the operator does is strike 
the keys. 












i. 2S Fh. Oe 
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Front view 


A new Elliott-Fisher machine has been 
perfected that retains all the present 
features, and in addition is Automatic 
and Electric! 


SOME ELLIOTT-FISHER AUTOMATIC FEATURES 


1. Automatic Carriage Return Right and Left. Accumulation of Column Totals up to 29. 
2. Automatic Carriage Return Forward and Back. 9. Automatic Elimination of Computation in any 
3. Automatic Line Spacing. column position desired. 
4. Automatic Circuit Breaker. 10. Automatic Decimal Spacing. 
5. Automatic Startingand Stoppingof Electric Motor. 11. AutomaticProof of BalanceWritten—Star Signal. 
6. Automatic Column Tabulation. 12. Automatic Audit Sheet. 
7. Automatic Accumulation of Column Totals. 13. Automatic Combination of Related Records. 
8. Automatic Addition, Subtraction or Neutral for 14. Automatic Carbon Feed. 

Cross Balances simultaneous with Automatic 15. Automatic Alignment of Forms. 


Just write—Elliott-Fisher does the rest—yust right. 
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the New 


1o0tt-lKisIiher 


AUTOMATIC. 
ELECTRIC 








OR thirty-five years Elliott-Fisher 

engineers have constantly worked 
and experimented. They have made 
the Elliott-Fisher what it is today—an 
accounting machine as near perfection 
as is humanly possible—the accounting 
machine that is acknowledged to be 
the leader in the commercial world. 


And now to this mechanically per- 
fect machine has been added—Elec- 
tricity! All the exclusive features of 
the famous Elliott-Fisher Machine have 
been retained. Nothing has been lost. 
Electricity has been added. 


Now power quickly, quietly sends 
the carriage gliding back and forth 
over the flat writing-surface. All the 
operator does is strike the keys. All 
the time is spent in actual writing— 


the hands never leave the keyboard, 
except to insert forms. The electric 
motor on the Elliott-Fisherdoes the rest. 


The new Elliott-Fisher Automatic- 
Electric is simple in construction, 
without any complicated attachments. 
It has the extreme durability for which 
Elliott-Fisher machines have always 
been noted. 


There is just one way to find out 
how this machine can’ be used in your 
accounting department. That way is 
to see the machine itself—see what it 
does—see it in operation. A note from 
you and we shall be glad to furnish 
more information about Elliott-Fisher 
machines—about the new Elliott-Fisher 
Automatic-Electric—and, if you wish, 
arrange for a demonstration. 


You are invited to see this new model in operation 


ELLIOTT-FISHER COMPANY - 


342 Madison Avenue, New York, N. Y. 


Branches in all principal cities 
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OU have heard of men who 
looked at a penny so long they 
could not see a dollar. 

And when you stop to think— 
you'll agree with us that the dealer 
who sells a wrench of unknown 
quality because of an extra long 
profit margin is in just about the 
same fix. Satisfied customers come 
back—bringing their friends—unsat- 
isfied customers stay away and per- 
suade others to do so. Such is the 
power of word-of-mouth advertising. 

Morco Wrenches are profitable and 
the steadily increasing business of 
Morco dealers is the best possible evi- 
dence that Morco Wrenches have been 
giving satisfaction for more than 
eighteen years. 


et eee 
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Write the nearest office 
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Leaman Can wrilé abeltes DOORG,» 
Jareach a better sermon, or make’ 
a better mouse trap lhan iy hegghbor, » 
lhowgah he bila. en § lhe woods, 
the world Will make a Leoten path 

lo his doar” 


surpiee, inn a co. MOORE DROr FORGI NG 6 |) ren 
Sprin n¢fiel ss..U. 34 North Clinton St. 
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74-76 Murray Street 
New York City 


Chicago, Illinois 
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Reg. U. 8. Pat. Off. 


| CYCLOPS 
NAIL 
PULLER 


A 
FAITHFUL 
FRIEND 


r 


EVERYTHING 
THAT A 
NAIL PULLER 
SHOULD BE 


7] 
HARDWARE COMPANY 


Reg. U. S. Pat. Off. 





Torrington, Conn., U. S. A. 
New York Office 151 Chambers Street 


ESTABLISHED 1854 INCORPORATED 1864 
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Machine Screws 
Stove Bolts 
Tire olts 


AS 


$4 
pcibcixcibc 
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American Screw Co. 
PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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"The maker of ZAPON, America’s 
a new line of FLOWING 
finishes different from 


Developed after 40 years’ experience 


7]ERE is a complete line of finishes, made especially for 
4 use in the home, that can be made one of the 
BIGGEST profit makers that any merchant selling 
paints could ever wish for! 


ZAPON Flowing Lacquer Finishes are new, yet behind them 
there is an experience in lacquer manufacturing that had its 
beginning more than forty years ago when the founders of 
The Zapon Company made the first pyroxylin base lacquers 
ever produced in America. 


ZAPON Flowing Lacquer Finishes are applied with a brush 
—they are “flowed” on with a minimum of brushing. They 
level themselves and they dry quickly giving a rich and lustrous, 
yet hard, tough and wear-resisting surface that possesses the 
same advantages that always have characterized the Zapon 
finishes secured by more than 4,000 manufacturers who employ 
expensive spraying equipment. 

Experience is unnecessary in applying these new ZAPON 
finishes—anyone can use them and get wonderfully pleasing 
results. Moreover, they are ideal for work in the home because 
they dry so quickly. A perfect finish may be secured and used 


the same day. 












ZAPON Lacquer Flow- 
ing Enamel—-Supplied in 
twenty attractive tints 
and colors. 


f acquer 9 
r LEAR FINI SF 





~~ ZAPON Lacquer 
i. Clear Finish. Supplied 
in white only. For use 
with enamels, or for 
securing natural 
grain finishes. 
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ZAPON "Seale Floor 
Finish. Made especially 
for floors. 


Write or wire for details regarding 


SRS ee eh en or i a 
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oldest lacquer manufacturer, offers 
Lacquers for home finishing— 
anything else on the market / 


in the manufacture of lacquer 


The finish secured with ZAPON Flowing Lacquer Finishes 
is waterproof, stain-proof, crack-proof and craze-proof. It 
never gets “tacky” in humid weather. Consequently, it will 
not print or show doily marks. It will wear longer and ap- 
pear better than any other form of finish. 


These ZAPON finishes are made in different forms for vari- 
ous kinds of work. Each form is supplied in sizes varying 
from 14 pint to one-gallon cans, to suit the needs of the user. 


Be the first merchant in your locality to become known as 
“The ZAPON Dealer”. Cash in on the profit opportunity that 
will follow the stocking of this line. Get in touch with your 
jobber, or write or wire for our special dealer proposition. 


THE ZAPON COMPANY 


247 Park Ave., New York City 





BRANCHES in all principal cities 





ZAPON Lacquer Putty. 
Made especially for use 
with Zapon Lacquer fin- 
ishes — ordinary putty 
cannot be used with 
lacquer. 


ZAPON Lacquer fie” 
Wood Filler. Made fie 
especially for use a. 
with Zapon Lacquer 
Enamels. Supplied in 
three different 
shades. 


ZAPON Lacquer Thinner. 
Used for thinning Zapon 
finishes, for cleaning ob- 
jects to e finished, 
cleaning brushes, hands, 
etc. 


the sale of these finishes.... 
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Here are 56 home things that 


may be finished mth 


ZAPON 


“flowing Lacquer Finishes 


HERE are hundreds of objects in every 

home that can be made “like new” or even 
better than new, merely by refinishing them 
with Zapon Flowing Lacquer Finishes. 56 of 
these articles are listed below: 


BABY CARRIAGES 
BANISTERS 
BASEBOARDS 
BASKETS 
BATHROOM FIXTURES 
BATH-TUBS 
BEDROOM FURNITURE 
BOOK CASES 
BREAKFAST ROOM 
FURNITURE 
CARD TABLES 
CEDAR CHESTS 
LHAIRS 
CHANDELIERS 
CHIFFONIERS 
CLOCKS 
CLOTHES BASKETS 
COAT HANGERS 
CUPBOARDS 
CURTAIN RODS 
DESKS 
DOORS 
DRAIN BOARDS 
DRESSERS 
DRESSING TABLES 


ELECTRIC LIGHT 
FIXTURES 


FLOORS 
FLOWER BOXES 


FLOWER POTS 
FURNITURE 

ICE BOXES 

LAMPS (Floor and Table) 
LINOLEUMS 

MANTELS 

MANTEL PIECES 
METAL OR WOOD SASH 
PICTURE FRAMES 
PORCH FURNITURE 
RADIATORS 

RADIO CABINETS 
REFRIGERATORS 
SEWING TABLES 
SHELVING 

SMOKING SETS 

STAIRS 

STOVES 

STOVE PIPES 

TABLES 

TEA WAGONS 

TOILET SETS 

TOYS 

TRAYS 

VASES 

WALLS ' 

WASTE PAPER BASKETS 
WICKER FURNITURE 
WOODWORK 


Flowing Lacquer Finishes 
for home use 
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Wickwire New Form Poultry Fence 


Beauty stands right out in this fence—strength 
is there, too. It requires no rail at top or bot- 
tom—hangs straight—stays put—is rigidly 
reinforced, and maintains its height. 













Now made in both grades—galvanized before 
and after weaving. The latter is recommended 
because of its greater durability and rust- 
proof qualities, 


Put up in bales of 150 lineal feet in 2 in. and 
| in. mesh in even inch widths from 12 to 
72 ins. 


Backed by a quality standard and reputation — 
that has made WICKWIRE BROTHERS 
Products famous for over 50 years. 


Your Jobber Will Supply You. 


‘ ate iv au 4. 
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THE HAAG MODEL 10 
Electric or Power 

1. Extra thick cedar tub. 

2. Leak-Proof under- 
neath drive. 

3. All mechanism under 
tub. 

4, Light steel removable 
cover. 

5. 

6. 

# 


2in. x 12in. soft 
wringer rolls. 

Fast washing alumi- 
hum dolly. 

Extra quality thruout 


but meets “bottom- 
price” competion. 
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THE HAAG MODEL 55 
Electric or Power 


1. Construction same as 
model 10 except 
double capacity. 


2. Both tubs wash or both 
tubs rinse or one 
washes while the 
other rinses. 


Full swinging wringer 
locks in all four 
positions. 

4. Haag “cedar-tubs” 
are probably the most 
nearly fool proof and 
indestructible wash- 
ers ever made. 
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HAAG BROS. COo., PEORIA., ILL. 
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Kitchen Wire Goods 
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Keep the Housewife’s Friendship 


HE kitchen reveals to the housewife the real 
worth of the utensils you sell her. Not until 
she has used them can she decide upon their 
quality. Sell her the Natwire line and she will 
soon learn it is well made and durable, as well 
as moderate in price. 
The strainers are firmly fastened to the rim. 


They will not fray nor loosen. 

The tinning leaves no black mark when rubbed 
against hard surfaces. ’ 

Each article has some little improvement that 
adds to its convenience. 

Retain the housewife’s friendship by stocking 
with the Natwire line of wire goods. 


Wire Goods Distributors 


Chase & Francis, 122 Pearl St., Boston. Benjamin Factor, 232 French St., Bridgeport. J. Walter Eckenrode, 752 
Poplar Grove St., Baltimore. Ramsey-Sturgeon Co., 305 Rollins Bldg., Baltimore. Roy L. Ashcraft, 2018 Mary- 
land Ave., Louisville. Couch & Jackson, 116 Marietta St., Atlanta. J. H. Menge Sales Co., 425 Natchez St., 
New Orleans. Emil Vutech, 260 Rockefeller Bldg., Cleveland. H. A. McKinnon, 123 W. Jefferson Ave., Detroit. 
M. J. Geraty, 115 S. Dearborn St., Chicago. Paul C. Eckhoff, 379 Jackson St., St. Paul. C. C. Donoghue, 1018 
Broadway, Kansas City, Mo. Lloyd S. Knight, 516 Granite Bldg., St. Louis. C. M. Bollinger, Box 1224, Salt 


Lake City. National Sales Co., Charles Bldg., Denver. 


J. P. Cartwright, Adolphus Hotel, Dallas. 


Standardize on Wickwire Spencer Wire Products—leaders in every line. 
WICKWIRE SPENCER STEEL CO., 41 East Forty-second Street, New York 


WICKWIRE SPENCER Wy 
PRODUCTS 
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4 “Fimerieas Most Beautifu ocks! 


THE NEW HAVEN CLOCK COMPANY’S 
NEW 


True Time Tellers 


For those seeking unusual Alarm Clocks. 














TOM-TOM 
HEIGHT, 5% inches WIDTH, 476 inches 
4\%-inch cubist dial 
Convex glass Nickel-plated octagon case, 
40-hour movement, back bell 


— 
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Intermittent alarm with shut-off, removable springs a r 
Suggested Retail Price—Plain Dial $3.25 
Suggested Retail Price—Radium Dial $4.25 





GOTHIC 
Tat-Too Jr. Alarm 40 Hour Movement 
WIDTH, 2% inches Bowed Glass 
HEIGHT, 3% inches Russet Bronze Case 
Full Size Gold Dial 


Suggested Retail Price 
Alarm $3.75 
Timepiece $3.00 


~ “ 
~— = 62 Gres or 


ee | Alarms and Watches 


V “HH New Haven “True Time Teller’ Alarms and 
Watches are Advertised regularly in ‘The Sat- 
urday Evening Post” and the “American Mag- 


; 
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SQUARE 
Tat-Too Jr. Alarm § 40 Hour Movement azine.’ Display your True Time Tellers and 
2% inches Square Bowed Glass " , 
Full Size Silver Dial French Bronze Case receive your share of the business these Ads are 
Suggested Retail Price bound to create. 








Alarm $3.25 Timepiece $2.50 


CLOCK MAKERS FOR MORE THAN ONE HUNDRED YEARS 


18] ( THE ig pated phe LOCK CO. 1976 
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OF PA ATLAS 
CHEOW much money did you ip | 
make on heaters last season? az 
Did your capital invested earn 
a fair rate of profit? Does your 
experience encourage you to 
look upon heaters as a profit-paying line—a line 
that deserves energetic selling effort? 


These are vital questions—questions that affect your 
business profits. n : ; 


[5 YOU could take a census of the prospective 


heater buyers in your trading territory. If you 
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could know in advance just what kinds and styles Proven 

of heaters these customers will buy next season. Profit Chart 

Wouldn’t that information prove of real value in 

making up your heater order? 5 

We've taken that “heater census” for you. We've specific sales records 

made a study of the merchandising experiences of of retail merchants who have in- 
; . creased their heater profits b - 

a number of typical hardware, furniture and other souaiing seen ion 

retail merchants who sell radiant heaters. moving numbers—the numbers that 


have proved their popularity by 
customer preference. 









From this intensive study we have developed a plan 
of heater merchandising that enables you to steer 
clear of the pitfalls of unbalanced stocks, to avoid 
tying up valuable working capital in slow-moving 
items and heavy inventories. We have set up a 
constructive plan that enables you to make up the 
order for your season’s requirements with definite 
assurance of meeting the preferences of your 
customers—a plan that enables you to turn your 
investment in seta and realize a normal margin 

of profit on every heater sold. | represen! the3 most pops mt 
This constructive merchandising plan is outlined “al Cheerfal Radiant Heaters” 
in a book we have just issued entitled “Charting a 

Safer Course to More Profits.” A copy of this book 
will be sent free to every merchant interested in 
making more profits on radiant heater merchan- 
dising. The coupon is for your convenience. 


Apvams BrotHers Mere. Co., Inc. + Pittsburgh, Pa. 


Adams oH FERFUL 


Radiant Heaters 









Sales Record 
of dealer in 
0 Pivsburgh, Pa 


Style Sales Record 
4 oft dealer in 
Liverpoot 
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Apams BrRoTHERS MANUFACTURING Co., INc. 
1500 Fayette Street, Pittsburgh, Pa. 


I am interested in making more profits from radiant heater merchandising. Send me 
a copy of your new book—“‘Charting a Safer Course to More Profits.” 
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ESTABLISHED 1857 


MR. HAPPY MAN 
SAYS: 


“Silver Steel Saws are made 
right from the ‘mine to the 
market.’ Silver Steel is dif- 
ferent from ‘Just Steel’ in 
that it shapes to the small- 
est conceivable part of an 
inch into the famous Atkins 
two-way tapered saw, and 
holds its cutting edge a re- 
markably long time. The 
handle has that ease and bal- 
ance that fits the worker’s 
hand without tiring it, mak- 
ing sawing fast, free and 
easy.” 


Ask for ‘**Pointers’”’ and 


post up on Atkins Saws. 


E,.C.ATKINS & CO. 


THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS,INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 
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McKinney MANUFACTURING Co. 


Pittsburgh, Pa. 


I would like to receive regularly reprints of 
your color pages. 





Name ee 
Address 


























| om COUPON is placed here to make it 

convenient for you to obtain reprints 
of McKinney color pages. These reproduc- 
tions of much-admired oil paintings add a 
delightful touch to any display room. And 
in the doing of it they increase the con- 


sumer'’s desire for better hardware. 


McKinney MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 











McKinney Products include: Wrought Steel and Bronze-Butt Hinges—Strap and Tee Hinges 
—Forged Iron Hardware—Garage Door Hardware, including Complete Sets—Door Hang- 
ers and Track — Door Bolts and Latches —Sash and Screen Hardware — Shelf Brackets. 
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G. CHAPLINE, President of La Salle Extension University, in an editorial 
* on “Personal Efficiency’ has this to say about a certain very necessary 
The “No” Man man for every business organization: 

“While nothing can be said in too great praise of the positive qualities in 
business of initiative, enthusiasm, and optimism, yet unless there are good ‘no 
men as well as ‘yes men in an organization, troubles may come rapidly. 

‘Unless a business has a strong man who can say ‘no’ when enthusiasts 
would go off at a tangent, would pile overhead too high, would assume too many 
risks, would entertain too many questionable plans and suggestions; unless a 
strong man, with his feet on the ground, with authority to cause, at least, a 
reconsideration and a recheck when a policy or proposition seems doubtful, 

ie: troubles may come rapidly. 
| ‘Unless a strong man says ‘no when unwise credits are asked for, when 
plans only half-checked are aggressively urged for adoption, when seasonable 
prosperity, promising seemingly endless summer, suggests overreaching 
programs; unless a strong man says ‘no to rash proposals, troubles may come 
rapidly. 
‘The position of the ‘no man in an organization is not likely to be a 
popular one. No banquets or fulsome write-ups are likely to be given him. 
He may be called a ‘crab’ and an ‘obstructionist. He may make a lot of 
enemies and he may not be a feted member of the influential ‘gang, yet he 
may, on occasions, be a cornerstone asset to the business. He may be in any 
particular place in the organization, vice-president, treasurer, accountant, 
auditor, comptroller or credit man. He may even be president or chairman of 
the board. But he is a member that should be present on every staff, for if 
there is no strong ‘no man in the organization troubles may come rapidly. ° 
President Chapline might almost have had the hardware business in mind 
when he penned those remarks. The hardware trade certainly needs an army 
of “No” men to cope with the unwise credit policies of hundreds of retail 
hardware stores. 





Feo gpeniagelete was once complaining about his employees to Prof. Paul 
W. Ivey, University of Nebraska. “What's the use of developing sales- 
N Kj k C , men? he queried. “I teach them to sell, keep them about six months or a 
O IC oming year, and they go with somebody else.” 
The answer was a sermon in a few words. “Man, said the professor, 
‘can t you see that you are better off when your men are efficient for six months 
and then leave you, than when they are inefficient for six months and stay with 
you. 
Six months of efficiency is always better than the same period of ineffi- 
ciency. Besides they don't always leave, and still more of the “developed” 
ones would stay if the merchant himself was perfectly fair with them. 
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ONCENTRATION on one basic radio equip- 
ment line has enabled the radio department of 
Barker, Rose & Clinton Co., Elmira, N. Y., to 

make real merchandising strides. Having but one 
main line, says James M. Wilkes, department man- 
ager, enables the sales staff to become familiar with 
that line, learn to appreciate it and sell it with con- 
viction. Mr. Wilkes has charge of the company’s auto 
accessory department with which is combined the 
radio section. The advantages of this combination are 
easily appreciated. The accessory items have their 
largest sale during the warmer months and show an 
easing off in volume in October. At this time the 
radio demand is starting to come in heavy again, 
easing off in April and May just when the accessories 
sales are heaviest. Both departments are all year 
enterprises and profitable but the combination has 
proved very successful. 

The sets handled in this store sell from $38.50 to 
$159.50, at retail, minus necessary accessories. In 
advertising radio Barker, Rose & Clinton show a pic- 
ture of the set with accessories, printed in large type 
the price without accessories and directly below the 
price for the complete outfit. The range in prices 
gives this store an opportunity to serve all pocket- 
books and tastes. Speakers handled sell from $10 to 
$25 at retail. About two lines are handled which 
enables the display of about six to eight models. 

Last year he sold about 125 sets, and in the last 
five months he sold 500 tubes, 50 storage batteries, 
200 B batteries, and about 250 dry cells No. 6 type. In 
selling the 500 tubes only two have been returned by 
customers. These were replaced without question 
and sent back to the factory. 

The radio department of the Elmira firm has been 
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shifted about the store to determine its best location. 
It started with the auto accessory section when radio 
demand was largely for parts. Then it was moved to 
the fourth floor with the sporting goods where it 
proved a trade attracter for both radio and sport 
goods. The manager of the shelf hardware depart- 
ment was interested in radio so he got this line under 
his wing, then it came back to Mr. Wilkes and will 
probably stay with him to be conducted jointly with 
the auto accessory business. 

Wilkes is fortunate in having a good merchandising 
man in the accessory section who has a passionate 
fondness for both auto mechanics and radio. He is 
too good a salesman to let a technical discourse 


spoil a sale, yet has enough knowledge to give the 


other men some pointers. Mr. Wilkes is very definite 
in stating that selling radio equipment requires good 
merchandising and very little technical knowledge. 
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By concentrating on one basic line of radio equip- 
ment the radio department of Barker, Rose & Clin- 
ton Co., Eimira, N. Y., has made real strides 
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The Carroll-Ames Co., Bryan, Ohio, has always made a point of selling electrical equipment amid attractive surroundings 
and part of the firm’s success may be attributed to this policy 


Pioneer Western Firm Builds 
Profits with Electrical Merchandise 


Marin Hardware Co., Sausalito, Cal., Goes Out After Business—Holds Special Sales and 
Experiments with Novel Lighting Effects, with Success 


County, Cal., long before 1912. But it was 

sold by grocers and furniture dealers. There 
was no store that sold hardware as a distinct line of 
merchandise, and electrical goods were unobtainable. 
People in Sausalito who wanted electrical goods went 
to San Francisco for them. But in 1912, the Marin 
Hardware Co. was opened by an ambitious and hard 
working young man by the name of C. A. Lundqvist in 
the little hamlet of Sausalito. 

It was the pioneer hardware store in the village. 
Lundqvist had previous hardware experience in the 
town of Mill Valley, so he was under no delusions 
about what he was up against. 


PH cannes, was sold in Sausalito, Marin 


Puts in New Line 

In the beginning it was up-hill going. People 
didn’t know him. He was an outsider. There was 
no way to let people know that he was in business, 
except by opening the door and indicating by a big 
sign that people were welcome. Lundqvist got a 
printer in San Francisco to send him some circulars. 
These he distributed at night without any noticeable 
increase in business. 

Finally a salesman called with a new line of mer- 
chandise—electrical goods, wiring devices, appliances, 
etc. The sight of this merchandise gave Lundqvist an 


inspiration. He placed an order, and when he received 
the goods he put most of his stock in his window. He 
made an exceptional window display, the first of its 
kind in the town. He also had the printer in San 
Francisco send him some fresh circulars, circulars 
that announced the first display of electrical appliances 
in Sausalito. : 
Experiments With Lighting Effects 


It worked. The idea took hold, and climbed up 
into the hilly residental section of the town.  Elec- 
tricity was not new to the people of Sausalito, but 
some of the appliances were, and some of the special, 
bargain-opening prices were. They investigated, and 
began to make purchases. 

Within a week from the time Lundqvist had placed 
his original order he had reordered. Again he had 
circulars printed. He announced that he had re- 
ordered, and that he would continue his special bargain 
sale for one more week. At the end of that week, 
Lundqvist was known by practically everybody in 
Sausalito, and what is more some of the houses in 
the town were equipped with new, modern, labor 
saving appliances. 

Since then the Marin Hardware Co. has been the 





(Continued on page TT) 
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I Will and I Won’t Merchant — 


Observations of a Specialist Who Called 
on Many Hardware Merchants 





















































By William J. 


Tighe 
ICTURE a 
hardware dealer in x 
a community of as 


8,000 population and a trad- 

ing area with five thousand 

more people to serve, standing 4 
with his back to the big stove, 

in a store that showed its an- 
tiquity, quickly greeting the writer 
with: “Oh yes, you are an advertising 
man!” Just let me tell you that I have never 
solicited an order by person or letter, and 
when I find that I have to, then I will close 

up shop. 

Dropped in on a small dealer near Penn State 
College and asked how the furnace business was, 
vetting this reply. “Well, if I was to figure up the 
profit I made on furnaces last year, I could not buy 
the smoke from this old pipe. How do you think I 
can compete with a man in this town, who gets into 
his car and drives around the country selling farmers 
everything from a coal shovel to a furnace; all before 
the farmer has a chance to come to town and see what 
I have in my store.” 


“He don’t know what he wants; anyhow we haven’t 
got any,” said a merchant in a city sixty miles from 
New York, where there were four other dealers and 
all wide awake; as his clerk was serving a customer 
who asked for some bail wire and a carborundum 
wheel. The customer replied, “Oh yes, I do and I think 
I ean find what I want,” and he found it. 

This store was dark and the merchandise lying 
through the center of the floor made it difficult to 
pass to the cashier’s cage in the rear. “No new 
fangled ideas are any good,” said the proprietor and 
for advertising “the best method, and best producer, 
is by the people I meet over my counter.” 

Some hours later the writer met the same buyer 
in another store where he purchased some screws, 
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his was a disgruntled 
expression as he made the state- 
ment.” That man made me feel 
like a fool; it was bad enough that he had 
no system, but he acts as though he didn’t 
want any business. I’ll not go there again.” 





The casual remarks of a dealer in the city of 25,000 
and a trading area of ten thousand more were:—“I 
believe in all progressive methods but I can’t see 
where advertising will help me. Mail-order cata- 
logues are used a great deal by the people around 
here and canvassers are always selling something. 
But there is nothing to be done against that kind of 
competition.” 





Some of the above references may appear exagger- 
ated, but they are the truth and the tragic truth. 
The ailments of these men are prevalent among hard- 
ware dealers. 


They Complain More Than Compete 


It is interesting to listen to merchants tell what 
they do to secure business; some will use newspaper 
advertising, occasionally, few use a mailing list, other 
than their customers to whom they send statements; 
a growing number send out a store paper. 

Convention leaders shout “Wake Up!”’ 

President Frank R. Conklin of the Ohio Dealers 
Association in his annual message, stated: “We all 
know there is plenty of business as proven by the 
reports of the mail-order and chain store companies. 
There is one fact that there is plenty of business 
ahead for 1926, but the man who gets it will be the 
go-getter. In my opinion, the man who at the end 
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of 1926 says that business is rotten, will be the fellow 
who is too lazy to go after business, or else has too 
many interests other than the hardware business. 

George Sheridan, executive manager of the Ohio 
Council of the Ohio Hardware Merchants, stated that 
in 1925 house-to-house canvassing increased 300. per 
cent; and that too many merchants overlooked their 
best community allies and the very evident oppor- 
tunities that is theirs. 

John H, Matter, retail chief of the National Cham- 
ber of Commerce, relating how the “Glorified Peddler” 
affected the business of the hardware merchant, cau- 
tioned the dealers not to permit encroachment on 
their trading areas and urged them to meet this com- 
petition by availing themselves of the advantages of 
contact, service and location. 

Hamp Williams has pointed out that one mail-order 
firm has set its quota for 1926 at a figure equal to 
the total done by 5600 stores doing an average busi- 
ness of $50,000. 


What Is Being Done? 


One hundred dealers in towns of under 25,000 popu- 
lation were visited during the month of February, 
when hardware men were holding conventions and all 
the trade papers were full of the most important sub- 
jects under discussion. Two dealers were having 
their stores rewired, due to the talk on store lighting; 
and a number felt that this year the convention was 
better than ever. 

The average hardware dealer, though wiser, still 
hangs on to his traditions; there are many who have 
tried various methods, some have continued and others 
have dropped them. The dealers who have used store 
papers say they are productive of good business, while 
several have done some canvassing or soliciting, ONE 
has been at it consistently and his one man 
BROUGHT IN $60,000 last year. 

In analyzing the methods of the two major com- 
peting influences it is seen that the mail order firm 
gets its business from catalogs sent to every home 
possible; the canvasser gets his business by going 
personally; both legitimate methods and not to be con- 
demned. Some communities have enacted ordinances 
to restrict canvassing; such legislation will not pre- 
vent the soliciting of business. Both methods of 
going after business have done more to create new 
markets and to raise credit standards than the dealer 
who has stood by his age-old traditions of passivity. 


Store Publications Pay 


Catalogs are used by only a few. John A. Losse, 
of the Bucannan Hardware Co. Richfield Springs, N. 
Y., has put one out that was twenty-eight pages, 
costing seven cents each unmailed. Much business is 
accredited to this book; no prices were quoted. 

Store papers are used by some progressive dealers 
and in every case they have been found productive 
of good business. These papers range from a multi- 
graphed letter-size sheet, to eight page folders. 

The Herkimer Hardware Co. has issued a printed 
sheet the size of a newspaper page, the total cost 
including the mailing of 2500 being $56. This com- 
pany is now trying a plan of two merchants cooperat- 
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ing by enclosing their own sheet and splitting the 
cost of mailing. 

Irving Van Voris at Cobleskill, N. Y., gives the 
following detailed figures for publishing an eight page 
folder; 2200 copies: 

Labor — preparation and_ production — 4— 


ie ing kyu Bae ee $14.00 
Paper—2200 sheets, 11x17 ................. 6.00 
IER, ASRS ene, Ae ay a SO CR Ogee MEO .50 
Postage 2200 114 cent permits .............. 33.00 
Multigraphing—charge on investment ....... 3.00 





AVERAGE COST PER COPY  .0257. » 

ne SE vf owen do eeaek sade oeue% 56.50 
Canvassing 

The Stevens Hardware Co., Oneonta, N. Y., has 
employed a canvasser during the spring and summer 
to solicit orders for washing machine and vacuum 

cleaners, paying a commission of fifteen per cent. 
The dealer whose outside man brought in $60,000 
in 1925 pays a salary and bonus which is figured to 
be a selling cost of five per cent. This store is the 
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“Customers are .buying as much merchandise in 
Miami today as they are in the northern cities” 


IAMI, Florida, is a big modern city with an 
M imposing skyline that looks like a fraction 

of Chicago’s as viewed from the lake. People 
who knew Miami a few years ago would hardly rec- 
ognize it today. Old landmark buildings are gone, 
and in their places are big hotels and sky scrapers. 
Likewise the streets have a different aspect. About 
every other building on the main streets houses a 
group of real estate offices and development companies. 
There are as many real estate men in Miami as there 
are oil men in Texas. A few months ago the land 
speculators and realtors were a wildly busy lot. Men 
scrambled for property in the frenzied manner that 
women in department stores scramble for bargains. 
Not so at this time, however. Realty offices are more 
or less deserted, and mournful looking individuals sit 
at desks in large empty offices, or stand in front and 
pass out literature. 








“Binder Boys” Through 


The day of the Florida speculator is over. The 
“Binder Boys” are through. Nobody is fighting for 
choice acreages or city lots 75 blocks out at $75,000 
per. There is some legitimate land trading, but it is 
mainly confined to those who want specific pieces of 
property for specific purposes. Hotel rates are on a 
more equitable basis, and rents are lower. 

The rent problem in Miami has been a real one 
during the past two years. Hardware men tell me 
it has been a serious matter for them, as their em- 
ployees were forced to pay rentals of $125 to $150 
per month in many cases. 

There are still plenty of people in Miami. In the 
evenings the streets are crowded. Men and women 
stand in line in front of the theaters waiting to get 
in. Miami is not broke. There is plenty of money 
here, but the owners are using it in a legitimate way, 
and prices are tight locked against the wiles of real- 
tors, or get rich quick men. 

Business in the hardware store is in the main good. 
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Mainly About 
the City of 
Miami, Florida 


The Editor of “Hardware Age’ Is Again 

Out Playing the Old Man Behind the 

Counter Game. This Is the Fourth of 
His Articles on the Southeast 


By Llew S. Soule 


Most of the dealers say that it is better than it was a 
year ago at this time. However, it is much below 
the peak period when store employees were on the 
run from morning till night. 

If the northern manufacturers could stand in some 
of Miami’s big hardware stores, as I have, and watch 
the customers and the size of the orders, they would 
have a different idea of business in Florida’s big East 
Coast City. There are as many customers buying as 
much merchandise today, as there are in many north- 
ern cities where there has never been a boom, and 
where business is considered good. 

Miami hardware merchants are not buying very 
much. That probably accounts for the many rumors 
that business in Miami is dead. 

There is a reason for light buying. Miami hard- 
ware men have heavy stocks. When the embargo 
was on they bought from any one who promised de- 
livery. Orders were duplicated again and again. Then 
when the embargo was lifted goods poured into the 
city and over stocks became the rule. Merchandise 
which could have been sold many times over in Janu- 
ary and February, arrived in April. It reminds me 
of conditions after the war. It will take Miami 
merchants from three to four months to get their 
stocks back to normal, even though they are doing a 
good reasonable business. 

Hardware merchants here are optimistic. They 
realize that speculative buying and building is pretty 
well over, but they also realize that their territory is 
the big winter playground of the densely populated 
east. They are sure that Florida will grow and con- 
tinue to grow, legitimately. 

There is considerable building going on, and build- 
ing permits are at a high level. People who own 
property are going to put buildings on their property 
as a means of realizing on their investments. Also 
there is much municipal and road work under way. 


Money Is Tight 


Money is tight. The banks have loaned heavily, and 
are holding off until the real estate situation clears. 





(Continued on page 79) 
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Display tables of the type illustrated above have proved potent sales stimulators for the A. Eberley & Sons, Inc., 
Washington, D. C., in the sale of auto accessories 


Departmentize Your Auto Accessories 


portant factor in the development of automo- 

bile accessories sales, in the opinion of W. T. 
Amole, manager of the automobile accessories de- 
partment of A. Eberley & Sons, Inc., Washington, 
D. C. 

“Automobile accessories and hardware,” Mr. 
Amole told us, “are to a great extent interlocking 
lines, and many items, such, for example, as wrenches, 
some tools, etc., logically belong in the accessories 
department. The hardware retailer who contem- 
plates catering to the motorist’s trade would do well 
to segregate and classify many of his regular tool 
items and use them as the backbone of accessories 
department. The stock may then be augmented by 
the addition of strickly automobile items. 


Don’t Overbuy 


“I do not recommend the hardware merchant who 
has never handled accessories overbuying at the 
start. It is far better to purchase moderately at the 
beginning, stocking demand items. With proper at- 
tention his sales will grow and more stock be added. 
This rule does not apply in every case, however, 
especially in the outlying sections where competition 
is not so intense as in the metropolitan areas. I 
could name three or four merchants here in Wash- 
ington who have installed completely equipped de- 
partments and have enjoyed large sales. 

“In order for the hardware man to realize his 
opportunity to the fullest extent, it is important that 
he know the line he is handling, and wherever pos- 
sible the salesman best qualified for this work should 
be given exclusive charge of the department. In this 
way he will be able to focus his attention in one direc- 
tion and give the department the attention it deserves. 


Prrorane departmentization is an extremely im- 


“The hardware man contemplating accessories 
should, first of all, find out what make of car pre- 
dominates in his territory and select his stock ac- 
cordingly. There is one town in Maryland, boast- 
ing a population of 5000 persons, in which there are 
only two cars other than Fords. The possession of 
this knowledge would be a matter of supreme im- 
portance to a merchant in this particular town, 
especially as he should be governed by the resident 
rather than the transient demand. Information re- 
garding the type of cars predominating in any given 
community may be easily obtained from the Com- 
mission of Motor Vehicles. 

“The handling of gas and oil constitutes a valuable 
and appreciated service, particularly in the outlying 
sections, as does also free air. In the metropolitan 
areas this does not in my opinion, assume so much 
importance, although it is frequently desirable. 


Investment Required 


“T am frequently asked what investment is re- 
quired for the starting of an automobile accessories 
department. This is an extremely difficult question to 
answer, as the investment may range anywhere from 
$100 to $5,000, according to the ambitions of the 
hardware man. As a general proposition, however, 
a complete stock, sufficiently diversified to serve as 
an opening wedge, may be purchased for $2,000.” 

The Eberley company carries a stock of accesso- 
ries averaging around $40,000, which is turned more 
than three times yearly through aggressive merchan- 
dising methods. The company’s department, a view 
of which is presented herewith, is located in the rear 
of the store, and its retail sales attain a large volume 


vearly. 
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Music 


By Saunders Norvell 


the B. & O. train at the Pennsylvania Station, 

New York, for French Lick, Indiana. I could 
not help but remember the old vaudeville gag of many 
years ago about the B. & O. One performer said— 
“Say, Bill, I want to go to Washington the worst 
way.” Bill answered—‘“‘Then take the B. & O.!” In 
those days, people actually got seasick riding on the 
B. & O.! 


(): April 23, 1926, at 12:50 P. M., I boarded 


ta *% % 


However, while the tracks were a little rough in 
places, still, the rolling stock seemed to be in good 
condition. Our Pullman car was one of the latest 
models, with a nice little slit in the steel work over 
the wash stand in which to deposit used safety razor 
blades. 

* * % 

After a little while I went back to the diner for 
luncheon. Every seat was taken except one. That 
was opposite a very attractive woman dressed in black 
silk. She also wore one of these small black silk 
turbans with a brilliant for an ornament. Her hair 
was a bright red and the two dashes of color over 
her ears with this dark costume had their artistic 
effect. As I stood just before taking my seat, she 
bowed. ‘“‘Aha!’’—said I to myself. “The lady has 
traveled. She knows Eurvpean customs.” She had 
started with her luncheon and I noticed she was a 
vegetarian. I noticed, too, that her bracelets and 
rings were all antiques. “She doesn’t look a Dumb 
Dora by any means!’’—I said to myself. 

* * % 

By the time we reached coffee, we had discussed 
the late Spring, the question of the name of a tree 
all in yellow blossoms, forsythia, and of other trees 
with white and pink blossoms. She knew a lot about 
trees. Then she called my attention to some of the 
old stone farm houses in the neighborhood of Phila- 
delphia. She seemed to know a good deal about farm 
houses and incidentally about farming. 

Laughingly, however, she admitted her hobby was 
“nhysiognomy.” She said—“I have never seen you 
before. I do not know your name and I do not know 
anything about you. Now, if you will allow me to 
tell you all your characteristics, and if you can stand 
a little plain truth, I will do it, but with the under- 
standing that you will tell me whether I am right or 
wrong.” Well, she proceeded to analyze me. My, oh 
my! That woman told me things about myself that 
I had been carefully concealing all my life!! She read 
me like an open book. I do not know whether she is 
a professional or not, but I know she could make a 
fortune if she should go into the business. 

* * * 


We talked until we reached Washington at about 
six o'clock. She said, as she extended her hand— 





“Well, goodbye. The afternoon has not been as long 
as I dreaded. I hope you will forgive me.” She dis- 
appeared and I do not even know her name, who she 
is, whether she is married or single, or her previous 
condition of servitude! She had a remarkable mind. 
She had traveled everywhere. I put her down as 
being connected in some manner with diplomacy in 
Washington. 


* # a 


I ate dinner alone. I missed the red-haired lady. 
After dinner I went to the little smoking room in 
our Pullman car, sat on the uncomfortable half-seat 
that some efficiency expert has devised to hold shav- 
ing sets, and there I noticed a fellow smoker. He 
was coloring a meerschaum pipe. He would take a 
puff and then look meditatively at his pipe as if he 
expected to see the effect in color of that puff. His 
pipe was a very handsome one. I remarked, to open 
the conversation, that one did not see many meer- 
schaum pipes being smoked these days. ‘“‘No’’—he 
remarked—“they are quite expensive and also must 
be taken care of. This is not an age when men want 
to take care of things. This pipe’’—said he, looking 
at it tenderly—‘“‘cost $1.50 in Vienna. It was sent 
to me by a friend. A similar pipe in New York 
would sell at from $15 to $20. After all, there is no 
smoke like a meerschaum pipe. I have tried them 
all.” 


ve 
wr wv 


My new friend had a cleancut, spiritual face. His 
hair was longish and brushed back straight from the 
forehead. He was a musician. He played the cello. 
He was on his way from New York to Los Angeles 
where he had an engagement in an orchestra. I had 
always ,wished to have a talk with a musician who 
played in an orchestra. This was my opportunity. 
There were a lot of things I wanted to know! So, 
summoning all the tactfulness at my command, I pro- 
ceeded to interview him. Here is what I learned in 
answer to my numerous questions: 


* + 


It takes seven years to learn to play a cello fairly 
well. It also takes seven years to learn to play the 
violin. One can learn to play a saxophone very well 
in six months. The saxophone player, the cellist and 
the violinist all draw the same salaries. This hardly 
seems fair, but it is the union rule. New York pays 
$90 per week to a good cellist or violinist. Chicago 
pays $110. Chicago pays the highest wages to 
musicians of any city in the country. There are two 
reasons for this. One is that there is a very strong 
union in Chicago. The other is that unless they are 
paid an extra large salary, musicians will not stay 
in Chicago! The smaller towns throughout the 
country pay from $60 to $75 per week, according to 
quality. 
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No, when you are playing an instrument in an 
orchestra, you can not hear the music. You watch 
the leader for the time. You study your notes and 
stick to your part. All you know is what you are 
doing yourself. Music is pure mathematics. Curious 
that music, one of the most emotional of the arts, 
should also be one of the most exact—emotion and 
mathematics! Extremes always meet. 


Often, said my friend, on a night off, he would get 
a seat at the opera in which he usually played in the 
orchestra. He said he liked to hear the opera, but 
never could hear it in the orchestra. The best 
musicians, so he said, are not the singers on the 
stage, but the musicians in the orchestra. The singers 
spend months rehearsing for just one part. A mem- 
ber of a first-class orchestra is expected to know all 
the operas and all the leading pieces of music and to 
be ready to play his part at a moment’s notice. It 
was a strange thing that a part, once learned, was 
practically never forgotten. A rehearsal or two, and 
it all came back. He said the extent of the repertoire 
of a first-class orchestra musician was something 
almost beyond belief. “We are mechanics’”—said 
he—“just like stone masons and bricklayers, the only 
difference being that they are paid more and work 
shorter hours. Frequently musicians will play night 
and day for an entire week and then, when they have 
a few hours all to themselves, they will get together 
in the room of one of the fraternity and play with 
each other simply for the pleasure of playing. That” 
—said he—“is where we differ from stone masons, 
carpenters and bricklayers. You never heard of their 
laying bricks or doing stone work or sawing up timber 
after regular business hours merely for the pleasure 
of the job.” ; 


* * * 


“Well, our hours are rather long. At one of these 
first-class movie theatres like the Rivoli or the Strand, 
we work every afternoon and every evening, until 
10:30. Then sometimes, when something new is put 
on, we are rehearsed until 2 o’clock in the morning. 
No, there is no extra pay for rehearsals. There is 
something fascinating about being a musician. We 
can never get away from the theaters. Even when 
we are traveling and lay over in a town, we find our- 
selves going to the theater and paying our good 
money just to listen to some orchestra.” 


&¢ + ¢ 


“Once I laid over in Milwaukee and went to a the- 
ater there. I heard one of the best small orchestras 
I have ever heard play in my life. The leader of this 
orchestra was a cripple. He was a great artist.” 
“Did you speak to him?”’—I inquired. ‘“‘No”—he 
said—“I just listened, but you know, we musicians 
all know a great musician when we hear one. That 
crippled musician in Milwaukee is one of the best 
musicians in the whole United States, but I never 
heard his name and I did not stop to inquire.” 

% * * 
“Have you ever played in a symphony orchestra?”— 


I inquired. “Oh, yes’—he answered. “I have played 
in several. The Philharmonic Orchestra in New 
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York is the best in the country. The next is the 
Minneapolis Orchestra. That Minneapolis Orchestra 
is first-class. They have a large endowment. Con- 
ducting a good orchestra is simply a matter of money 
—of buying the talent you want. The Philharmonic 
Orchestra in New York have bought away several of 
the best players of the Minneapolis Orchestra—for 
instance—their oboe player, also their cellist. You 
know, orchestras buy away good men from each other 
just as the baseball teams buy star players. A really 
first-class man can almost command his own salary.”’ 

“How about the St. Louis Orchestra?’—I inquired. 
“Once upon a time I was on its Board of Governors.” 
“‘Well’’—said. he—‘“‘that orchestra has had some good 
leaders. Zach was pretty good, but he died.” “How 
about the present leader?’”—I inquired. ‘“‘Well, you 
see’”’—said he—‘“he is a good musician, but he is a 
specialist. He is only a pianist. He is really a very 
fine pianist, but he is not a great orchestra leader. 
As a matter of fact, he is just getting his experience 
as a leader with the St. Louis Orchestra. I have 
heard them several times in the past year. I think 
the St. Louis Orchestra is losing ground and the 
reason is that instead of having an all-round leader, 
they have a pianist as a director.” 


% *% % 


“But”—I inquired—‘“aren’t almost all the orchestra 
leaders specialists on some instruments?” “No’’—he 
replied—“that is always a mistake. Whenever the 
leader of an orchestra is noted for playing one in- 
strument, the result of his work with the orchestra 
is always one-sided. He is exactly like a business 
man who is really a department manager and has 
been placed at the head of a business. He can never 
get out of his own department. He never makes a 
broad-gaged, all-round executive.” 

* * * 


“Tell me about some other good orchestras’—I 
said. ‘“Well’—he answered—“one of the best orches- 
tras in this country is at the Strand Theatre in New 
York. It is curious that a moving picture house 
should have such a splendid orchestra of 60 pieces. 
It may interest you to know’—he added, as he puffed 
his meerschaum—‘“that a lot of musicians—toppers, 
too—go to the Strand just to hear that orchestra.” 
“Well, well!”—I answered. “I have enjoyed the 
music at the Strand, but I thought it was merely 
because I do not know much about music and almost 
anything pleases me.” “Not much”’—he replied. 
“That Strand Orchestra will stand up with almost 
any orchestra in the country. Sometimes they do 
things fully as well as the celebrated Philharmonic 
Orchestra in New York.” “Do tell!”—I murmured. 


*% * * 


“Who is your favorite composer?”—I inquired. 
“There is of course only one man who ever wrote a 
symphony”’—he answered—‘“and that was Beethoven. 
He was the great musician of the world. You know, 
Beethoven went deaf. He could not hear a thing. 
He wrote some of his best symphonies from his 
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HEN Irving W. Tuthill, hardware merchant of 

Richmond Hill, N. Y., decided to revamp his 
store, he did a very complete job. His remodeled 
store is today an example of what a retail hardware 
should be. Mr. Tuthill is justly proud of his new 
store and is an enthusiast for modern fixtures, a 
complete display of all items and a visible price 
card. 

Before entering the hardware business he was a 
contractor, had a good knowledge of tools, builders’ 
hardware, paints and many other basic hardware 
lines. In 1912 he and a partner, Mr. Schellinger, 
purchased the business from A. Dunstatter, who 
was about to return after fourteen years, the store 
having been established in 1898. In January, 1919, 
Mr. Tuthill became the sole owner and since that 
time has operated the business under his own name. 
It was formerly Tuthill & Schellinger, advertised as 
“The Long Island Boys,” both partners having been 
native Long Islanders and proud of it. 

The new fixtures were designed, furnished and in- 
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Tuthill’s New Fixtures 
Have Increased Sales 


Second Sales Easier with Complete Display Sample Boards on 
Practically All Lines Carried. Customers Sell Themselves. Fix- 
tures Furnished by W.C. Heller & Co., Montpelier, Ohio 








stalled by W. C. Heller & Co., Montpelier, Ohio. The 
board sampling was done by an expert of that com- 
pany. The pictures opposite give you an idea of the 
store and of several sections of wall cases. 

Tuthill finds that he can easily bring people to the 
back of the store, give them an opportunity to see 
the entire line, sell themselves and make extra sales 
with the revamped store. 

Since the remodeling was completed he finds a 
definite sales increase on items not formerly dis- 
played and on items which now have a better dis- 
play. When the boss and his helpers are all busy, 
waiting customers may sit in the wicker rockers and 
inspect the sample boards. Most folks do the latter. 
They seem content and frequently sell themselves 
some extra item other than that which brought them 
to the store. 

Mr. Tuthill was twice president of the Richmond 
Hill Business Men’s Association, is a director of a 
local bank and generally active in anything bene- 
ficial to Richmond Hill. 





Handy wrapping counter set in the wall fixtures in Tuthill’s store 
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HIS is another good example of 
wall case display on small items, 
not always on display in hardware 
stores, yet often in demand with 
customers. These displays help to 
remind the customer, and many 
people will sell themselves from 
this type of display 


lat hand view of Irving 
W. Tuthill’s new store. 
Note the paint on shelves 
and the brushes on wall dis- 
play boards close to the paint. 
This is handy and attractive 


EFT hand view of the Tuthiill 
store. Note the cutlery show 
case in front. You can see the 
wicker furniture in the rear placed 
there for the convenience of cus- 
tomers. Tools are shown along the 
left hand wall and are a pet line 
with Mr. Tuthill, who is an expert 
with all kinds of mechanics tools 
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Caulking 
and 
Painting 








Three Men with a Motor Boat 
Spent $35 for Hardware 


AST Saturday we motored along the famous Merrick Road to Heer 
Park, L. I. Stopping at the head of the creek, we saw a hardware 
dealer’s truck drive away. The driver. had left several bundles on 

the bulkhead. Three men were opening the bundles. We quickly re- 
alized that the material was for their motor boat, a Seabright Dory with 
a 42 h.p. engine. 

“Getting ready for the summer boating?” we asked. They nodded, 
but were too intent on their prospective “fixing up” job to say very much. 
“What have you bought?” we asked. The largest of the three was prying 
the lid of a 50 Ib. bucket of white lead. He looked up for a moment and 


answered: 

“Well, we have one pound of caulking cotton to be mixed up with some of this 50 pounds 
of white lead. That makes a good caulking compound easily worked in with a putty knife. 
See, we have two knives. The half gallon of copper green paint is for the bottom, the rudder 
and the propeller and the gallon of white is for sides above the water line. The one quart 
of oak varnish is for the deck and the 50 feet of sash cord is for the rudder. The wire, hot 
shot battery and two hose lengths are for the engine. The two 3-inch galvanized cleats 
are for the deck and the baling pump is for an emergency. It all represents about $35 and 
we are not through yet. We need a kit of tools.” 

Along other waterfronts there must be many more men with boats needing paint, marine 
hardware and tools. Now is the time for this business, so get busy! 

—C. J. H. 
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A novel window display of saws in the store of the Nelson-Suennen Hardware Store, Hudson, Wis. 
which was mounted on a geared motor so that it turned at a medium rate 


of speed. It was highly polished 


the display may be seen the circular saw 
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In the center of 


Window That Helped Saw Sales 


The Nelson-Suennen Hardware Co., Hudson, Wis., with a Unique 
Window Display of Saws, Creates Interest of the Passing 
Public and Increases Its Profits in This Line 


HE success of any store depends not only on 

what the customers have bought in the past 

and are satisfied with but also on what they 
know they can buy in the future. Even though people 
may not respond immediately to advertising and win- 
dow displays, it does not mean that that advertising 
was wasted, for it probably created an impression in 
the mind of the public and brought a knowledge of 
the various items obtainable at the store at some fu- 
ture date when they are needed. 

It was largely on this theory of building for future 
business rather than to put on a sale that caused 
Nelson and Suennen, hardware merchants, Hudson, 
Wis., recently to install an attractive window to call 
attention to their stock of saws. The store ordinarily 
carries approximately a $200 stock of the various 
kinds of saws, which is turned about six times yearly. 
The window display was arranged by J. G. Nelson, son 
of the senior partner, and M. J. Tobias. 

In the center of the window a circular saw was 
mounted on a geared motor so that it turned at a 
medium rate of speed. This saw was very highly 
polished, and directly above it was an electric flasher 
sign which went off and on at regular intervals. A 
10-ft. imitation cross cut saw made of compoboard, 
upon which a sign was painted hung from the ceiling 


across the back of the window. A black velvet eurtain 
was used as a background, not only because it brought 
out the details of the display better but also because 
it lessened the many reflections from the saws them- 
selves. The window floor was appropriately covered 
with saw-dust and shavings and the use of amber 
bulbs in the window lights added materially to the 
beauty of the display. 

An interesting feature of the window was a 28-ft. 
band saw and two circular saws that had seen several 
years’ service in one of the local mills and which were 
borrowed for the occasion. Hack saws, compass saws 
and about two dozen hand saws of various types made 
up the balance of the display. 





Store Greetings 


“There are two places where you will find courtesy 
—in the dictionary and in this store.” 

“Come in and look around. It doesn’t cost any- 
thing.”’ 

“We would rather see your face coming in the door 
than your back going out.” 

“Stay as long as you like—whether for a purchase 
or only looking around.” 
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Preaching and Practising 


By Frank Mappes, Store Engineer 


group of hardware men impels me to write 
this article. 

Several of them were standing in the hotel lobby 
after the meeting, when one said, “It’s all right for 
these theorists to tell us how to run our business, but 
I would like to see one of them do it.” 

A store having every modern convenience obtain- 
able, located in a typical good American city where it 
enjoyed a large volume of business and had main- 
tained its leadership for many years, was, however, 
not showing any profits, and had not done so for some 
years. The stockholders were dissatisfied with their 
investments, but where not ready to admit that the 
business could not be made to show results. 


At Wits’ End 


The management, under the direction of a minority 
stockholder, was at its wits’ ends to bring about the 
desired results; so as a last resort they communicated 
with the editor of HARDWARE AGE, through whose 
recommendation I was commissioned to make a sur- 
vey, analyze the business, and make such recommen- 
dations which, in my opinion, would correct the faults, 
and the laxities which prevented profitable operation. 

The following is a replica of the report and find- 
ings: 


REMARK I overheard after giving a talk to a 


Jan. 14, 19—. 


The Blank Hardware Co., Ince. 

105-107 Blank St., 

Blank City. 

Gentlemen of the Board of Directors: In accord- 
ance with your instructions, I have carefully studied, 
reviewed, and analyzed the physical condition of the 
stocks of merchandise comprising your inventory of 
Dec. 31, together with the costs of the goods and sell- 
ing prices, with a view to determining the cause of 
the failure to produce net profits in your business. 

In this work I have been given every assistance and 
cooperation by the management and personnel of 
the store, who, in every instance, produced any re- 
quired information, document, etc., at request. 


Inventory 


The inventory has been taken in a little more than 
ten days, about one-half the time usually required for 
a job of this size. This was due to the consistent 
efforts of your manager and employees who faithfully 
worked days, evenings, and Sundays to complete the 
task. I am in consequence able at this early date to 
submit the following survey and report. 

It is my unbiased opinion that the condition of the 
merchandise on hand is rather above the average 
found in stores of like size, and similarly situated. 

Only in a very small degree were found goods in a 
damaged and shop-worn condition. The damaged and 
shop-worn merchandise in every line has been segre- 
gated, and has not, as a rule, been included in the 





inventory; so that in disposing of these goods any 
price obtained will be justified in its disposal. 

In a few cases show-worn articles were taken at 
about half their value or replacement cost, where the 
sales possibilities are favorable. The rule has been 
generally observed, however, to reject all shop-worn 
goods, and place them in the category of Dead Stock. 

It has been found upon careful investigation that 
the methods, policies, etc., or lack of them, and the 
delinquencies mentioned in this report appear to be 
chargeable to precedents, set and handed down from 
time to time, and which, therefore, have been accepted 
as more or less authentic, due to time honored prac- 
tice. 

One of the outstanding fallacies was the conclusion 
reached during the late war that it would be un- 
patriotic to follow the markets, but rather to mark up 
goods as purchased, leaving those on hand at the old 
prices. Many of these inconsistencies are still appar- 
ent in the marks found on goods purchased before 
1919, of which there are still a goodly amount on 
hand. 


Prevailing Replacement Values 


The present inventory has been taken at prevailing 
replacement values in the instances where th mer- 
chandise is of the nature and quantities of reasonable 
number to assure early replacement, because of quick 
turnover; however, where the quantities are large and 
the turnover problematical in the face of a declining 
market, the value was placed at 10 per cent less than 
the prevailing replacement prices. This will probably 
take care of any reasonable decline during the year. 

It was found that about 80 per cent of the mer- 
chandise was purchased at extremely favorable prices, 
which,, with the proper markup, would have yielded a 
fair net profit. The balance was purchased at fair 
prices, which, with a proper markup would have at 
least overcome the cost of doing business. 

While in most cases your retail selling prices are in 
accord with regular retail practices, there are many in- 
stances where the selling prices are not marked up 
sufficiently near the point which is found necessary 
to operate a retail hardware store successfully, yet 
in spite of the low markup, many people have been en- 
joying special discounts from these prices because 
they are in some manner connected with stockholders 
or some other favored customers. 

In some instances goods are being sold at cost plus 
10 per cent to large institutions, thereby creating a 
deficit which is large enough to offset the net profit 
on the sale of goods with a regular markup. 

That all principles of merchandising are lost sight 
of in marking goods for sale, a prevalent fault being 
to price goods at a uniform markup, disregarding the 
rapidity of turnover, and the possibilities of deprecia- 
tion and slow movers. 

That the lack of a definite sales policy enables irre- 
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sponsible sales people to deviate from the regular 
marked prices, thereby creating interior competition 
to the extent that each clerk has a following or good 
will, which detracts from the good of the business, and 
is only held to it because of the price preferential, and 
not by service and quality—those essentials in good 
will builders to stores that sell at prices which insure 
net profits. 

That in marking the merchandise, no consideration 
is given to the transportation or cartage charges, 
which range from one-half of one per cent to 25 per 
cent of the cost of the goods, so that when an article, 
the purchase price of which is $1.00 is marked to sell 
at $1.40 its actual cost laid down in your store is 
often $1.15 instead of $1.00; you can readily see that 
the markup is insufficient to yield you a net profit. It 
is the fallacious practice to charge freight, expressage, 
parcels post, and cartage to expense, when, to all in- 
tents and purposes they are a part of the cost of the 
goods, which, therefore, must be included in the 


markup. 
Cooperation 


That the absence of cooperation between your finan- 
cial department and your buyers, each working in- 
dependently of the other, made it impossible to proper- 
ly finance your purchases. No brake being placed on 
the bying, which would have been possible by co- 
ordinating or making one head responsible for both, 
commitments are made without due regard or knowl- 
edge of the ability to meet obligations when due, so 
that a serious loss is sustained because of inability to 
take cash discounts—and while your resources are 
ample enough to conduct the business, the habit of 
making improper use of them and the utter disregard 
for practical business principles are responsible for 
overdue accounts payable. 

That while only a small portion of the inventory on 
hand is actually in the category of dead stock the fact 
remains that in the tremendous overstocks of every 
line carried there are many items which may be classi- 
fied as slow sellers. This unnecessarily ties up capital, 
the interest on which naturally reflects on the net 


profits. 
Less Merchandise 


It is my opinion that the business should be oper- 
ated as now constituted, with at least 40 per cent less 
merchandise than is now on hand. 

That the lack of a definite buying policy, and the 
absence of a central buying control permits duplica- 
tion, which increases the stock along certain lines 
without increasing the sales. This is a fault usually 
resulting where two or more persons buy goods with- 
out being restricted to prescribed limits. 

That in the selection of lines too many patterns or 
sizes are contained therein. No thought is given to 
their salability; they are selected with a view to show- 
ing comprehensive lines. By careful study and anal- 
ysis of the sales, each item in a line can be bought 
to comply with the simplifying program which is 
being advocated by Mr. Hoover, Secretary of Com- 
merce of the United States, and coincides with the 
action taken by the National Retail Hardware Asso- 
ciation. 
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That no records being used as a guide for the buy- 

ers, they, of necessity, must use the rule of thumb 
method. This then, permits the exercise of human 
likes or dislikes, which are apt to temper their judg- 
ment. This is a prevailing, erroneous practice in the 
hardware business generally, and is not restricted or 
segregated to your particular business. 
' That the store, not being definitely divided into 
departments and no definite responsibilities given, no 
particular individual of the sales force considers it 
his or her obligation to push any line of merchan- 
dise or items therein which are moving unsatisfac- 
torily. Assignments of definite responsibility within 
prescribed limits would have the effect of overcoming 
much of this trouble. 

That in some instances, lines of goods were pur- 
chased for special sales which, for some reason not 
apparent, were not followed up according to the plan 
in mind at the time the merchandise was purchased, 
and the sale not consummated. This left much of the 
goods on the shelves, thus accounting for some portion 
of the overstocks. 


Misplaced Goods 


That in some cases goods were purchased under the 
impression that the stock was entirely exhausted, but 
which was subsequently found to be a mistake, some 
of the goods having been misplaced on the shelves. 
This is due to faulty stock-keeping, the stock not being 
segregated as definitely as is done in the best practices 
in stock location, and is also due to the fact that no 
one has definite responsibility for the stock. Someone, 
not entirely familiar, reported the items as being out. 
Therefore orders were placed with vendors, resulting 
in having two or three times as much stock as ordi- 
narily would be required. 

That some of the overstocks have probably resulted 
in the period immediately after the war, when nearly 
all manufacturers were unable to make deliveries; the 
absence of records of back orders in many instances 
made it impossible to check these back orders in the 
hands of vendors, so that duplicate shipments were 
received. This, of course, was in some measure caused 
by the over-anxiety t6 have merchandise to fill de- 
mands, and the hysterical attempts to get goods by 
placing orders without knowledge of, or due regard 
for, orders previously placed. 

Duplication 

In many cases goods of like kind were purchased 
from several manufacturers, making parallel lines, 
which also is responsible for duplication. 

That the present cost of operating a retail hardware 
store is about 25 per cent of the sales price of the 
goods sold, or 33% per cent of the cost price of the 
goods, so that your operating expenses are not a great 
deal out of line with the average, however, as only 
70 per cent of the volume represents retail sales, 
which, with a nominal markup of about 331/3 per 
cent on the cost of the goods would produce no net 
profit, but would just about cover the operating costs, 
and does not take care of any depreciation or other de- 
ductions chargeable to merchandise value shrinkages. 

The factory supply sales represent approximately 
23 per cent of the total with a markup producing in 
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the neighborhood of 20 per cent gross margin on sales. 
While the cost plus sales represent approximately 7 
per cent of the total sales with a markup producing 
about 9 per cent of the gross margin. It will therefore 
be readily seen that an operating cost of 25 per cent 
more than equals the gross margins with these varia- 
tions in markups. . 

That, the practice of selling certain institutions or 
interests on a cost plus basis is unfair to your regular 
trade. Should you shift too great a burden to your 
regular retail markup, you would drive away many 
good customers, and suffer a loss of business that 
would be a serious drawback to successful operation. 

Your store is equipped to operate as a retail hard- 
ware store, which has certain fixed charges, such as 
rent, heat, light, power, insurance, upkeep, and other 
inflexible items which, together with wages, interest, 
and other items of expense bring your operating cost 
to 25 per cent of your volume of business. 


Direct Selling Cost 

Therefore, any merchandise sold at less than 33 1/3 
per cent more than its cost, is sold at a loss, which 
must be made up in the markup of other goods. This 
is not: easily done, because competition would not 
permit. 

That your direct selling cost is not excessive; in 
fact, it is below the average. The salaries paid your 
manager and sales people and other help are lower 
than the average paid in stores comparable with yours. 

It is found, however, that there are a great many 
items charged to expense that are not necessary nor 
legitimate, such as traveling expenses for buying 
trips, as well as attendance at trap-shooting events, 
hunting and fishing trips, club dues, etc.; the latter 
with the belief that they are necessary evils, and are 
productive of good-will. 

The buying trips are made under the impression 
that the buyer must go to market in preference to 
placing orders with traveling salesmen, thereby ob- 
taining exclusive lines, and sometimes better prices. 
Whatever the advantages may have been, they were 
more than offset by the expenses of such trips. 

Among the many causes of leaks and losses are the 
following: 

(a) Everyone is permitted to refund money for 
merchandise returned without first having an O. K. 
by someone in authority. 

(b) Any sales person can cut the selling price at 
will, thus creating internal competition, which saps 
the life of any business. 

(c) Too many clerks are permitted to act as buyers, 
two sometimes placing orders for parallel lines, thus 
creating overstocks. 

(d) Clerks often give gratuities, believing they are 
acting for the best interest of the house. 

(e) Giving overweight and measure. 

(f) Forgetting to make charge tickets for goods 
sold. 

(g) Clerks are permitted to hand packages to truck 
drivers for delivery with out a proper check. 

(h) Lack of a proper delivery system. In delivering 
orders no schedule is employed; no zoning of the city 
is attempted, and therefore each truck driver takes the 
deliveries in a hit or miss haphazard way, frequently 
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duplicating trips with a few orders within an hour. 

(i) Waste in wrapping paper, twine, tools, pocket 
knives, etc.; in the case of the latter, each person using 
just what he pleases, dropping the knife where last 
used, and next time getting another from stock. 

(j) Salesmen too frequently take parts of machines, 
tools, locks, and other items for favorite customers, 
then fail to report to the buyer. In this way goods are 
left in an unsalable condition, and thereby often lose 
sales, and perhaps good customers, who are compelled 
to go elsewhere for their particular wants. 

All these faults can easily be eliminated by dele- 
gating authority and maintaining discipline. 

Among the definitely assigned dead dead stocks are 
discontinued lines of paint and varnish stains which 
have accumulated for years. Every time it was de- 
cided to discontinue a line it was relegated to a remote 
place in the rear warehouse and forgotten as soon as 
the new line was received. 

A well planned effort for its disposal would have 
saved the time and effort in counting and valuing it 
at each time of inventory, and permitted the space to 
be used for the storage of salable goods. 

A stock of many thousands of black powder shot- 
gun shells which have been on hand for more than ten 
years are also included in the dead stocks. These 
shells have been carefully examined, found in good 
condition, and have since been disposed of at approxi- 
mately their original cost, which, at compound interest 
on the investment, leaves an amount of 65 per cent 
loss on that particular investment. 


Other Items 


Other items placed in the category of dead stocks 
are being disposed of at special sales prices, and other 
means for quick sales at the best prices obtainable, so 
that within a few weeks all, or nearly all of the an- 
tiquated stocks will have been disposed of, after which 
the shelves and spaces they occupied so long will be 
available for live merchandise, as well as having the 
money to invest in quick turnover items. 

The situation of credits is of such importance that 
I will treat the matter separately in my recommenda- 
tions. That credit is a large factor for, or against the 
success of a business, is a foregone conclusion; yet 
the method of its control and operation is a power for 
good or evil. I do not believe that a business such as 
yours can be conducted on a cash basis; therefore it 
will be necessary to place credit upon a sound basis, 
on which extending credit will not be left to anyone 
not having access to available data, nor to anyone 
lacking experience. 

Your business has more than ample capital, which, 
if it were operated along the lines of scientific mer- 
chandising, with the proper turnovers, would yield 
your stockholders a reasonable profit. Purchasing goods 
simply for price is poor merchandising. Among your 
stocks there are many lines which the buyers are in 
the habit of ordering by the carload. Some of these 
cars of goods last a year, and often longer. The dif- 
ference in some instances is barely 3 per cent on the 
purchase price, the real saving, if any, being in the 
freight rate, which in the L. C. L. is often about 





(Continued on page 82) 
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Displays That Sold Spring Goods 


You will find inspiration in these striking displays of the Baltimore Hardware Co.. 

Baltimore, Md. It will be noticed that a wide variety of merchandise is shown, includ- 

ing not only seeds and insecticides, but the various implements that enable the house- 
holder to enjoy the “vegetables” of his vernal labor 
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for sale here 








, A” important feature of the 

f above window display is 
the liberal use of price tickets. 
More and more the importance 
of price ticket as a means to 
stimulating sales is being rec- 
ognized by progressive hard- 
ware merchants. 


CMBR LIN EOS 


A rack of the type illustrated 
at the left brings spring mer- 
chandise effectively to the at- 
tention of the amateur garden- 
ers. A prospective customer is 
enabled by this means to 
handle and examine closely the 
rakes and other articles it con- 
tains, without the necessity of 
calling upon a salesman. This 
particular rack is located di- 
rectly in front of the entrance 
of the splendid store of the 
Baltimore Hardware Co., of 
Baltimore, Maryland. 
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For demonstrating separators and milkers the A. F. Tomasini Hardware Co., Petaluma, Cal., uses a compact out- 
fit consisting of a separator and milker, mounted on a light truck 


Separator Demonstrations Pay 


ideal months for separator and milker sales. 
Farmers everywhere are preparing for their 
summer work. Tools and equipment are being checked 
over and the necessary replacements and additions are 
being made. Cows are freshening and green grass is 
increasing milk production. In short, separator and 
milker sales conditions are at their best right now. 

Large separator manufacturers and dealers have 
found that actual demonstration is the best method of 
increasing the demand for and sale of separators and 
milkers, especially at this time of the year. For 
example, the A. F. Tomasini Hardware Co., Petaluma, 
Cal., uses a very efficient and compact outfit which 
consists of a separator and a small milker outfit having 
about fifty feet of hose, all of which is mounted on a 
light truck. With such an outfit the dealer is pre- 
pared to back his sales talk and his claims with visible 
proof. He is able to show to the prospect the various 
points of superiority which the machines possess and 
to explain to him fully the principles of their opera- 
tion. The prospect can then see for himself the basis 
upon which the agent’s claims of durability, depend- 
ability and efficiency are founded. Actual milking 
done by the milker on one or two of the prospect’s 
worst cows will do more to prove to him the advantages 
of mechanical milking than a ton of talk. 

A good way to demonstrate the cream separator is 
by the “Skimming the skim-milk”’ method. The skim- 
milk from the prospect’s old separator is run through 
the demonstrating machine. Frequently a consider- 
able quantity of real cream will be recovered from the 
skim-milk, though occasionally the prospect’s machine 
may be in good condition and the amount recovered 


Tie spring and early summer months are the 


will be negligible. If the prospect has any doubt as 
to the quality of the cream thus obtained, a sample 
tested and weighed at the nearest creamery or cream 
station will dispel the doubt. 

No more forcible way of showing a man how a 
milker or separator can save him time and money and 
make his work easier can be found than this method. 
He sees the machines, their construction and the 
method of their operation. He sees them at work 
right on his own place, and while they are at work 
the agent has his finest opportunity for good, sound 
sales talk. Interest is aroused in the prospect and 
sufficient interest is, as a rule, followed by the desire 
of ownership. 

Aside from its use in actual demonstration, an out- 
fit such as described above is a splendid way of get- 
ting your goods before the people. <A dealer will find 
that much interest can be aroused by having his ma- 
chines so arranged that they may be seen by people at 
all times. This is really a most powerful form of 
advertising and one that has a permanent value. 

Window displays and store exhibits play a strong 
part in the work of arousing interest and demand. 
The more attractively they are arranged, the greater 
will be the interest and attention which they draw. 
The consistent use of the various forms of adver- 
tising supplied by the manufacturer cannot be too 
strongly stressed. They serve a purpose which can- 
not be accomplished by any other method. One large 
separator company alone sent out over fifteen carloads 
of advertising matter to its agents last year. The 
advertising aroused great interest and demand fol- 
lowed in proportion. Agents should laso advertise 
frequently in their local papers. 
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to the trolley in the morning. 


A lot of guys that impatiently steer 
their wives away from the “washing 
Aj imachine department, have a car so 
they are not obliged to walk two blocks 













Visitor—Can you tell me if Bill 
Jones is up in his room? 
Frosh—Sorry, there’s no ene home 
on the top story. 
Visitor—Oh, 
someone else. 
—Williams Purple Cow. 


excuse me, I'll ask 





Mr. Goldberg—Did you know that 
Sam made $50,000 in Chicago in a 
week? 

Mr. Cohen—I don’t believe it. 

Goldberg (calling over his friend, 
Wolf )—Isn’t it true that Sam made 
$50,000 in Chicago last week? 

Wolf—Sure it’s true, but it’s wrong 
in four places; it wasn’t Chicago, it 
was Toledo. It wasn’t a week, it was 
a year. It wasn’t $50,000, it was 
$5,000, and he didn’t make it, he lost it. 

—Minn. Ski-U-Mah. 





Farmer—I want to buy a cow, mer- 
chant. 
Merchant—What kind of a_ cow, 
farmer? 
Farmer—I ain’t particular, mer- 
chant. One cow’s as good as an udder. 
—Dartmouth Jack-o’-Lantern. 





Sign in elevator of a big department 
store: “If you buy here you must 
save.” We quickly learned how true 
it was. 

—Rensselaer Pup. 





Farmer (to train caller)—What do 
you do? 
Train caller—I call trains. 
Farmer—Well, call me one. I’m in 
a hurry. 
—Wisconsin Octopus. 





Prof.—Shall I prove the theory of 
dimensions? 
Stude—You look honest, we'll take 
your word for it. 
—Stevens Stone Mill. 








“But your mother is too old-fash- 
ioned, my dear. I’m afraid she’d be 
awfully shocked at our party.” 

“She expects to be, that’s why she’s 
dying to come.” 

—LTnfe. 





“T’ve just been reading some statis- 
tics here—every time I breathe a man 
dies.” 

“Gosh, man! 
Listerine?” 


Why don’t you use 





Doctor (noticing squalling piccaninny 
on the floor): “Mrs. Johnson, that 
baby is spoiled, isn’t he?” 

Mrs. Johnson: “No, sah, Doctah, all 
niggah babies smells dat way.” 

“He’s always late.” 

“Yes, it’s inherited. Why, his father 
is spoken of as the late Mr. Brown.” 

—Louisiana Purple Pel. 





hes itt bell tabasit deed’ 
Hi. : 





Young Housewife: Are you sure this 
cleaner that you are selling will really 
take out the dirt? 

Agent: Will it? say, lady, yesterday 
I rubbed some of it on a copy of 
Scandalous Stories and when I got 
through I had the Sunday School 
Gazette! 





“Ah, uh, I say, old fellow, an’ what 
have you in the shape of automobile 
tires?” 

“Doughnuts, quoits and sewer pipes. 
What’ll you have, sir?” 





“What part of those student Fords 
causes most of the wrecks,” 
“The nut that holds the steering 
wheel.” 
—Louisiana Purple Pel. 





Jimmy carried the following excuse 
to the teacher the next morning: 
“Please excuse Jimmy from being 
absent. He had a new baby brother. It 
was not his fault.”—Emory Toreador. 





HUSBAND: Hm! Funny pudding this! 

WIFE: Yes, dear! That’s as far as I 
got with the recipe when the wireless 
broke down.—Eve (London). 


The ex-King of Greece is reported 
to be contemplating the purchase of 
an orange grove. in Florida. Natural- 
ly, he would not come to the United 
States without going into the fruit 
business. 


Wise Cracks 


She was only a chauffeur’s daughter, 
but you should see her re-tire! 

She was really a skipper’s daughter, 
but there wasn’t much that she’d 
skipped. 

She was really a coachman’s daugh- 
ter, but she didn’t need to be coached. 

She was only a gambler’s daughter, 
but she dealt in diamonds and hearts. 

She was only a forester’s daughter, 
but could it be she was ever-green? 

She was only a baker’s daughter, 
but she always needed dough! 

—Annapolis Log. 
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Fifty Years of Service 


In One Hardware Firm 


James McShane Completes Half 


a Century of Service as a Hard- 
ware Man in the Same Store 


at Hudson, N. Y. 


On March 26 last, James McShane 
celebrated his fiftieth year as a hard- 
ware man, in the same store and same 
location, at Hudson, N. Y. 

Mr. McShane was given his first job 
by James C. Rogerson in 1877, as an 
errand boy. He advanced rapidly, 
from clerk to bookkeeper, general 
utility man, salesman, manager and 
finally partner. 


The store, of course, has undergone | 


considerable changes during the past 
fifty years. From a one window front 
of six feet and a depth of twenty feet 
to a complete modern building, with an 
annex which it was found necessary to 
erect in the rear, this store has im- 
proved. 

Mr. McShane is a member of the 
New York State Retail Hardware As- 
sociation and a very emphatic hard- 
ware booster. 


Heitman Now Secretary of 
Butler Laboratories, Inc. 


Howard Heitman, who for the past 
six years has been official stenographcr 
for the American Hardware Manufac- 
turers at annual conventions, has 
entered the hardware manufacturing 
field and is now a member of the as- 
sociation. 

Mr. Heitman’s new position is that 
of secretary of the Butler Laboratories, 
Inc., manufacturer. of Butler Indoor 
Clothes Dryers, 4201 Avenue H, Brook- 
lyn, N. Y. William E. Butler is presi- 
dent of the concern, 


De Jur Co. Now Members 
Radio Manufacturers’ Ass’n 


The De Jur Products Co., New York 
City, manufacturer of De Jur rheostats 
and other radio equipment, has been 


admitted to membership in the Radio | 


Manufacturers’ Association. 

Ralph De Jur represented the De Jur 
company at the recent R. M. A. con- 
vention in Atlantic City. 


Southern Jobbers Honor 
Eight Old Guard Members 


In recognition of more than 30 years’ 


service each, as hardware traveling | 
salesman for Moore Brothers Co., in 


‘the South: two brothers, T. D. and 


salesmen, eight members of the Old 
Guard were placed on the honor roll 
by the Southern Hardware Jobbers’ 
Association at the close of its con- 
vention May 7. Mark Lyons, Mc- 
Gowin-Lyons Hardware Co., Mobile, 
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James McShane 


Ala., president of the Southern Hard- 
ware Jobbers’ Association, 
the honor and called the eight Old 
Guard members to the platform. 
Those honored’ were: 
Bernet, Jos. M. Hottell, 
Works; Geo. H. Harper, National 


Huggins, Lalance & 


Nicholson File Co., newly 
E. C. Atkins. & Co., and R. P. Boyd, 
Savage Arms Co., secretary and treas- 


urer of the Old Guard. 


Wayne Hardware Co. Again 
Distributors of A-C Radio 


The Wayne Hardware Co., Fort 
Wayne, Ind., has taken the exclusive 
distribution of A-C Dayton radio re- 
ceiving sets in Fort Wayne and sur- 
rounding territory for the 1926-27 
season. 

R. R. Enoch, the general manager 
of the firm, states that he had found 
the manufacturer very much interested 
in the distributor and anxious to lend 
its fullest cooperation. 


Death of C. D. Salyers, 


C. D. Salyers, an old time hardware 


his name at Carrollton, Ky., died at his 

home in that town recently. 
Mr. Salyers was’ widely 

among the old timers of the hardware 


tucky and Tennessee, and his death on 


_May 1 comes as a shock to his many 


friends in the trade. 
by his son, W. L. Salyers, traveling 


R. F. Salyers, also in the hardware 
business in San Diego, Cal., and a 


sister, Mrs. G. B. Cockrell of Cumber- 
land Gap, Tenn. 





had 
'was the time when the assessed valua- 
tion of Manhattan Island was only a 
| bit more than sixty millions and free 
_ schools 
_Long, long before the days of traffic 


conferred | 
| problems, 


Frank AA. | 
Delta File | ; 
two of the progress of mercantile New 
Enameling & Stamping Co.; Fred M.| York, for Hammacher, Schlemmer & 
Grossjean Mfg. | ©0- has kept pace with the glorious 
Co.; Jos. M. Grubb, F. Herbert Smith, | 4 
elected | City. 


president, Old Guard; N. A. Gladding, | 


| Schlemmer, 





: | irresistibly 
man and owner of the store bearing | 


| borhood. 


i ° 
; . 'retail store on 
He was in the hardware business for | 


more than sixty years and is survived 
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Hammacher,Schlemmer 


Opens Up Town Store 


Old Metropolitan Hardware Firm 
Opens Fine, Modern Store on 
Fifty-seventh Street — Com- 
pany Organized in 1848 


The earliest records of the founding 


of the great hardware house of Ham- 
-macher, Schlemmer & Co. go back to 
| 1848—seventy-eight years 
takes us back into those old romantic 
_days when the first gold rush to Cali- 
fornia began; when newspapers still 


ago. It 


advertised slaves for sale and baseball 
just started to be popular. It 


were just becoming known. 
crowded subways, night 
clubs and Ziegfield’s Follies. 

To tell of the history of this cele- 
brated concern is to write a page or 


advancement of the world’s greatest 
Today, Hammacher, Schlemmer 
& Co. is considered among the great 
institutions of its kind in the country, 
and right now those men who are 
guiding its destinies are celebrating 
the opening of another building—a 
twelve story structure on what is to 
be one of New York’s most important 
cross town arteries—57th Street. 
The house was first known as A. 
Hammacher. For about forty-four 
years Mr. Hammacher continued active 
in the business, but each year found 
more and more responsibility falling 
upon the capable shoulders of Mr. W. 
who had been associated 
with Mr. Hammacher from the begin- 
ning. Mr. Schlemmer actually became 
a partner in the company in 1867, al- 
though the name was not changed until 


| 1883. 


For 56 years, or until 1904, the com- 


| pany did business on the Bowery, that 
/ romantic 


Veteran Hardware Merchant 


thoroughfare about which 
centers so much of New York’s early 
history and associations. Slowly but 
the tide of trade flowed 
northward and carried with it Ham- 


_macher, Schlemmer & Co., for in 1904 


they located in a splendid building at 
known | 


13th Street and 4th Avenue. Here is 


still located the head uarters, but the 
trade throughout Ohio, Indiana, Ken- | 0 Po ciocamy q © 


buildings which had to take care of 
ever increasing business dot the neigh- 
And now the wonderful new 
57th Street! 


Louis Steets Dies 


Louis Steets, president of the Louis 
Steets Hardware Co., 492-494 Ninth 
Ave., New York City, died at his home 
in the Metropolis on May 10 at the 
advanced age of 82 years. 
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Edward B. Mears Dies 


For More Than Sixty Years Iden- 
tified with Firm of Edward K. 
Tryon Co., Philadelphia, as 
Director and Vice-President 


Edward B. Mears, for more than 
sixty-two years associated with the 
firm of Edward K. Tryon Co., firearms, 
fishing tackle, cutlery and sporting 
goods, 817-19 Arch Street, Philadel- 
phia, Pa., and its predecessors, died at 
his home in that city recently, follow- 
ing a ten-day illness. 

Mr. Mears was born in Philadelphia 
in 1840 and was educated in the Ger- 
mantown Academy. During the Civil 
War he served in the Fifteenth Penn- 
sylvania Cavalry and was discharged 
on a certificate of disability from the 
Army hospital at Nashville, Tenn., in 
1863. 

In 1864 he entered the employ of 
Tryon and Brother and in 1866 became 
a member of the firm. The name was 
then changed to Tryon Brothers & Co. 
Still later, in 1866, the firm name was 
again changed to Edward K. Tryon, 
Jr. & Co. 

In January, 1905, Mr. Mears was 
elected a director of and vice-president 
of the Edward K. Tryon Co., retiring 
from the latter position in 1917, re- 
maining a director. 





William M. Brezette Joins 
Phoenix Horse Shoe Co. 


At the recent joint convertion of the 
southern hardware jobbers with the 
manufacturers, Wm. M. Brezette an- 
nounced his connection with the 
Phoenix Horse Shoe Co., Joliet, IIL, 
in the capacity of assistant to the vice- 
president. Mr. Brezette has resigned 
from the Bryden-Neverslip Co., New 
Brunswick, N. J., with whom he was 
associated for 32 years. Mr. Brezette 
is a member of the executive com- 
mittee of the American Hardware 
Manufacturers’ Association and al- 
ways takes a prominent part in na- 
tional hardware conventions. 


Ninth District Texas Conven- 
tion to Be Held June 8-9 


Plans are being formulated for the 
convention of the Ninth District of the 
Texas Hardware and Implement As- 
sociation, to be held in San Antonio 
June 8 and 9. 

The convention will consist of a 
trade clinic led by prominent figures of 
the trade and an open forum discus- 
sion by Hamp Williams of Arkansas, 
a nationally known hardware man. 

The evening of June 8 a banquet 
will be given in honor of visitors, 
and the following evening a ball will 
be given at the Gunter Hotel. Lunch- 
eons will be served both days. About 
250 are expected to attend. 
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Edward B. Mears 





J. CC. Ross, hardware dealer of 
Austin, Tex., is president of the State 
organization. Dan Scoates of College 
Station, Tex., is secretary and treas- 
urer. Fred M. Herndon of the San 
Antonio Chamber of Commerce is pub- 
licity secretary. 





Shaler Tire Vulcanizer 
Demonstrated in Chicago 


At an enthusiastic meeting of the 
city sales force of the Beckley Ralston 
Co., held in one of the conference rooms 
of the Automotive Equipment Mart, 
Chicago, M. E. Faber, advertising man- 
ager of the C. A. Shaler Co., Waupun, 
Wis., held the close attention of his 
audience for more than an hour while 
he demonstrated the new line of Shaler 
Balloon Tire Vulcanizers for repair 
shops. 

The meeting, which was one of a 
series of sales conferences representa- 
tives of the Shaler Company are hold- 
ing with jobbers’ salesmen, was full of 
“life” and “pep.” Another member of 
the Shaler organization present was 
R. E. (“Pat’’?) Malone, assistant sales 
manager. The photograph does not 
show all of the salesmen who were 
present. 


Vichek Tool Company 
Appoints S. E. Ryder 


The Vichek Tool Co., Cleveland, Ohio, 
announces the appointment of Samuel 
E. Ryder as general sales manager. Mr. 
Ryder is well qualified for his new po- 
sition by his former connection with 
several firms of national prominence to 
hold this responsible position. 

From long experience he is thor- 
oughly familiar with automotive acces- 
sory and hardware manufacture and 
selling. 

For the past nine years Mr. Ryder 
has been associated with the Moto Me- 
ter, Inc., New York. The Canadian 
braneh of this company was organized 
by him in 1920, and he was, in a great 
measure, responsible for its successful 
development and large expansion. 
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P, O. Platt Promoted 


Stanley Works Appoints Him as 
Manager of Auxiliary Sales 
Department — Started with 
Organization in 1914 


P. O. Platt has been appointed man- 
ager of the auxiliary sales department 
of the Stanley Works, New Britain, 
Conn. 

Mr. Platt started work with the 
Stanley organization in 1914 in the of- 
fice of the Stanley Rule & Level Co., at 
New Britain. During the World War 
he had twenty-one months of overseas 
service and returned to the Stanley 
Rule & Level Co. again in 1919. 

For a year or so he traveled the 
territories of New York, Pennsylvania 
and Maryland, and later was brought 
into the company’s home office in New 
Britain, where he worked in the tool 
sales department until his recent pro- 
motion. 


New Britain Machine Co. 
Buys Handle Lock Business 


The New Britain Machine Co., New 
Britain, Conn., has purchased the 
patent rights, facilities and sets for 
making handle lock wrenches from the 
Handle Lock Co., Jamestown, N. Y. 

The business and good will of the 
R. J. Granger Co., who handled the 
sales of this line of wrenches, has also 
been acquired. 

The New Britain Machine Co. will 
continue to make the Handle Lock Sets, 
as well as their own line of None Bet- 
ter Socket Wrench Sets. 

There will be no delay in shipment 
of orders nor any other changes con- 
templated at this time. 


Helena, Montana, Store 
Destroyed by Fire 


Fire recently destroyed the major 
portion of the store and office of the 
Helena Hardware Co., Helena, Mont. 

In the fire, most all of the firm’s 
catalogs, price lists and other dealer 
literature was completely destroyed 
and the company is anxious to obtain 
from manufacturers and jobbers latest 
catalogs, price-lists and other litera- 


ture. 


Charles E. Roberts Now with 
Columbia Tire & Rubber Co. 


Charles E. Roberts, for the past sev- 
eral years assistant general sales man- 
ager of the Mansfield Tire and Rubber 
Co., Mansfield, Ohio, has accepted the 
position of special factory represen- 
tative with the Columbia Tire and 
Rubber Co., manufacturer of Colum- 
bia, Para Belle and Manhattan Tires 
and Tubes, Mansfield, Ohio. 
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Dealers’ Night June 9 
Planned by Nutmeggers 
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~ , | His modus operandi is to go to deal- 
F. F. Daily Resigns as — ers in hardware, steel and fireproof 


9 _building material, cement mixers, con- 
5 rooklyn Ass n Head | veyors, mineral flooring, or others 
dealing in contractors’ supplies, and 
| place with them large orders for goods 
for contractors’ use. He then states 
that his pocket has been picked of a 
‘large sum of money, or that his auto- 


mobile has broken down, and that all 
his cash was gone, then to solicit finan- 


Interesting Talks Given at Meet- 
ing Held May 12—Two New 
Members — Llew Soule to 
Speak at June Meeting 


State Secretary John Foley Pres- 
ent at Monthly Meeting Held 
in Johnston Bldg.— 


Outing Planned 


With considerable regret the Brook- | 


lyn Hardware Association accepted on 
May 13, the resignation of its president 
Edward F. Daily, who is making a 
change in business connections June 1, 
and will leave Brooklyn for Westches- 
ter County. The meeting was held as 
usual in the Johnston Building. 

John Foley, secretary, New York 
State Retail Hardware Association, was 
present and enjoyed the various discus- 
sions on merchandising conditions. Mr. 
Foley extended the greetings of the 
State organization to the Brooklyn 
members. 

H. A. Cornell conducted the question 
box discussion in his usual capable 
manner, referring all legal questions to 
George Brennan, the association’s at- 
torney. Mr. Cornell also reported on 
the recent meetings of the Metropoli- 
tan Association of which he is the 
president. 

The annual outing will be held at 
Hall’s Chop House, Centerport, L. L, 
on July 21. Members and guests will 
go out in cars, arriving in time for a 
real shore dinner. A _ baseball game 
and field sports will be held after the 
meal. “Commodore” Henry’ Rohlfs 
again suggested a boat ride and had 
the backing of President Daily, referred 
to as the last mariner in the crew, 
but the majority decided on Hall’s and 
a shore dinner. Mr. Cornell is again 
chairman of the committee and will ar- 
range the details. 

R. J. Atkinson, director, N. R. H. A., 
and Fred Horn, director, New York 
State organization, contributed to the 
discussions. 

Secretary Robert Pearsall made his 
report and read all communications. 
President Daily’s resignation was ac- 
cepted on condition that he serve the 
crganization as its head until such a 
time as a suceessor should be chosen. 


cial relief. 
This man uses the name of James W. 
Dougherty, Clarke, Scott, Johnson, 


| Westcott and Hoult. He is a fraud. 


and any 








The Philadelphia police department 
holds a warrant for this man’s arrest 
information concerning his 
whereabouts should be communicated 
to Caleb J. Brinton, Inspector of the 
Commanding Detective Division, Phila- 
delphia. 


North Jersey Outing at 
Bertrand’s Island June 16 


Plans for the annual outing of the 
North Jersey Hardware and Supply 
Dealers Association dominated the reg- 
ular monthly meeting of this organiza- 
tion held Tuesday, May 11, at the 
Down Town Club, Newark, N.J. Al. G. 
Birkenmeier, Jr., Birkenmeier & Kuhn 
Co., Newark, presided. Secretary Frank 
Erwin of the same company read his 
report and the various communica- 
tions received by the association. 

Morris Miller, Jersey City, as chair- 
man of the outing committee, told of 
an inspection tour made by himself and 
the president. Both urged that the out- 
ing be held at Bertrand’s Island, Lake 
Hopatcong, N. J., on Wednesday, June 
16. The members agreed that this was 
the best place and the best date. 

Among the features planned for the 
outing are a lunch, refreshment, chicken 
dinner at night, various water and field 
sports, a ball game, boating and lake 
trip. 

Following the discussion on the out- 
ing and other routine duty, Edward 
F. Daily, president of the Brooklyn 
Hardware Association, made a few 
appropriate remarks. Matt Ludlow, 
Ludlow & Squier Co., Newark, past 
president of the N. R. H. A., com- 
mented on the coming national congress 
at Indianapolis. Frank Littell, Ben). 


C. S. Phillips, representing the L. S. 
Starrett Co., Athol, Mass., gave a most 
interesting and instructive talk on the 
construction, use and merchandising of 
Starrett tools at the Nutmeggers meet- 
ing May 12. The meeting, as usual, 
was held at the Hotel Burritt, New 
Britain, Conn., with President Leon 
Schwartz, Patterson-Sargent Co., in 
the chair. Secretary W. L. Bennett, 
Baeder, Adamson, read his report and 
various communications received. Two 
new members were announced. Presi- 
dent Schwartz was responsible for the 
membership of Walter L. Schact, Beaver 
Products Co., and John J. Gilles, Amer- 
ican Steel & Wire Co., who joined 
through the sponsorship of John L. 
Peoble of the same company. 

Mr. Phillips had a large roll of Star- 
rett tools -which helped illustrate the 
various explanations he made on his 
line. After the talk he answered any 
questions submitted by members. 

C. E. Emery, representing Industry 
Illustrated, gave a complete talk on 
the service and field of his publication. 
Mr. Emery’s paper is active in the mill 
supply field. 

A. E. Thayer, sales manager, Chas. 
Parker Co., Meriden, Conn., was pres- 
ent as a guest. He extended greetings 
and best wishes to the Nutmeggers. 

Llew S. Soule, editor, HARDWARE 
AGE, will be the primcipal speaker at 
the special June 9 meeting of the Nut- 
meggers. This will be “Dealer’s 
Night.” Salesmen in retail stores, 
merchants and hardware salesmen are 
all cordially invited to attend. The 
party will be held at the Hotel Burritt, 
New Britain, Conn., at 7 p. m. 

E. R. James, Hercules Powder Co., 
will also talk, giving a short motion 
picture story on the making of tur- 
pentine. Mr. James had expected to 
give this instructive talk at the May 12 
meeting, but at the last moment was 
forced to postpone his appearance until 


Philadelphia Police Seek 
Fraudulent Money Grafter 
HARDWARE AGE has been requested 


June 9. 
Bonney Forge & Tool Works 
Increases Sales Force 


Myers & Co., Newark, past secretary 
of the Jersey Association, seemed to 
| get a real kick out of attending a meet- 
‘ing without performing the duties of 


by the police department of Philadel- 


| 
| secretary. 


phia, Pa., to ask its readers to be on. 


the alert and cause the arrest of a man 
about forty-two years of age, five foot 
eleven inches tall, and weighing 180 
pounds. He has brown hair and eyes, 


several lower teeth missing in front, | 


and is a rough speaker. 

This man has been representing him- 
self as chief engineer of the DuPont 
Co., Wilmington, Del.; the Ethel Light 
Chemical Co., Lewiston, Del., and the 
General Chemical Co., Marcus Hook, 
Pa. 


| 


i 


About thirty were present. 


Old Poughkeepsie Firm 
Now in New Building 
The C. D. Johnson Hardware Co., 


established in 1830, which has been do- 





‘ing business at 260 Main Street, Pough- 


keepsie, N. Y., since its inception, an- 
nounces that the business has been 
moved into a new store building at 283 
Main Street, that city. 





The Bonney Forge & Tool Works, 
Allentown, Pa., has recently enlarged 
its sales organization by the addition 
of two new men, who will sell the 
“C-V” Chrome Vanadium line of 
wrenches and other Bonney products 
in the following territories: 

Ronald Wixson will cover Florida, 
Georgia, North Carolina, South Caro- 
lina, Virginia and West Virginia. 

I. K. Fox will have Colorado, Kan- 
sas, part of Louisiana, Arkansas, New 
Mexico, Oklahoma and Texas. 











Pe 
ee. 
ik 
& 
e 
bE 
be 
oe, 
2th 
Pg 
* 
b- igh 
3 


May 20, 1926 HARDWARE AGE 







































49 


at 
') 


tr 
¢ 


i 


| 



































































































































































































Two good merchandisers 

have written these two good ideas 

on post cards for you. The treasurer of 
HarpwarE AGE has sent these two writers 
checks for one dollar each. He has a 
check for you, when you send a post card 
story on any subject connected with hard- 
war merchandising. It may be an idea or 
method, written in pen and ink or type- 
written, but it must be on a post card. 


Send your post card story to HARDWARE 


AGE. 
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New Gendron Tot Stroller | 


Is Collapsible 


The Gendron Wheel Co., Toledo, 
Ohio, has recently placed on the mar- 
ket the New Gendron Tot Stroller, 


which is designed as the practical solu- | 
tion of a problem now facing most | 


mothers. Heretofore, they have been 
compelled to carry the baby when out 
motoring or when traveling in a train 
or street car where it is impossible to 
take along the baby’s carriage. This 
New Tot Stroller has been designed to 
provide a means for baby’s transpor- 
tation in just such cases. 
weight, it can easily be carried when 


not in actual use. 
and can be stowed away in a very 
small space in the automobile or train. 
Frame is of thoroughly 
wood and finished in oak stain and 
varnished. The seat and back are 
good grade striped ducking. Disc steel 
wheels, enameled cream. 
Dimensions folded. length 25% 
width, 11% in., height, 9% in. 


in., 


Sargent & Co., Issues 
New Catalog 


A new complete catalog of locks 
and hardware is now being distributed 
to the hardware trade by Sargent & 


Co., New Haven, Conn. This catalog 
is worthy of special notice because the 
lines of builders’ hardware illustrated 
and described are based on the simpli- 
fication program approved and adopted 
by the manufacturers, distributors and 
users of builders’ hardware, and rec- 
ommended by the United States De- 
partment of Commerce through the 
Bureau of Standards. 

As a result of this general plan of 
simplification, which is a continuation 
of the work begun by the company sev- 
eral years ago, and also because of 
the space that has been saved by con- 
densation in its compilation, the new 
catalog is a compact volume of 775 
pages, nearly 22 per cent smaller than 
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| the previous book which was issued in 
1 


To fully conform to the simplification | 


| program, a number of changes have 
been made in nomenclature. For ex- 
ample: the goods formerly known as 
Thumb Knobs are now called Turn 
Knobs; Store Door Handles with Cylin- 
der Locks are now designated as En- 
trance Door Handles; Liquid Door 
Checks and Springs are classified as 
Door Closers; Sash Centers of all 
styles appear under the general head- 
ing of Sash or Transom Pivots. In 








listing builders’ hardware the catalog 
follows the rule that has been adopted 
of printing the vertical dimension first. 

In addition to the locks and builders’ 
hardware, the other products of the 
company, Padlocks, Planes, Squares 
and other tools, Bright Wire Goods, 
and general shelf hardware, are fully 
illustrated and described. 

The unit or decimal system of pric- 
ing and packing, which was adopted by 
the company some years ago in com- 
pliance with the general desire and ap- 
proval of the trade, is followed in the 
new book. As a further convenience, 
approximate weights of packages and 





Light in| 








? 
| cover of buckram. It 
| book for the hardware merchant. 


It folds compactly | 


New AIl Steel Junior Pedal 


seasoned | 





full cases are also included. 
The arrangement of the goods in the 


| catalog is logical and convenient, fol- 


lowing the same order as in the pre- 
vious book with which the trade is 
familiar, and complete alphabetical and 
numerical indexes make it easy for 
users to find any item that may be 
needed. The catalog is well printed 
and strongly bound in an attractive 
is a valuable 


Car for Kiddies 


A new item recently added to the 
line of the Metalcraft Corp., 4215 
Clayton Avenue, St. Louis, Mo., is 
known as the No. 307 Junior Ride-a- 
way, a pedal car built entirely of steel 


with a patented steel seat which assists 
greatly in absorbing the shocks and 
making riding easier for the kiddies. 
The development of the Metalcraft 
plant has been very interesting. Early 
in 1925 the firm took over the busi- 
ness of the Metallic Industries, oper- 
ated the plant at its capacity until the 
end of the year and the first of this 
year moved to its present quarters 
doubling its capacity and at the same 
time obtaining railroad loading facili- 





ties. 








May 20, 1926 


Union Tool Chest Co., Issues 


New Catalog 


The Union Tool Chest Co., manu- 
facturer of tool chests, Rochester, 
N. Y., has issued its first complete 


catalog on tool chests, a beautiful ma- 


_roon, with the cover embossed in gold. 


It contains fifty-two pages, size 5 by 
7% in. and is printed in black and 
maroon. 

This new catalog is profusely illus- 
trated and fully sixty-six different 


sizes and styles of Union Tool Chests 
are described in it. The chests in- 
clude: Machinists’ chests, garage 
chests and carpenters’ and general 
service chests. There is also a splen- 
did all-steel line. 

Several pages are devoted to attrac- 
tive views of the factory and complete 
instructions are given for ordering 
tool chests by mail. 

The company has abandoned its 
numbering system for the style num- 
bers of chests and replaced it with a 
simpler system that makes its easy for 
the dealer to order direct by mail. 


Non-Warping Chip Rack 


A new chip rack, in a highly polished 
mahogany finish, made of well seasoned 
woods, glued in layers to prevent warp- 
ing, has recently been put on the mar- 
ket by the Western Tray and Case Co., 


427-429 Plum Street, Cincinnati, Ohio. 
It is of the turntable type, with the 
bottoms felt covered to prevent scratch- 
ing. The handles are nickel plated. 
The new rack is furnished in three 
sizes with capacities of 200, 300 and 
400 chips. 
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Installment Selling Characterized as 
Strategy of Bitter Warfare 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 
characterized as the strategy of 


bitter warfare, with the spirit of jazz economics, by O. H. 
Cheney, vice-president of the American Exchange-Pacific Na- 


I NSTALLMENT selling was 


tional Bank of New York in an 


address before the Domestic Dis- 


tribution group meeting of the annual session of the Chamber of 
Commerce which extended from May 10 to May 13. It came to 
an end with adoption of resolutions, the reelection of J. W. O’Leary 
of Chicago as president and the election of directors. 

To the hardware trade, perhaps, the outstanding topics of most 
vital and immediate interest concerned installment selling and dis- 


tribution. The discussion by Mr. 


Cheney attracted considerable at- 


tention on the part of the large number of delegates present. 


Mr. Cheney said that if there were 
more real facts on the subject of in- 
stallment selling there would be fewer 
opinions. 

“But the amount of data which is 
available is not a credit to American 
business methods,” he declared. 

“Present-day installment selling was 
born of competition and lives and 
grows by competition,” Mr. Cheney as- 
serted. “And who knows?—some day 
it may die off through competition. 
Those who see it and deal with and 
adopt it as a business building device 
are mistaken—its nature is that of the 
strategy of bitter warfare and not of 
the science of building. The install- 
ment selling of today comes not only 
from competitive selling, but also from 
competitive banking—even from com- 
petitive buying. Installment buying is 
competitive living. The answer of a 
great many economists of every degree 
of amateur and professional standing 
is that installment selling stimulates 
buying, increases production, increases 
employment and increases earnings. 

“Installment selling is the recogni- 
tion—unconscious very often—of the 
fact that high pressure selling compe- 
tition has used up the consumer’s dol- 
lar and that each industry must fight 
for the dollar of next week—and the 
dollar of next year. 


“Installment selling has grown be- | 


cause of competitive buying. It is the 
spirit of progress sharpened down and 
focussed on possession. It is the spirit 
of living life with greater and greater 
avidity. It is the spirit of jazz eco- 
nomics.” 

Mr. Cheney said that there is no 
question that in the case of honestly 
conducted business, the soundest in- 
stallment merchandising has been on 
those products which depreciate slowly 
and which have a high resale value. 
Homes, pianos and jewelry were de- 
clared to be outstanding examples. Fur- 
niture, automobiles, musical instru- 
ments, radio sets, labor-saving devices 





for the household—these also were said 
to appear more or less sound from this 
point of view. 

A prediction that the expansion of 
power sources in the United States 
and the wider utilization of existing 
machine equipment will result in in- 
creased production attended by in- 
creases in the amount of wages paid 
was made by E. M. West, New York 
economist, in an address before the Do- 
mestic Distribution Group. With in- 
creased purchasing power, he said; with 
increased production, there will be ex- 
panded trade and larger demands on 
distributive facilities to take care of it. 
He inquired as to whether distribution 
is prepared for this expansion. 

“Expanded productivity that cannot 
be absorbed because of failure of any 
function means congestion and price 
upheavals,” declared Mr. West. “These 
can only be minimized and regulated by 
thoughtful planning and organization.” 





He strongly urged the development 
|of a distribution census to replace what 
|he calls “promiscuous, trial-and-error 
| methods” now existing. 
| Modification of the old economic 
|}ideals upon which the Sherman and 
Clayton anti-trust acts were based was 
_outlined in an address by Secretary of 
| Commerce Hoover as one of the devel- 
| of the past twenty-five years. 

Reviewing the accomplishments of 
'the past quarter of a century, Secretary 
|Hoover said: “He would be rash who 
would state that we are finally upon 
the golden stairs of the industrial mil- 
lenium, but there is great hope that 
America is finding herself upon the 
road to a solution of the greatest of all 
her problems, that is, the methods by 
which social satisfaction is to be at- 
tained with the preservation of private 
industry, or initiative, and a full oppor- 
tunity for the development of the in- 
dividual.” 

Installment financing was dealt with 
by George W. Norris, president of the 
Federal Reserve Bank of Philadelphia, 








who said the latest estimate placed the 
amount of installment selling at $6,500,- 
000,000 annually. He discussed the 
question of checks to be imposed upon 
such selling and declared that it seems 
to be a process of gradual education in 
which the schools, the churches, the 
press and all other molders of public 
opinion must do their part. 

Self-government in business was 
emphasized as a necessity for progress 
of a nation by Julius H. Barnes. 

Among the numerous resolutions 
adopted was one favoring a national 
conference of representatives of both 
business and agriculture for the re- 
habilitation. The Chamber advocated 
the modification of the corporation tax 
with a view to the greater stimulation 
of industry, the granting of _ inde- 
terminate charters to the Federal Re- 
serve banks and the establishment of a 
permanent Foreign Commerce Service. 
One resolution urges the various States 
to take such action as may be necessary 
to bring about the installation and 
maintenance of a uniform system for 
recording vital statistics. 


—_—=- 


The trade in wrenches shipped to the 
Netherlands East Indies is rather large 
and seems to be equally divided between 
the United States and Germany, the 
American wrench being recognized as 
being the best, while the German prod- 
uct, being cheaper, obtains a large 
share of the business where price 
rather than quality is of prime im- 
portance, according to a circular issued 
by the -Hardware Section. The cheap- 
est German wrench retails for about 
one florin ($0.402 at par; present quota- 
tions are slightly above par). An Amer- 
ican angle wrench sold for 2.5 flor- 
ins ($1), while a small flat monkey 
wrench of German make sells for the 
same price, although of much inferior 
quality. 

The German aluminum ware industry 
not only supplied the entire domestic 
market in 1925, but offered a consid- 
erable surplus for foreign trade and 
German exports of aluminum ware for 
1925 showed a substantial increase over 
those for 1924, according to a report 
to the Department of Commerce from 
Trade Commissioner Theodore Pilger, 
Berlin. Before the war the United 
States, Great Britain, India and France 
in the order named were Germany’s 
outstanding markets for aluminum 
ware. At that time the United States 
took about 20 per cent of all German 
exports in this line, but ranked in 1925 
behind Great Britain, the Netherlands, 
Switzerland, India and Denmark. 


a on 


= Moats ae a ee 


A an om 





HARDWARE AGE May 20, 1926 


Lag Bolt Price List Chart 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on these sizes 
and knowing the margin you wish to make on bolts, you can readily determine a price for any desired quantity. 
For example: On % inch bolts, 2 inches in length, let us assume you buy at a 60 per cent discount, and that you 
wish to sell at 33% off list. You would find the 2 inch column and run along it until you were under the 334% off list 
discount, which in this case would be 200—your selling price. Should you on the same number have a quantity 
order, you could quote 40 or 50 off list by the same method. In this case the quotations would be 180 and 150 


respectively. List prices are per 100. 


LAG BOLTS—(% inch diameter) LAG BOLTS—(7/16 inch diameter) 














| | DISCOUNTS | | DISCOUNTS 


List | ce i , ) ) | Length | List | | 
5 20 | 25 | 33% | | 50 | | | 20 | 25 | 33g 














216 : 180 | 5 | 1% 
240 200 | | 2 

264 220 | 1S | | 216 
288 240 
312 | 293! 260 
280 
300 
320 
340 
360 
447 
167 
487 
507 
547 
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LAG BOLTS—(/% inch diameter) LAG BOLTS—(9/16 and 5% inch diameter) 


DISCOUNTS 








DISCOUNTS 








Length | List 
3314 
25 | 33% | 4 50 








114 250 
2 277 | 400 300 
2% | 304 , 1g | 435 325 

















330 248 | 1 350 
357 268 “| 375 
304 | : 288 | : 4 400 
308 4 425 
534 437 | 35 328 5 540 | 450 


556 465 348 : 5 475 
588 490 368 : 600 500 | 400 






























































700 585 438 | | 6% | 630 420 
915 732 610 458 | | | 990 660 | 550} 440 
| 955 764 637 478 hy | 1035 690 | 575 | 460 
| 995 | 946 796 664 498 | 1200 1080 | 960 | 720 | 600 | 480 

1075 | 1022 860 717 538 1300 1170 | 1040 | 780 | 650 { 520 

1155 | 1100 | 1040 | 925 770 576 | 1400 1260 | 1120 | 1050 840 | 700] 560 
1235 | 1174 | 1112 | 988 | 926 | 824 618 1500 | 1350 | 1200 | 1075 900 | 750] 600 
987 | 877 658 | | 1600 | | 1440 | 1280 | 1200 | 1067 | 960 | 800] 640 
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Copyrighted 1926 by Hardware Age 


This is the fifth installment of a complete series of bolt prices to be published weckly. 





ile 











May 20, 1926 





HARDWARE AGE 





Spring Lines More Active— 
Collections Reported Favorable 


(| in the leading improvement in the sale of hardware is reported 


in the leading market centers. 


The sale of spring lines has in- 


creased materially, although it is generally conceded that there 


is still room for improvement in this respect. 


Unseasonable weather 


has, up to the present time, proved a serious sales retardant, but the 
warmer temperature of the past few days is resulting in a sizable 


accumulation of reorders. 


The sale of shelf hardware continues consistent while construction 
activities in many centers are noticeably stimulating the demand for 


builders’ hardware. 


Collections, always indicative of general business 


conditions, are reported as favorable. 





Building Shows Increase 
in Northwest Country 


In the territory tributary to the Twin 
Cities there has been an improvement, 
at least in the attitude of the people, 
due to the break in the spring drouth 
which threatened the crops. Buying 
has started on a better scale since 
that, and dealers are finding sales 
totals increasing. 

Spring hardware, steel goods, lawn 
hose, and sprayers have been selling 
well. 

Building operations are increasing, 
and bringing with that movement 
better sales in the hardware stores. 
Collections are fair. 





Cincinnati Trade Improving 
with Jobbers and Dealers 


Concurrent with a period of ideal 
spring weather has been a marked im- 
provement in both the retail and 
jobbing trade in Cincinnati territory. 
Since outdoor construction work has 
opened up on an extensive scale, prod- 
ucts such as paint, glass, builders 
hardware and roofing material have 
been particularly active. Furthermore, 
the bookings of seasonal goods, such as 
window screens, screen doors and lawn 
mowers, have been the heaviest of the 
year. The demand for oil stoves and 
wheelbarrows has been sufficiently large 
to attract attention to those products. 
Prices are showing stability, although 
there has been a slight reduction in 
screws and turpentine. 


Spring Goods More Active 
in Pittsburgh Market 


Pittsburgh is feeling better about 
hardware business, which with the ad- 
vent of what appears to be settled 
weather, has grown decidedly in the 
lines seasonal to this time of year. 
Retailers who made little or no prep- 
aration for spring business have lately 
been rather active buyers and ship- 
ments against old orders have been so 
good that the jobbers are finding their 








stocks of seasonal goods going down 
rather rapidly. The selling season has 
been shortened by the late spring, but 
there will be an intensity of demand 
that will go some distance toward com- 
pensating for the brevity of the sales 
period. Jobbers expect fill in purchases 
to hold out until well into the sum- 
mer, but see no prospect that the manu- 
facturers will be unable to meet all 
demands upon them. In prices, the 
most interesting feature is the con- 
tinued decline in turpentine prices, 
which have slid off 6c. per gal. more 
since a week ago and now are 23c. per 
gal. lower than they were a month 
ago. It is a long time since this prod- 
uct was as cheap at this season, the 
time of brisk demand, as it is now. 
Collections are just fair in this terri- 
tory. 





Auto Production Gains 


According to data collected at the bi- 
ennial census of manufactures, the es- 
tablishments engaged primarily in the 
manufacture of motor vehicles in 1925 
produced 3,655,048 passenger vehicles, 
valued at $2,527,366,148; 13,627 public 
conveyances, valued at $39,454,025; 
1185 Government’ and municipal 
vehicles, valued at $10,183,227; 487,970 
business vehicles, valued at $357, 485,- 
239; and 8531 trailers, valued at $3. 
449,017; together with other products 
valued at $433.918,149, making a total 
of $3,371,855,805. The output of motor 
vehicles of all classes in 1925 aggre- 
gated 4,157,830 in number and $2,934,- 
488,639 in value. These aggregates 
represent increases of 6.9 per cent in 
number and 12.4 per cent in value as 
compared with 1923, the last preceding 
census year. The values given are 
wholesale factory values. 

Closed passenger cars have increased 
from 10 per cent of the total in 1919 
to 21.6 per cent in 1921, to 35.1 per 
cent in 1923, and to 58.3 per cent in 
1925. The number of this class of 
motor vehicles manufactured in 1925 
reached a total of 2,080,033 out of 
3,655,048 passenger cars, compared 
with 1,201,577 out of 3.472,681 in 1923, 
304,220 in 1921, and approximately 
156,000 in 1919. 


| 
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General Market News 








Retail Store for Every 26 
Families, Says Tregoe 


There is a retail store for every 26 
families in this country with the result 
that the field is overcrowded and the 
public is paying for the resultant 
waste, according to J. H. Tregoe, 
executive manager of the National As- 
sociation of Credit Men. 

“Moreover,” says Mr. Tregoe, “I am 
convinced that overcrowding in the re- 
tail field is the cause of many of our 
credit and business disturbances. 

“Given a community of, say, 10,000 
people with an average income of $600 
per person, the community as a whole 
has a purchasing power subject only 
to conditions which influence the flow 
from all income sources. 

“Merely placing stores in such a 
community to supply and to exchange 
necessities will not increase the income; 
there is an eventual overcrowding. A 
situation develops which means the even- 
tual elimination of some of the outlets, 
and this elimination may follow the 
road of insolvency. 

“T wonder if we consider seriously 
enough in investigating credit risks 
the kind of competition a buyer has in 
his community. We do not allow our 
sidewalks to become congested, yet we 
are apparently doing nothing to re- 
lieve overcrowding and congestion in 
our retail outlets. 

“This phenomenon of overcrowding 
we must reckon with in all stages of 
finance and industry. Basic produc- 
tion, primary distribution and distribu- 
tion to consumers are all affected by 
overcrowding, and it offers one of the 
serious difficulties in keeping con- 
sumers’ goods and consumers’ income 
in wholesale parity.” 





New Metric System Bill 
Introduced in House 


A joint resolution introduced in the 
House of Representatives by Fred A. 
Britten of Illinois and by Frederick 
H. Gillett of Massachusetts in the Sen- 
ate yesterday authorizes the Depart- 
ment of Commerce to establish com- 
modity quantity units for general use in 
merchandising after 1935, standard- 
izing the yard to the meter, the quart 
to the liter, the pound to five hundred 
grams, decimally divided. 

This measure supersedes previous 
metric bills introduced at this and 
former sessions. Metric advocates look 
to the passage of this measure as a 
step toward the eventual and complete 
use of the international metric system. 

Section 8, Paragraph 5, of the Con- 
stitution of the United States of 
America provides that Congress has 
the power to fix the standard of 
weights and measures. 

Over 105,000 individual petitions 
have been placed on file with the Com- 
mittee on Coinage Weights and Meas- 
ures in the House, urging the passage 
of metric standards legislation. 
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Spring Goods Very Active 
In N. Y. Wholesale Market— 


Prices Generally Are Firm 


GS aren goods have been very active in the New York wholesale 


hardware market. 


increase in business during May. 


Jobbers have been showing a very encouraging 


Dealers are also busy but report 


that the lateness of the warm weather has put their aggregate sales 
It is a matter of doubt whether or 


not the gross trade on spring business will equal the gross business 


behind for this time of the year. 


of last year. 


With the possible exception of wire cloth, hardware prices generally 


have been fairly firm. There is little talk of cut prices. 


Staple lines 


have been selling consistently in this section. 
Collections have been showing some improvement in this market. 


Ames Shovels Advanced 
35 Cents Per Dozen 


New York hardware jobbers report 
an advance of 35 cents per dozen on 
Oliver Ames shovels. 


Sash Cord Sales Good: 





Prices Are Holding | 


The new prices on sash cord an- | 
nounced recently in this section have | 


been holding according to information 
received 
market. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Sash Cord.—Samson Spot, No. 8 to 
No. 12, 65% to 66c. per Ib.; Phoenix, 
same numbers, 36c. per Ib.; Sachem, 
same numbers, 3lc. per Ib., 
Aetna, No. 8, 27c. per Ib. 
No. 7 is le. per lb. higher, and No. 
6 is 3c. per Ib. higher. 


and 


Nail Price Continues 
at $3.35 in N. Y. 


For several weeks New York hard- 
ware jobbers have predicted an advance 
of ten cents per keg on wire nails. At 
press time the largest trading in this 
section is being done at $3.35. Pub- 
lished prices show a range from $3.35 
to $3.45. Wire brads in packages are 
still quoted at 70 and 5 to 70 and 10 
per cent off list. 


Sales Reported Good 
on Bolts and Nuts 


in the New York hardware | 


Consistent Demand in N. Y. 
for Screws: Stocks Good 


The demand for screws in the New 
York wholesale hardware market has 
been consistent. Prices to dealers have 
been firm. Stocks are considered good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Wood screws: Iron 
fright, Flat Head, 77% per cent; 
Iron Bright. Round and Oval Head, 
75 per cent; Iron Blued, Round Head, 
75 per cent; Brass, Flat Head, 75 per 
cent; Brass, Round and Oval Head, 
7214 per cent. 
These discounts 
list of June 24, 1§ 
EXTRAS—20-10-10 per 


Discounts on 


apply to revised 
29 
cent. 


‘Radio Batteries Active: 





| 
| 





| 
| 
| 
| 
| 
| 


Sales are reported to be very good on | 


bolts and nuts. Prices have been firm 


and wholsesale stocks are adequate for | 


current demands. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Machine bolts, % by 4 and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 
Common carriage bolts, % by 6 
and smaller, 40 off list; larger and 
longer, 40 off list. 
Stove bolts, 50 and 7% off list. 
Lag screws, 50 and 7% off list. 





Prices Are Firm 


The change in price basis on flash- 
lights and flashlight batteries does not 
affect radio batteries. The demand con- 
tinues strong and prices have been 
firm. Stocks are considered géod. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. NEW YORK: 
battery, 90 
amps, $10.65 


storage 
120 


Franco ‘‘A”’ 
amps, $9.35 each; 
each, 

fatteries, 
type, 2Sc. 
package. 

Radio ‘‘B”’ 
quantities, No. 


ignition 
standard 


No. 6, ary cells, 
to 32e each in 


batteries, unit package 
766, $1.30 each: No. 
764, $1.14 each; No. 767, $2.44 each; 
No. 772, $2.44 each; No. 770, $3.09 
each; “‘C”’ batteries, No. 771, 39c. 


New Eveready Price Basis on 
Flashlights, Batteries 


Metropolitan hardware jobbers re- 
port a new pricing basis in effect by 
the National Carbon Co., on Eveready 
flashlights and flashlight batteries. 
These have previously been sold in unit 
package lots at one price and in less 
than unit packages slightly higher. One 
price throughout the line will be used 
hereafter regardless of quantity. More 
complete data on this change will be 
published in the next issue. 


Reading matter continued on page 56 
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Rope Demand Is Fair; 
Stocks Are Satisfactory 


The demand for rope in the Metro- 
politan area is fair. Stocks are con- 
sidered satisfactory. Dealers are quoted 
on Manila first grade, 26 cents and on 
second grade 24 cents. 


Demand Very Active 
for Rubber Hose 


Rubber garden hose continues to be 
a very active selling item in the New 
York hardware market. Prices have 
been maintained since the early part 
of last Fall. Stocks appear to be satis- 
factory. Contractors and builders are 
buying in good quantities. The garden 
demand has started and looks very 
encouraging. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 


Rubber garden hose, Milo, in 25 ft. 
lengths, 12%c. per ft., in 50 ft. 
lengths, 12c. per ft. Good Luck, in 
25 ft. lengths, 11%c., in 50 ft. lengths, 
10%c. per ft. Bull Dog, in 25 ft. 
lengths, 14%c. per ft., in £ 
lengths, 14c. per ft. Molded, 
grade, in 25 ft. lengths, 10%c. per ft., 
in 50 ft. lengths, 10c. per ft. Dia- 
mond, lic. per ft. 

Nozzles, Standard, heavy, $6 per 
doz., less 5 per cent. Competitive 
xrade, 41%c. each, less 5 per cent 
in dozen lots. 


Linseed Oil Prices 


Last week through error card prices 
of April 23 were printed in this sec- 
tion. April 30 card prices were the 
latest offered. These were as follows: 

Linseed oil in lots of less than 5 bbls., 
11.7c. per lb.; in lots of 5 bbls. or more, 
11.3c. per lb.; Calcutta linseed oil in 
barrels, 16.1c. per lb. 

Boiled oil is 4/10c. extra per Ib.; 
double boiled oil is 5/10c. per Ib. ex- 
tra, and oil in half-barrel lots is 7/10c 
per lb. additional. 


Wire Cloth Is Active; 
Prices Vary in N. Y. 


Wire cloth is an active hardware 
item in the New York wholesale hard- 
ware market. The range in prices 
shows representative offerings. Some 
rumor persists that these prices may 
be shaded ten cents further. Stocks 
are apparently adequate. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 


Wire cloth, copper, 14 mesh, $5.00 
to $5.25; 16 mesh, $5.50 to $5.75. 

Bronze, 14 mesh, $5.50 to $5.75; 16 
mesh, $6.00 to $6.25. 

Galvanized, 12 mesh, $2.30; 14 mesh, 
$2.40 to $2.50; 16 mesh, $3.05 to $3.15. 

These prices are per 100 sq. ft. on 
sizes 22 in. to 48 in. For smaller 
sizes add 15c. per 100 sq. ft. 


Grass and Fiber Rugs 
in Good Demand 


Retail trade on summer lines of rugs 
and runners in grass and fiber goods 
is now speeding up, and better weather 
reports in large centers are given as 
the reason for this improvement. 
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DON’T stop when you sell your 
customers the screen, hinges or 
fasteners for their screen-doors. 
Here is an item that will interest 
every single one of them—and sell 
to most of them. Sargent Door 
Closer “520”—a small, inexpensive 
closer that’s guaranteed to close 
screen-doors guietly and surely and 
keep them shut. 

Remind these people of the nerve- 
frazzling slamming and banging 
they had to put up with last summer. 
Ask them if they think it’s worth 
enduring when relief is so easily 
gotten at such little cost. Point 
out the saving this closer effects 
in wear and tear on the door. 





0)” 


The big-profit number 
in screen-door hardware 


Show them how powerful it is, 
how untiring in operation, and how 
simple it is to attach because of the 
clear diagram in every box. 

You'll find that a great many 
will want the “520, especially 
when they realize that it can be 
transferred to the storm-door or to 
some important light door inside 
the house when screen-door time is 
gone. You will find this Sargent 
closer one of the most profitable 
items in your whole screen-door 
accessory kit. Push it. Now! Cards 
for window displays and folders 
for mailing and counter use free. 
Ask also for our Co-operative 
Advertising Service Booklet. 


SARGENT & COMPANY, Hardware Manufacturers 
NEW HAVEN, CONN. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 


NEW 1926 CATALOG READY—ZI?f not received, copy on request 











am. | 
SARGENT 


cks & Hardware 
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(Cincinnati office of HARDWARE AGE) 

ONCURRENT with a period of ideal spring weather has 
been a marked improvement in both the retail and jobbing 

trade in this territory. With the opening up of outdoor con- 
struction work on a large scale has come a sizable increase in the 
sale of such commodities as paint, glass, builders’ hardware and 


Cincinnati Hardware Business Shows 
Marked Improvement—Prices Steady 





roofing material. Furthermore, 


the bookings of seasonal products, 


such as window screens, screen doors and lawn mowers, have been 


the heaviest of the year. 


The betterment in business in the past ten days has brought the 


total sales in the early part of May up to those in the same period 
last year, but orders in the aggregate for the entire spring season 
to date are somewhat below those in 1925, because of the backward- 


ness of the weather this year. 


Staple goods are selling at a satisfactory rate, while the demand 
for wheelbarrows and oil stoves has been sufficiently large to call 


attention to these products. In 


most cases retailers are carrying 


liberal and well diversified stocks. 

Prices are showing stability. Aside from a 5 per cent reduction 
in serews and a decrease in turpentine, quotations remain un- 
changed. Collections are reported to be slightly better than they 


were two weeks ago. 


AUTOMOBILE ACCESSORIES.— | 


There has been a substantial improve- 
ment in the volume of business in the 
past two weeks. While sales now are 
about normal for this time of the year, 
the total trade for the spring season is 
not equal to that a year ago. In con- 
trast to the liberal movement of must 
products, tires are in little demand at 
the moment. There has been a change 
in the price of sparkplugs, the new 
quotations being listed below: 


We quote from Cincinnati jobbers’ 
stocks: 

Tires.—30 x 3 Beaver fabric casings, 
$6.75 each: 30 x 3 Badger fabric cas- 


ings, $8.50: 30 x 3 Beaver cord cas- 
ings, $7.50: 30 x 3% Beaver cord cas- 
ings, $9.75: 30 x 3% Badger standard 
cord casings, $10.75; 30 x 3% Badger 
commercial cord casings, $16; 31 x 4 
Beaver cord casings, $45.40; 31 x 4 
Badger standard cord casings, $19.25: 
33 x 4 Reaver cord casings, $17. 60: 33 
x 4 Badger standard cord casings, 
$22. 32 x 4% Beaver cord casings, 


$22.40: 32 x 4% Badger standard cord 
casings, $28: 29 x 4.40 Badger stand- 
ard balloon cord casings, $13.85; 29 x 

4.40 Beaver balloon’ cord casings, 
$50.5 0: 31 x 5.25 Badger standard bal- 
loon cord casings, $24.15. 

Tubes.—30 x 3 Badger’ standard 
$1.80 each: 30 x 3% Badger standard, 
£2 05° 31 x 4 Radeer standard, $3: 33 
x 4 Badger standard, $3.25: 32 x 4% 
Badger extra heavy, $4.30: 29 x 4.40 
Badger extra heavy for balloon tires, 
$2.95. 

Jacks.—No. 10 Ajax, 85c. each: re. 
9 Ajax, $1.05 each; No. 60 Ajax, $2. 
each. 

Pumps.—No. 11, 55¢. each: Big Boy, 
$1.55 each; Arvin, $1.85 each. 

Bumpers. —Marquette Ford front 
bumper in black, $3.32 each: Mar- 
quette Ford front bumper in nickel, 
$4.02 each; Marquette fender guards, 
for Fords, $6.12 a pair. 

Fenders.—Ford fenders, $7.45 a set; 
commercial fenders, $3.10 a pair. 

Luggage Carriers.-Luggage car- 
riers, 90c. each; 80c. in quantities of 


Sparkplugs.—A. C. sparkplugs, 
each: 
in lots 


‘ The. 
53c.: 
lots 


100 lots. 
300, 50c.: 


less than 


from 1006 to in 





upward of 300, 45¢c.; A. C. No. 1075 
Ford sparkplug, 50c. each: in less 
than 100 lots, 36c.; in lots upward of 
100, 34c. 


AGRICULTURAL HAN DLES.—AI- 
though the volume of sales has been 
moderate, the general business during 
the spring season has been below that 
in 1925. Retailers still are showing 
considerable interest, and are ordering 
their fill-in requirements. 
We quote from Cincinnati jobbers’ 


Stocks: 
ft., $2.85; 5% ft. 


| Hay fork, 5% 
bent hay fork, $3.30; long manure 


fork, $2.45: cotton hoe handles, $1.85; 
wood D shovel-handle, $4.80. 


/BASEBALL GOODS.—Activities have 
opened up to a fair extent in the past 
(10 days, and shipments to the retail 
trade have been heavy. Dealers are 
placing orders in anticipation of good 
sales in the next month. 

We quote from Cincinnati jobbers’ 























stocks: 

Fielders’ Gloves.— No. 34, $1.50 
each; No. 70, $2.50 each: No. DW, 
$4.35 each: No. BL, $6.50 each. 

Catchers’ Mitts. — No. 188, $2.67 
each: No. 210, $4.60 each; No. 234, 
$5.50 each. 

Catchers’ Masks.— No. 254, $1.33 
each; No. 261, $1.95 each: No. 267, 
$3.33 each. 

Bats.—No. 13, $7.20 per doz.: No 
16, $10.80 per doz.: No. 40 ER, $16. 20 
per doz.;: No. 250, $21 per doz. 

Basebalis. — Harwood, $13.20 per 
doz.: Goldsmith No. 45, $2 per doz.; 
yoldsmith No. 47, $4 per doz.; Gold- 
smith No. 70, $7.80 per doz.;: Gold- 


smith No. 97, $15 per doz. 
BOLTS AND NUTS.—tThe retailers in 
this territory have been purchasing 
these products at a fair rate. They 
are amply stocked to meet any imme- 
diate needs. Prices are firm. , - 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off: small 50, 10 and 10 off: car- 





riage bolts, large, 50 off: small, 50 
and 10 off: stove bolts, 75 off; semi- 
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finished nuts, 9-16 in. and smaller, 75 
off; larger sizes, 65 off. 


BUILDERS’ HARDWARE.—The past 
two weeks have been the best sales pe- 
riod of the year. The weather has been 
ideal for outdoor construction pur- 
poses, and jobbers of builders’ hard- 
ware have been particularly rushed. 
Those concerns specializing on con- 
tracting work report that they are 
operating on a full-time schedule to fill 
present orders. 
We quote from Cincinnati jobbers’ 


Stocks: 

Hinges.—Heavy, 60, 10 and 10 off: 
light, 60, 10 and - off; extra heavy 
T, 60, 10 and 5 off 

Hasps. — Common hinges, 70 off: 
safety hasps, .; Single, per 
doz., 4% in., $1. 5. 
Butts. —Steel, 
tique copper, case lots, 
18c. per pair net; 4 x 4, 28c. 
than case lots, 3% x 3%, 21c.; 4 x 4, 

Sash Weights.—Sash weights, 1.80c. 

Inside Sets.—Square bevel inside 
sets in case lots, $5.10 a dozen. 


CAMP STOVES.—The demand from 
the retail trade has been light. Little 
improvement is anticipated until next 
month. Prices are steady. 


We quote from Cincinnati jobbers’ 
stocks: 

Coleman No. 2, $8.50 each; Cole- 
man No. 9, $6.25 each. 


CARPET SWEEPERS.—Business has 
been good in the past two weeks. Re- 
tailers are well stocked and are order- 
ing merchandise at a moderate rate. 


B.S, quote from Cincinnati jobbers’ 
sitoc 

Standard japanned carpet sweeper, 
$36 per doz.; Universal japanned 
sweeper, $42 per doz.; Grand Rapids 
nickel-plated sweeper, $48 per doz.; 
Little Helper toy sweeper, $2 per doz. 


CROQUET SETS.—Local jobbers have 
been moving a considerable number of 
croquet sets. This game apparently 
has gained slightly in popularity. 
We quote from Cincinnati jobbers’ 
stocks 
wah quote from Cincinnati jobbers’ 


stoc 
No. 5, four-ball set, $1.50; No. 10, 


six-ball ost ‘$i. 85; ‘No. A, eight- 
ball set, $2.1 No. 3, eight-ball set, 
$4.20; No. 1, yes ball set, $3.15. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—The break in the weather has 
greatly stimulated the call for there 
two products. Jobbers report that they 
are at the height of their season, and 
that total sales in the first half of May 
measure up well with those in the same 
period last year. 


We quote from Cincinnati jobbers’ 
scours: 28-gage, 5 in., eaves trough, 
$5.75 per 100 ft.; 28-gage, 3 in. corru- 
sated conductor pipe, $5.50 per 100 
ft.; 28-gage, 3 in., corrugated con- 
ae ae elbows, $1.94 per doz.; 29-gage, 

in. corrugated conductor elbows, 
$1. 51 per doz. 


FILES.—There has been no change in 
the local situation. Demand is about 
normal and shipments to the retail 
trade have been good. 

We quote from Cincinnati jobbers’ 


stocks: Black Diamond files, 40, 10 
and 10 off list: Keystone files, 70, 10 
and 5 off list. a » 
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| Put an end 
to old-fashioned window troubles 


Say “good-bye forever” to poor venti- 
lation—to windows that warp, stick 
and rattle. 


AiR-Way is the modern way to 
flood the home with sunshine and fresh 
air. Nointerference whatever with 
screens or draperies. Opened, partially 
or all the way, the full width and depth 
of the window frame is unobstructed, 
as shown in this illustration. Closed, 
the windows are weather-proof and 
rattle-proof. 


Here indeed is perfect ventilation the 
year round for bedrooms, sleeping- 
porches, kitchens, dining-rooms— every 
room in any house, apartment or insti- 
tution. ' 

Architects, builders and contractors, 
approve the modern R-W method of 
hanging AiR-Way Multifold Win- 
dows. 

Do not hesitate to ask R-W engin- 
eers to help in solving window installa- 
tion problems. There’s no obligation. 


Save money and trouble by writing today. 





ichards-Wilcox Mf 


A Haneocer tftorany Door that Slides 
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GALVANIZED WARE.—There has 
been a steady flow of orders for this 
commodity into local jobbing houses. 


We quote jobbers’ 
stocks: 

Galvanized Pails.—10 qt., $2.30 per 
doz... 12 qt., $2.55 per doz.; 14 qt., 
$2.90 per doz.; 16 qt., $3.40 per doz.; 
galvanized tubs, No. 1, $6.50 per doz. 


GARDEN HOSE.—The backwardness 
of the spring season has retarded the 
sale of garden hose. However, the 
warm weather of the past 10 days has 
had a favorable reaction upon the mar- 
Jobbers believe that there is much 
will not be 


from Cincinnati 


ket. 
business which probably 
placed until June. 

We quote from Cincinnati jobbers’ 
stocks: 

Rubber Hose. 
per ft. in 50-ft. 
lfc. per ft. in 
2 in., 12c. per ft. 
double br: aid in &% 
lic. per 

GARDEN TOOLS.—Straggling orders 
still are coming in to the local jobbers. 
Business, however, has not been as 
good as both wholesalers and retailers 
had expected. 

We quote 
stocks: 

Forks. — 03514 
$12.25 doz.; 044% 
$15.60 doz.; OHW 
$19.80 doz. 

Rakes.—14SM rakes, $5.64 dozen 
No. 314 Peerless rakes, $9.84 doz. 

GLASS.—A_ perceptible improvement 
has taken place in the past week. Ac- 
tivities now are the most extensive of 
the year. Prices are firm and un- 
changed. 

We 
stocks: 
bracket, 
strength 


-~h-ply, ™ in., 8%4c. 
lengths; 6- ply, % in., 

50-ft. lengths; 7-ply, 
in 50-ft. le ngths: 
6-in., 500 ft. coils, 


from Cincinnati jobbers’ 
lowa hay forks, 
Iowa manure forks, 
Iowa spading forks, 


from Cincinnati jobbers’ 
strength A first 
87 per cent discount; single 

B first bracket, 89 per cent 
discount; single strength A first three 
brackets, 85 per cent discount; single 
strength B first three brackets, 89 per 
cent discount; single strength A over 
the third bracket, 85 per cent dis- 
count: single strength B over the 
third bracket, 87 per cent discount; 
double strength A, 86 per cent dis- 
count: double strength B up to 54- 
in., 8&9 per cent discount; double 
strength B over 54-in., 88 per cent 
' discount. 

HAMMERS AND HATCHETS.—The 
spring trade has been unusually active, 
and retailers have been replenishing 
their stock lately. Quotations are the 
same. 

We 
stocks: 
doz.; hammers, No. 

Scout, $11 doz. 


HOSE REEL.—No signs of a pickup 
m demand are apparent, but an in- 
crease in sales is expected before the 
end of this month. 

We quote from Cincinnati jobbers’ 
stocks: Wooden hose reels, $14.75 a 
doz.; Victor iron hose reels, $2 each. 

ICE CREAM FREEZERS. — Dealers 
have been ordering this commodity in 
small lots, but a considerable portion 
of the normal quantity disposed of dur- 
ing the spring season are yet to be 
bought. 


We quote from Cincinnati jobbers’ 
stocks: 

Peerless.—2-qt., $3.45; 3-qt., $4.10; 
4-ft.; $5; 6-qt., $6.30; S8-qt., $8.20. 
gg ges dealers’ discount is 25 and 

per cent off above list. 

._ White Mountain.—2-qt., 2 
$6.75: 4-qt., $8.25; 6-qt., i045. 8-qt., 
$13.50. White Mountain dealers’ dis- 
count is 50 per cent off above lists. 


LADDERS.—tThe call from the retail 


trade has been encouraging. Jobbers 
state that business to date this year is 


quote 
Single 


from Cine inn ati jobbe rs’ 
50 
Boy 


quote 
Hatchets, _ 961, $12 
» eis doz.: 
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on a par with that in the same period | 
| held up better through the early part 
_of May than in any previous year. The 
retail trade is cautious about stocking 
| for 


last year. 


We quote from Cincinnati jobbers’ 
stocks: 

Rodded 
ladders, 20c. a ft. 
Sion ladders, 30c. a ft. 
best grade ladders, 50c. 


24c. a ft.; single 
up to 16 ft.; exten- 
up to 32 ft.; 
a ft. 


ladders, 


LAWN MOWERS.—Demand increased | | 


tremendously in the past two weeks. 
Jobbers were asked for quick deliveries 
by many dealers who were caught wtih 
insufficient stock to meet the immediate 
needs of their trade. 


We quote Cincinnati 
stocks: 

(Cheap grade 
12-in., $5 each; 
in., $5.50 each. 

Better grade with plain 
12-in., $6; 14-in., $6.25; 16-in. 

( ‘heap grade with ball be ‘arings, 
_.. $7.25; 16-in. $7.75. 

Medium grade with 
14-in., $8.25; 16-in. 
$9.20. 

Best grade with ball 
in., $11; 16-in., $11.50; 
in., $12.75. 

LAWN ROLLERS.—Here again the 
volume of business has been good. Sales 
compare favorably with those in the 
spring of 1925. 

We quote 
stocks: 

No. 2 plain bearing rollers, 
each; No. 4 plain bearing rollers, 
each; No. 5 roller bearing 
$12.40 each; No. 7 roller 
rollers, $14.20 each. 

LAWN SPRINKLERS.— Jobbers _re- 
port that they have considerable stock 
yet to move this spring. The cold 
weather and the numerous rains have 


from jobbers’ 


bearings, 
16- 


with 
14-in. 


plain 
, $5.25 each; 


bearings, 
$6. 50. 
14- 


ball 
$8_X5; 


be ‘arings, 
1S-in., 


14- 
20- 


bearings, 
18-in., $12; 


from Cincinnati jobbers’ 
$8.40 
$10 
rolle rs, 
bearing 


not been inducements to purchase lawn 


sprinklers. 
We quote from Cincinnati jobbers’ 
stocks: Fountain ring sprinklers, $6 
doz.; Rain King sprinklers, $28.20 doz. 


MOPS.—In the aggregate sales have 


been exceptionally good. There is a 
consistent demand from retailers which 
is keeping the jobbers busy. 

We quote from Cincinnati 
stocks: ©’Cedar line’ with 
te 3, $12; No. 4, $8: No. 5, 

, $12; No. 15, $6. 

NAILS. —The price situation is more 
favorable than it has been for several 
months. Except for Louisville and con- 
tiguous territory, which continues to 
be a weak spot, common wire nails are 
firm at $2.95 per keg, f.o.b. local ware- 
houses. 

We quote from Cincinnati 
stocks: 

Common wire nails, 
cement coated nails, 
keg. 

PAINT.—There has been a decided in- 
crease in sales. Aside from a 13c. re- 
duction in turpentine, prices remain 
steady at previous quotations. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, single bar- 
rels, 86c. per gal.; turpentine in 2- 
barrel lots, 86c. per gal.; white and 
red lead in 500-lb. kegs, 15'44c. per 
Ib. less 10 per cent. 

POULTRY AND WIRE NETTING.— 
The past few weeks have brought out 
a considerable amount of business, al- 
though jobbers state that activities are 
a little below normal. 

We quote from Cincinnati jobbers’ 
stocks: 12 mesh black wire netting. 
$1.75 per 100 sq. ft.; 12 mesh opal 
wire netting, $2.05 per 100 sq. ft.; 
14 mesh wire netting, $2.45 per 100 
— ft.; poultry netting galvanized 

ter, 57% off list; ultry netting 

galvanized before, 57% and 19 off 
list. 


jobbers’ 
handles, 
$10: No. 


jobbers’ 


2.95 per keg; 
5.15 per 100 Ib. 
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RADIO BATTERIES. — Sales have 


the summer season, but sales 
booked by local jobbers indicate good 
business. 

We quote from Cincinnati jobbers’ 
stocks: 22% volt B radio battery, 
$1.30 each; two cell tubular flashlight 
battery, 19\%4c. each; three cell tubu- 
lar flashlight battery, 27%c. each; 
small monocells, 8%c. each; large 
monocells, 9'ec. each. 

A battery, °5c. each; 
cell battery, 32c. each 

REFRIGERATORS.—Sales continue at 
a fair rate. Shipments to retailers have 
shown a market increase. 


from Cincinnati jobbers’ 


ignitor dry- 


We quote 
stocks: 

No. 264 white enameled refrigera- 
tor, $33.25 each;- No. 764 porcelain 
refrigerator, $52 each; No. 964 stone 
white refrigerator, $55 each. All of 
the above models are of the three- 
door front icer type. 

ROOFING MATERIAL. — Orders 
booked by local jobbers have been lib- 
eral in volume. Consumers are de- 
manding quick deliveries and conse- 
quently local warehouses have been ex- 
ceptionally busy in the past two weeks. 
Prices are firm. 

We quote from Cincinnati jobbers’ 
stocks 

Roofing Paper.—Light standard, 
$1.05; medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.80; K red and green slate 
surface, $2.10. 

Roof Coating.—Coal tar, refined, in 
barrel lots, 25c. per gal.; in half bar- 
rel lots, 28c. per gal.; coal tar, crude, 
in barrel lots, 24c. per gal.; in half 
barrel lots, 27c. per gal. 

Roofing Cement.—Liberty elastic, 1 

lb., 12c.; in 5 Ib. cans, 94ec. per Ib.; 
in 10 Ib. cans, 9c. per Ib.; in 25 Ib. 
cans, 8c. per Ilb.; Certain-teed cement, 
36 lb. to the case, $4.25 per case; in 
5 lb. cans, 12 cans to the box, 8'%c. 
per lb.; in 10 Ib. cans, 6 cans to the 
box, 7c. per Ib. 


SAWS.—Activities are normal and job- 
bers are well satisfied with their sales. 


We quote from Cincinnati jobbers’ 
stocks: Disston D8 line, 20-in., 
$24.40; 22-in., $26.20; 26-in., 2 
Atkins Junior Mechanic, 20-in., 

SCREWS.—A _ reduction of approxi- 
mately 5 per cent has been made in the 
price of screws. This downward re- 
vision of quotations is in line with the 
lowering of prices by manufacturers. 

We quote from Cincinnati jobbers’ 
stocks: 

Flat head bright screws, 85 and 7 
off list; flat head blue screws, 80, 20 
and 7% off list; flat head brass 
screws, 80, 15 and 5 off list; round 
head blue screws, 80, 20 and 5 off list; 
round head brass screws, 80, 7% and 
5 off list; round head nickeled-plated 
screws, 75, 10 and 10 off list. 


SCREEN DOORS AND WINDOW 
SCREENS.—Jobbers have been so be- 
sieged with orders for prompt ship- 
ment that stocks have been badly de- 
pleted. However, material on hand, to- 
gether with that being received from 
day to day, is sufficient to care for the 
local trade. 


WHEELBARROWS.—tThe fact that a 
local jobber disposed of a carload of 
wheelbarrows within two days of their 
arrival here shows the activity in this 
market. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Cheap steel tray wheelbarrow, 
$3.90 each; pan-American tray wheel- 
barrow, $5.25 each; contractor wheel- 
barrow, $5.60 each; concrete wheel- 
barrow, $6.50 each; tubular wheel- 
barrow, $6.60 each. 
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“y Grebe Dealers are Protected against Price Cutting and Unloading “ws 











**Where there is much 
merit there i is great 
reward.’ 

The merit of the 
Synchrophase has 
long been proven. 
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The Practical Value of 


Superior Construction 


UT of the thousands of Grebe Synchrophase receivers sold during 
the past fall and winter, exactly seventy-three were returned to 
us for replacement or adjustment. 
Isn’t that about as near to 100 per cent perfection as human frailty 
can come? 
The Synchrophase, built to give full satisfaction to its owner, stays 
sold. It is a set on which a dealer can stake his reputation, on which 
he can build business, on which he can make real money. 


Write for full details of the Grebe plan 
for building a profitable radio business 


A. H. Grebe & Co., Inc., 109 West 57th St., New York 
Factory: Richmond Hill, New York 
Western Branch: 443 So. San Pedro St., Los Angeles, Cal. 


BREB 





CONRAD) kd) 


TRADE MARK REG. U.S. PAT. OFF. 








This Company owns and 
operates stations WAHG 
and WBOQ; also low- 
wave rebroadcasting sta- 
tions, MobileWGMU and 
ratte WRMU. 
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All Grebe aueaiutus 
is covered by patents 
granted and pending 
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\ Grebe ‘“‘Colortone’’ Extension Circuits 


Grebe 


Binocular Coils 
Reg. U. S. Pat. Off. 
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Settled Weather Improves Pittsburgh Business 
—Retailers’ Stocks Sufficient—Prices Firm 


' (Pittsburgh office of HARDWARE AGE) 

ETTLED weather finally has arrived in this part of the coun- 

try and already a surprisingly more cheerful account of busi- 

ness is given by both jobbers and retailers of hardware. Re- 

tail sales of seasonal items have quickened very appreciably in the 

past week and this has found prompt reflection in jobbers’ ship- 

ments and sales and it is the report of some that the week was the 
best of the year to date. 

There were a good many retailers who did very little early buy- 
ing of spring lines, and those that did prepare had been disposed 
to hold up shipments because of the sluggish movement into con- 
sumption in the early part of what is supposed to be spring. The 
only out about the business is that it is coming with a rush and is 
developing some shortage of stocks, since jobbers could not be ex- 
pected to keep adding to their stocks. It looks like a short season, 
but a snappy one, and while here and there no doubt the retailers 
may have trouble in getting goods in time to do them good, the 
general impression is that the manufacturers are pretty well pre- 
pared to meet hurried calls upon them. 

Prices do not change much from week to week. A feature is 
the continued decline in turpentine prices, which have gone down 
6c. per gallon more since a week ago, making a total decline in a 
month of 23c. The weakness of the market at a time when demand 
is best is something of a surprise. Collections are only fair in this 
district. 





AUTOMOBILE ACCESSORIES—({| © Bere Tires 

Jobbers here are doing so little busi- Heavy 

ness that they are beginning to wonder 1 Regular Duty Gray Tan 
if there is thy on stn that also apsalietli ee ee ee $3.35. 
does a retail business is putting out an $9.95 2.05 | 
elaborate circular illustrating the arti- 11.85 

cles required for automobile tours in 
the hope of getting business that hith- 
erto has gone largely to the depart- 
ment stores. 


Prices from jobbers’ stocks, f.o.b. 
Pittsburgh, follow: 

Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each; lots of 10 to 
49, 58c.: lots of 50 to 99, 55c.; lots of 
100 to 200. 57c.: lots of 300 or more, 
47c.: A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 42c.; 
lots of 100 to 200, 39c.; lots of 300 or 
more, 37c. 

Motor Meters.—Standard makes, 
lots of less than 10, 30 per cent off 
list; lots of 10 to 19, 35 per cent off 
list: lots of 20 or more, 40 per cent off 
list. 

Horns.—Spartans, single lots, 33% 
per cent off list: $60 list and over, 
40 per cent off list; $90 list and over, 
40 and 5 per cent off list. ; 

Windshield Cleaners.—Trico, uni- _ Balloon we 
versal automatic cleaners, $3.25 —: 20 in., 21 in., 22 in., 23 in. oe 

—) rs Falls, No. 145, $3.75 way 
_— scene ties . Ply —e Tubes 

Pumps.—Anthony line, $2.20 each. $2.95 

Chains.—Single pairs. 30 per cent 
off list: lots of 10 to 50 pairs, 35 per 
cent off list: lots of 50 pairs and over 
40 per cent off list. 


AUTOMOBILE TIRES AND TUBES. 
—Business has not been quite so good | 
lately as it was a few weeks ago. There | 
is a little price irregularity, but no | 
formal change in prices. | 
Dealers prices on tires and tubes | 
handled by hardware dealers follow: ‘- 
Ponese Vee “AWNING HARDWARE.—This is the 


Non-Skid Grav 
Fabric Tubes 'season for awning hanging and nat- 
023% Cl oe yo | urally a time when a good deal of 
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awning hardware is wanted. Jobbers 
quote: 
Eye ends, % in., $5 per 100; % in., 
$8; clamps, % in., ‘$6. 50 per 100; % in., 
$8; hinges, $3.50 per 100. 


BARROWS.—Continued good demand 
is reported in this line. Jobbers quote: 


Tubular, $6.25 to $9.50; concrete or 
mortar, $5.75 to $6.75; steel tray, $4 
$7 — railroad, $2; garden, $4 to 


BATTERIES.—The report still is of a 
good movement, although there has 
been some decline in the call for radio 
batteries. 


Jobbers’ quotations to retailers, 
f.o.b. Pittsburgh: 
Broken Unit 


Packages Packages 
No. 7 
No. 
No. 
No. 
No. 
No. 
No. 
No. 
No. 7711 0 
No. 6 dry cells, ignition type, unit 
packages, 32c. each; broken, 36c. 
Flashlight.—No. 935, 9¥%ec. each; No. 
950, 10%%¢.; No. 790, 22c.; No. 705, 
211we c.; No. 750, 18c.; No. 751, 24c. 
ho t Shot.—No. 1461, $1.70; No. 1662, 
$0.35. 


BOLTS, NUTS AND RIVETS.—These 
items are rather slow with local jobbers 
and in view of the fact that they are 
being solicited rather freely for orders 
they are not disposed to abandon a long 
observed policy of close range buying. 


We quote out of jobbers’ stocks as 
follows: 

Machine bo!ts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed, 
square, tapped, in 5-lb. 
rg per 100; 5/16-in., $14; 

%-in., $10; %-in., $10; % 
in., $7.50; rivets, small na hn * ana 
tinners, 60 per cent off list. 


CARPET SWEEPERS.—tThis line con- 
tinues to feel the stimulus of spring 
house-cleaning activities. Jobbers 
quote: 

Grand Rapids, japanned, $44 per 
doz.; nickeled, $48; Universal, $42; 
Standard, $36. 

Toy sweepers, Little Gem (3 and 6 
doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10, and Junior 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz 

CLOTHES LINE AND POSTS.—Steel 
clothes line and posts are going out well 
with local jobbers and retailers. Job- 
bers quote: 

No. 9 galvanized steel wire clothes 
line, $4 per doz. rolls of 100 ft.; cop- 
per weld, $16; steel clothes posts, No. 

1, $2.50 each. 
CONDUCTOR PIPE.—The movement 
is better with the advent of weather 
favorable to building activities, but 
jobbers still complain that sales are 
below those at this time a year ago. 
Jobbers quote: 


Galvanized, 3 in., No. 28 gage, $5.35 
per 100 ft.; copper, 16 oz., 3 in., $23.75 
per 100 ft. in lots of 100 ft. or more; 
small lots higher. 


Reading matter continued on page 62 
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Quick sales! And no trouble 
to Handle 


The beautiful, long-lasting 
Blabon’s Feltex Rugs fairly jump 
from stock—customers are so 
glad to give them a “home”’ as 
soon as they see them! 
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These felt-base rugs are so at- 
tractive in patterns and colors, so 
easy to keep clean, and so econom- 
ical that they just won’t stay in 
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. your store. 
Rel =. And because turnover is rapid 
va Zz 23 || : 
— tt you realize good profits on a small 
i Saas My: : investment — without increasing 
ng r ae 
elites 33 “ overhead. 
~~ z | 
ES ce ae Another reason Blabon’s Feltex 
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Rugs are profitable is because they 
can be easily and quickly handled. 
Being separately packed in stout 
cartons, they can be reshipped 
without repacking. 
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Your share of profits is await- 
ing you on this easy-moving line! 
Write and ask us how you can 
make money on Blabon’s Feltex 


Rugs. ' 
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The George W. Blabon Company 
Philadelphia 
Established 75 years 
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Philadelphia BLABONS 295 Fifth Ave. | 
FELTE New York | | y 








Trade Promotion i Head Office 
~~ >: Department —_ of the 
—, Sales Department 
+. 
f 
ee Packed separately 
Blabon's Feltex | | FELTEX RUGS Blabon's Feltex Rus 
Blabon’ s Feltex pe a A cago 1928 can be reshipped 
tugs require but aetuel eaters The George W. Blabon Company without repacking. 
little room for dis- : ia. Pa 


sent free to 
Hardware  Deal- 
ers, upon request. 


BLABON’S Feltex Rugs 


| (FELT-BASE) 





play. They bring 
the orders! 
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Alaska Gray Goose Freezers.—1-at. 


GALVANIZED HARDWARE CLOTH. 


May 20, 1926 


sale prices. Business has improved 





~ ke Mon 2 . 3.35 each; 2-qt., $3.90 each; 3-qt. . 

This line is going well and Jobbers $4.65 each: 4-qt., $5.70 each: 6-qt.. lately, but the showing for the year to 
stocks are melting rather rapidly. A iH “pee 8-qt., $9.35 each; 10-qt., date is not as good as the correspond- 
—_. pond se did an oa in| $12;50 cach. | these are, list prices ing period last year. 
early orders an natura ave to count of 20 and 10 per cent. 
have supplies now that the mliacce' tive White Mountain Freezers. — 2-at., sme le. fat te me 0 $5.40 

) sump $5.65 each; 3-qt., $6.75 each; 4-qt., tee a Oe Bag EE AL 
demand is on. Jobbers quote: $8.25 each; 6-qt., $10.45 each; 8-qt., 4 ‘ ¥ - one 
$13.50 each, ana 10-qt., $18 each. 28 gage, 2%-in., $4.69 per square; one 
A} to 48-in. widths, %-in. mesh, hese Gre Mat teloss aad are aab- ass cold rolled black, No. 28 gage, 
Si eo: ig ME $4.75 aiieeniitie iain jec 4 to a dealers’ discount of 50 per tea po Ah lige Mh Noe —— 
. ’ ° ’ ° cen 
_ : Blizzard.—1l-at., $4. aes Sent $6.25; Toncan metal galvanized flat, 
ela age Always a $5.50: 3-at., $6.5 <0: t agg + a” No. 28, gage, $6.35; all for lots of one 
tote Sener at t is time of the year, $10; 8-qt., $13; 10- -qt., $17: subject to to nine bundles. 

is year is proving no exception to a discount of 55 and 7% ‘per cent. — 
a A at ee p Lightning.—1-at.. > fh mothe ll SOLDER. A sharp advance in the price 

; q : $5.50; 3-qt., $6.50; 4-qt., $8; 6-qt., $10: of pig tin has carried solder up %c. 
Washtubs.—With wringer attach- S-qt., $13; 10-qt., $17; 12-qt., $21; sub- per lb. to 40%c. per lb, for half and 


ment, No. 22, $8.50 per doz.; No. 23, 


$10; without a tag attachments, 
No. 2, $7.75; No 

Pails. —Water, 12 Bg "$2. 65 per doz.; 
14 qt., $3; fire, 12 qt., $4; rusty 14 
qt., $10: chamber, 10 qt., $7.2 Z qt., 
$s; well buckets, 10 qt., $4. 50: 


Refrigerator Pans.—No. 2, $4.50 per 





doz.; No. 3, $6; No. 4, $7. 50. 

Garba e ans with lids, Se- 
curity, No. 1, $3 each; No. 2, $3.50; 
No. 3, $4; Hercules, No. 171, $3; No. 
181, $3.25; No. 191, $3.60. 


GARDEN IMPLEMENTS.—tThere was 
disposition by gardeners to wait 
until the frost was entirely out of the 
ground, and now that it is there is a 
with 
jobbers making very heavy deliveries. 


a 


veritable rush for implements, 


They quote: 

Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 
garden rake, 14-tooth, $9, per doz.; 
spading forks, $10.80 to $21 per doz.; 


haying forks, 3-tine, first quality, 
$12.75 per es German hoes, No. 
3-0, $7.20 per d 

Hose.—In 250- ft. reels, %-in., 10c. 
per ft.; %-in., 10%c.; %-in., lic.; in 
50-ft. lengths, Wwe. per ft. higher; 
Gem spray nozzles, $6 a doz. 

Sprinkling Cans.—4 qt., $6 per doz.; 
6 qt., $6.60; 8 qt., $7.70; 10 qt., $8.10; 
12 qt., $10; 16 qt., $12.60. 

Hose Reels.—Victor, $1.75 each; No. 
2. $2.60; Reeleasy, $1.35. 

HOT PLATES.—Demand is growing 


with the approach of summer and the 
desire of housekeepers to avoid exces- 
sive heat. Jobbers quote: 
Griswold line, No. 402, $2.50 each; 

No. —— $3.75; No. 502, $3: No. 503, 

$4.2 No. $4.25; No. 703, $6. 
HOUSECLEANING SU P P LIES.— 
There is no perceptible decrease in the 
call for the various items under this 
heading. Jobbers quote: 


Mops.—O-Cedar, 33'!4 per cent off 
list; Star cotton, 20-0z., 7 per doz.; 
24-oz., $8.40; 30-0z., $10.8 

Chamois Skins. —18 x 4 in., $3.50 
, $6; 14 x 18 in., 


702, 





$7.50; 15 x 20, $9.20. 

Waxes.—Johnson paste wax, 1-Ib. 
cans, 5c. 2-lb. cans, $1.70: 4-Ib. 
cans, $3; §-Ib. cans, $6; Old English, 
1-lb. cans, 85c.; 2-lb. cans, $1.70; 4- 
Ib. cans, $3; liquid wax, Johnson, 
pints, 75c.; quarts, $1.40; Old Eng- 
lish, pints, 75c.; quarts, $1.40. Deal- 
ers’ discount, 33% per cent. 

Sponges.—According to size and 
quality, $2 to $9 per doz. 

Wall Cleaners.—Smoky City and 
Climax, $1 per doz. c aes: Perfection 


paint cleaner, $3 per do 

Step Ladders.—St: Pee ‘full rodded 
ladders, 28c. per ft.; extra 46c. per ft. 

Floor Polishers.—Johnson’ s elec- 
tric, $42.50 each, subject to discount 
of 25 per cent to retailer; hand, $3.75 
each: Old Erelish, $2.60 each. 

Carpet SBeaters.—Justrite, $1.10 
doz.: No. 4, $1.20. 


ICE CREAM FREEZERS.—Jobbers 
do not yet find the call for freezers to 
be of a size to give them real pleasure. 


Alaska Freezers.—1l-qt., $2.95 each; 
2-qt., $3.45 each; 3-qt., $4.10 each; 
4-qt., $5 each; 6-qt., $6.30 each; 8-qt., 
$8.20 each; 10-qt., $10.75 each; 12 
$14 each; 15-qt., $17 each, and 


$21.50 each. These are list prices 


which are subject to a dealer's dis- 
count of 20 and 10 per 


cent. 


ject to a discount of 55 per cent. 


Arctic. > -qt., a each; 2-qt., $4.60; 
3-qt., $5.55; 4-qt., $6.80; 6- -qt., $8.60; 
S-qt., $11. 10; on toa discount of 


50 per cent. 


LAWN SUPPLIES.—Good demand is 
reported for these lines. Jobbers quote: 


Mowers. — Plain bearing, 8- -in. 
Wheels, 12-in., $5 each; 14-in., $5.25, 
ball bearing, 9-in. wheels, 14-in 
$7.75; 16-in., $8; supreme ball bearing, 
10-in. wheels, 14- -in., $10.75; 16-in., 
$11.25; 18-in., 

Mower Oil. le —Tinned, 
or bent spouts, $1 per doz.; 
plated straight or bent spouts, 
per doz. 

Rollers.—No. 2 size, $8.50 each; 
4, $10; No. 5, $12.50: No. 7, $15. 

Hedae Shears. — Western, §8-in., 
$1.25 per pair; 9-in., $1.40; 10- in., 
$1.60; Disston, 8-in $1.75; 9-in., 1.90: 
10-in., 

S5c.; Disston, $1.10. 


$2; ladies’ shears, Western. 
ORNAMENTAL FENCE.—The move- 














straight 
copper 
$1.50 


No. 














ment of this line is better than it has 
been at any other time this spring. 
Jobbers quote: 

Cyclone lawn fence, 
$7.25 per 100 lineal ft.; 42-in., $8.25; 
gates, 36: in. x 36 in., $2.70 each. 
PAINTING  SUPPLIES.—Turpentine 
continues its decline, which began a 


month ago, and with a further drop of 


LX, 36-in., 














6c. per gal, since a week ago, there has 
been an uninterrupted slide of 23c. per 
gal. Oil also has dropped slightly since 
a week ago. Paints are selling well, 
thanks to the right sort of weather for 
painting work. 

Prices to retailers: 

Ready mixed paints, best erases: 
$3.10 per gal.; lower grades, $2.5 
white lead, 15%c. per Ib. in 190-1b 
lots, 10 per cent less in lots of 500 
Ib. or more and an extra 4 per cent 


less in lots of a ton or more; turpen- 
tine, 9%6c. per gal. in barrel lots; 








raw linseed oil, i2.1¢c. per Ib. in bar- 
rel lots. : 
PAPERHANGERS’ TOOLS.—This is 
the paperhangers’ busy season, and 
there is in consequence a strong demand 
for the tools. Jobbers quote: 

Steam rollers $5 to $6 doz.; Corner 
and casing knives, $4.50 to $7.50 doz. 
POULTRY NETTING.—Jobbers are 
satisfied with the business they are get- 
ting in this line. They continue to 
quote former prices subject to a dis- 
count of 50, 10 and 19 per cent on gal- 
vanized netting before and 50 and 10 
per cent after weaving. 


SHEET METAL.—Recent prices are 
holding. There is a fair demand, but 
sales still are running behind those of 
a year ago. 

We quote sheet copper at 
lb. from jobbers stock in lots of 
300 lb. or more and 26%c. per Ib. in 
single sheets; sheet zinc, 13.55c. per 
lb. in loose sheets; 12.55c. in 100 Ib. 
casks; 12.30c. in 300 lb. casks, and 
11.80c. in 600 Ib. casks. 


SHEET STEEL.—Downward tendency 


22lec. per 


half. 


SWINGS.—Growing demand is noted 
for both porch and lawn swings now 
that weather is comfortable enough to 
outdoor sitting. Jobbers quote: 

-e $8 each; porch, hardwood, 4- 


ft. to $8 each; 5-ft., $7 to $10: 
6- a” $8 to 12; springs, "30c. to 40c. 
per pair: chains, 45c. to 80c. per set 


and $1.85 to $2. 25 per 100 ft. 
VELOCIPEDES.—Demand is fairly 
good in this district. Jobbers quote 


Common types, steel tire, $2 to 
$3 each; rubber tire, $2.75 to $3.90; 
extra heavy, rubber tire, $5 to $6; 
Columbia No. 41, $9; No. 42, $11.25; 
No. 438, 13.50. 


WASHBOARDS.— Rather good sales 
are noted by jobbers here. They quote: 


Brass King, No. 801, $6.50 doz.; 
glass, No. $6.75; Universal, No. 
134, $7.50; Our Best, No. 172, $7.50. 


WATERGLASS.—Egg preserving as a 
safeguard against higher prices later in 
the year is active and there is a strong 
demand for waterglass. Jobbers quote: 
Quarts, $2.25 per doz.; pints, $1.40. 


WINDOW GLASS.—Competition for 
business is extremely sharp and quota- 
tions are no longer representative of 
sales. Quotations to retailers: 

Single strength, A and B, $4 per 
cent off list; double strength, A, 84 
per cent off list; B, 86 per cent off 
list. 

WIRE PRODUCTS.—Sales are heavier 
from jobbers’ stocks than they have 
been, but they are not so heavy that 
they are setting up any strain on the 
supply. Prices are very steady, re- 


flecting a strong mill situation, where 
production is being scaled to keep a 
balance between supply and demand. 


We quote from Pittsburgh jobbers’ 
stocks: 


Fence Wire: 


(per 100 lb.) Annealed Galvanized 


No. 6 to 9 gage....... $3.00 $3.45 
a, Mi Seow need 6eeee ex 3.05 3.50 
EL) as 3.10 3.55 
in in dies beGuadees 66 3.15 3.65 
Se ere 3.80 
De Be Sb eetdbaeegenens 3.35 4.00 
eh " Gvesaiecen atthe &e 3.55 4.25 
ne ee 4.45 
Barbed wire (per 80-rod spool): 
Dee CORES 5 6ckevesseces 66snet 3.00 
a a” Pee ere ree Tree 3.20 
4-moimt CACHE ....cccccccccccvece 3.20 
GaNE TO occ cise cssstcvececves 3.50 
2-point cattle (special) ......... 2.25 
Field: Woven wire fence (per 100 
rods): 
DEE: ccuvséecenebsésuaavesueel $39.00 
DEE éancdcegcdeeessettaceereeees 54.75 
Poultry 
2: DE: ceceticseedeeee een ee ees $35.60 
tt Me iccusaugenehesewenek ee 3.00 
=e re rem 48.50 
Steel Fence Posts: 
Se eS ee 50c. each 
nt vo cins cheeenetheee sane 55c. each 
ERE IE Oe ee 65c. each 
Bright nails base per Keg, $2.95 to 








in mill prices is finding reflection in re- 
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An Ounce of Seeing and Trying 
is Worth a Ton of Talk in Selling 


De Laval Separatorsana Milkers 


165 Broadway 
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NY one can make extravagant claims for any product, whether 
they be justified or not. But when it comes to quality of 
design, construction and performance, De Laval Separators 

and Milkers cannot be approached. 


Therefore the best and easiest way to sell De Laval Sepa- 
rators and Milkers is to show how they are made and what they 
will do. ‘“‘Skimming the skim-milk’’ with a new De Laval, or 
milking the hardest milkers with the De Laval Milker, will make 
more sales in less time than any other method. 


At this season your farmer customers are too busy to come 
to you. To get their attention you must go to them. Country 
selling is the one best way to sell the one best line of cream sepa- 


rators and milkers. 


Splendid opportunities for live-wire dealers. 


The De Laval Separator Company 
CHICAGO SAN FRANCISCO 
600 Jackson Blvd. 61 Beale Street 


NEW YORK 
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Seasonable Weather Improves Trade in Chicago 
—Staple Items in Demand—Prices Firm 


(Chicago office of HARDWARE AGE) 


HERE has been a marked improvement, due to more favor- 


able weather conditions, 
trade in this territory. 


in both the wholesale and retail 
While as yet the retail business in 


the cities is still lagging, stores in the smaller centers are making 
up for the recent depression caused by the extremely late spring 
and report that the total business done during the first four months 
of this year compares favorably with the same period last year. 
Farm work is still considerably behind the average of other years 
but is progressing rapidly. Some districts, however, are now be- 
ing hampered by excessive dryness and are in immediate need of 


rain. 


While there were no actual price changes during the past week, 
the renewed activity in the rural sections has resulted in a general 
firming up in the market and it is predicted that some of the items 
on which prices recently slumped will soon recover. 

Steel buying in the Chicago district also shows some improvement 
with the first four months of 1926, setting a new high record for 


both production and shipments. 


The one outstanding weak spot in the present general situation 


is the building operations which 


are falling decidedly below last 


year’s mark. Construction activities are still greatly hampered by 
an uncertain labor situation which at present shows no immediate 


signs of clarifying. 
AUTOMOBILE ACCESSORIES.—The 
demand is steadily increasing as the 


weather becomes more settled. 


We quote from jobbers’ 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, 


stocks, 


50c. each, 








regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; . C. Titan, 58c. each; lots of 
100, 56c. <A. C. Special Ford, 44c. 
each. 

Spot Light.— Anderson, No. 3280, 
$6.50. 

Horn.—A. A. Electric (Ford), $4 
each. 

Jacks.—National Standard No. 21, 
$1.20 each. 

Pumps. Rose, 1%-in. cylinder 
$1.55 


Chains. —Non-skid, dozen pair lots, 
33% per cent discount. 


Tires and Tubes.—-30 x 3%, oversize 





cord tires, $12.55 each; regular cord, 


$8.60 each; gray inner tubes, 30 x 
31%, $1.80 each; red inner tubes, 30 x 
Sie, $2.25 each. 


BOLTS AND NUTS.—Sales are nor- | 
mal and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount; small 
carriage bolts, rolled thread, 50-5 
per cent discount; machine bolts, cut 
thread, 50-5 per cent discount; small 
machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 


60 per cent discount. 


BUILDERS’ HARDWARE. — The de- 


mand is very active. Prices are firm. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull br: ass finish, $2.70 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
per doz. pair; heavy steel bevel in- 
side sets, $6.25 per doz.; steel’ bit- 
keyed front door sets, $1.65 per set; 
wrought brass bit-keyed, front door 
‘sets, $3.25 per set: cylinder front 


door sets, $7.50 per set. | 
CHAINS.—A normal volume of busi- | 
ness is being received. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof. coil 
chains, $8.50 per 100-lb.; Henso, Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4%_ electric 
welded cow ties, $2,75 per doz. 


COPPER RIVETS AND BURRS.— 
Prices show no change and the demand 
is satisfactory. 


We quote from jobbers’ 
f.o.b. Chicago: Copper rivets 
burrs, 45 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Orders are being placed in a 
very satisfactory volume and prices are 
firm. 

We quote 


stocks, 
and 


from jobbers’ _ stocks, 
f.o.b. Chicago: 28 gage singk bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.: corrugated conductor pipe, 3-in., 
$4.80 per 100 ft.; plain ridge roll, 
11%4-in., $4 per 100 ft.; corrugated con- 
ductor elbows, 3-in., $1.51 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Sales continued to show 
up in splendid volume and prices re- 
main unchanged. 


We quote from 
f.o.b. Chicago: 
Electrical Merchandise.—No. 14 rub- 
ber-covered wire, $7.50 per 1000 ft.; 
in 1000-ft. lots, $7.25; No. 18 lamp 
cords, $14.25 per 1000 ft.; in 1000-ft. 
lots, $13.65: ™%-in. brush brass key 
sockets, 18c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
two-piece attachment plugs, § 12c. 
each; dry cells, boxes of 50, 32c. 
each: less than case lots, 36c. each. 
Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each; No. 770, $3.33 seen: No. 772, 
$2.62 each; No. 486, $3.8 5 each. 
Battery Chargers. —Apco line, 
of less than 10, $13.50 each, net. 
Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 per 
cent. 


FIELD FENCE.—tThe demand is very 


jobbers’ stocks, 


lots 


| active and prices are firm. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 
oe! rods; 184-6-14%, $43.62 per 100 
rods. 


FILES.—There is a steady normal de- 
mand and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—tThe current de- 
mand is showing a steady increase with 
the approach of the game fishing sea- 
son. 


GALVANIZED WARE.—Prices are un- 
changed and sales are normally good. 
We quote from jobbers. stocks, 
f.o.b. Chicago: Standard galvanized 

after made tubs, No. 1, $6.40; No. 2, 

$7.20; No. 3, 40: 10-qt. galvanized 

after made pail, a 25; 12-qt., $2.45; 

14-qt., $2.75; 5-g galvanized oil 

cans, galvanized i $7.50 doz. 
GARDEN HOSE AND LAWN SPRIN- 
KLERS.— The volume of _ business 
placed is showing a steady improve- 
ment. Prices are unchanged. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Garden hose, _— 
quality, molded hose, %-in., 12%c 
per ft.; %-in., 14%c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9'%c. 
per ft.; %-in., 11%c. per ft. Lawn 
sprinklers, Rail King, $28 doz.; orig- 
inal fountain sprinklers, $8 4d0z.; 


Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—Sales are still 
somewhat spotted and prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. -Chicago: Single strength A, 
25-in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. brack- 
et, per cent discount; single 
strength A, all other brackets, 81 per 
cent discount: double strength A, all 
sizes, 82 per cent discount; double 
strength B, up to 4 in., 87 per cent 


discount; balance, 85 per cent. Putty, 
pure grades, $3.75 per 100 lb. com- 
mercial, $3.40 per 100 Ib. 


HATCHETS.—The demand is active 


and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first qual- 
ity hatchets, No. 2 broad, $16.40 doz.; 
medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 


HANDLED HAMMERS.—Prices 
firm and sales are very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-o0z. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16-0z. machinist hammers, 
first quality, $9.20 doz.; Competitive 
grade, 16-o0z, nail hammers, $6 to $8. 


HANDLES, AGRICULTURAL. — The 
demand is seasonally good and prices 
are firm. 


are 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
checked and bored, best grade, 4%- 
ft.; $4.50 doz.; 5-ft., $5.50 doz.; XX, 
4%-ft., $4 doz.; 5-ft., $4.80 doz.; X, 
4%-ft., $2.40 doz.: 5- ft., $2.80 doz. 


Hay Fork Handles.—Bent chucked 
and bored, best grade, with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 41%4- 
ft., $5.75 doz.: XX, bent, 414-ft., "$4.50 
doz.: 5-ft., $5.50 doz. : x, bent. 4%- 

.: 5-ft., $3.40 doz. 

Manure Fork Handiles.—Bent, best 
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“The Original 100% Household Can Opening Machine” 
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The Blue Streak Household Can Opening Machine is a real kitchen tool, 
of finest material and workmanship. It deftly removes tops whole from 
flat, round and square cans — leaving no trail of rough edges, cut fingers, 


disgruntled customers. 





Blue Whirl 
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4-25 per dozen 








Egg Beater 


The Blue Streak Household 
Can Opening Machine is 
capable of opening more 
cans than the average house- 
hold will have occasion to 
use in a lifetime. 








on the $2.00 and 


Blue Streak have brass bushings. 





Machine specially hardened. 


The blade on this fifty cent 


size is exactly like the one 


$5.00 


Master machines. Revolving parts 


Can Opening Knurled roll and gears are 











— nationally advertised — 








This can opening machine lives up to the claims made for it, 
and is fully guaranteed by one of the oldest manufacturers 
in the hardware and kitchen specialty trade. 


Approved by Good Housekeeping 
Institute and Priscilla Proving Plant 





THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN. 




















66 


grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX, bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.; bent, 4-ft., $2.60 doz.; 
414-ft., $2.95 doz. 
Garden Hoe Handies.—XX, 414-ft., 
$3.45 doz.; 4%4-ft., $2.40 doz. 
Garden Rake Handiles.—XX, 5%- 
ft., $5.25 doz.; X, 5%4-ft., $3.25 doz. 
Shovel Handies.—Regular pattern, 
4%-ft., $5.90 doz.; X, 4%-ft., 
-; D handle, best grade, $7.95 
doz.; X grade, $6 doz. 
Spade Handies.—D handles, 
grade, $7.75 doz.; grade, $6 doz. 


HANDLES, TOOL.—There is a good 
volume of orders being placed and 
prices are strong. 


We quote from jobbers’ 
f.o.b. Chicago: 

Axe Handies.—No. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 
_Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Sales are heavy and prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42: 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66: 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pairs. 


ICE CREAM FREEZERS.—The de- 
mand is still only fair on account of the 
backward spring. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1-qt., 
$4.85 list; 2-qt., $5.65 list; 3-qt., $6.75 
list; 4-qt., $8.25 list; 6-qt., $10.45 list: 
8-qt., $13.50 list; 10-qt., $18 list: 12- 
qt., $21.55 list; 15-qt., $25.60 list: 20- 
qt., $33.20 list; 25-qt., 

Arctic, 1-qt., $4 list: 2- 

3-qt., $5.55 list: 4-qt., a ist; 
qt., $8.60 list; 8-qt., $11.10 list. All 
the above less 50 per cent discount. 
Alaska, 1-qt., $2.95 list; 2-qt., $3.45 
list; 3-qt., $4.10 list; 4-qt., $3 list: 
6§-qt., $6.30 list; 8-qt., $8.20 list: 
qt., $10.75 list; 12-qt., $14 list: 15-at., 
$17 list; 20-qt., $21.50 list. A discount 
of 20 and 10 per cent on all above 
prices. 


LAWN MOWERS.—Sales are showing 
some improvement. 


We quote 
f.o.b. Chicago: 
, Lawn Mowers.—16-in. ball bearing, 
®-knife, 11 in. wheels, $12.35 each: 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each: 16-in., plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
4-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife. 
8-in. wheels, $8 each: 16-in., plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each, 


NAILS.—The demand is normally good 
and prices are firm. 
We 


best 


stocks, 


from jobbers’ stocks, 


from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per Ker base; cement coated. 
$2.20 per eg base. The extra for 
galvanized nails is now $2 for 1-in. 
weed longer, $2.25 for shorter than 1 
inch. 


PAINTS AND OILS.—The demand 


quote 


is 
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very active and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 92c. 
per gal.; 5-barrel lots, 89c. per gal. 
_Linseed Ojil.—Boiled, barrel lots, 
a per gal.; 5-barrel lots, 92c. per 


gal. 
POPPER IRO Ee lots, $1.15 per 
a 


gal. 

Denatured Alcohol. — Barrel lots, 
45c. per gal.; steel drums extra, $6; 
returnable. 

White Lead.—100 lb. kegs, $15.25; 
200-lb. lots less 10 per cent; 50-Ib. 
kegs, $7.75; 25-lb. kegs, $3.90; 12-Ib. 
kegs, $2. 

Shellac.—(4%-lb. cuts) white, $2.90 
per gal.; orange, $2.60 per gal. 

English Venetian Red.—lIn barrels, 
$3.50 to $6.75 per 100-Ib. 
‘ Dry Paste.—Barrel lots, 


PYREX WARE.—Jobbers advise that 
dealers install displays to attract June 
wedding and anniversary gift sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz. Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 doz.; No. 
209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—Sales are very ac- 
tive. Prices are firm. 


We from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 

ROOFING PAPER.—Prices 
changed and sales are good. 

We from jobbers’ stocks, 
f.o.b. Best grade slate sur- 
aced prepared roofing, $2.30 per 
square: best grade tale surfaced, 
$2.65 per square; medium talc sur- 
faced, $2 per square; light tale sur- 
faced, $1.20 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—There is a good volume of or- 
ders being placed. 

We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 1 Manila Standard 
brands, 25%c. per Ib.; No. 2 Manila, 
°4%4c. per lb.: No. 1 Sisal, 174%c. per 
Ib.: No. 2 Sisal, 16%4c. per Ib. 

SASH CORD.—Manufacturers claim 
that present prices are too low and are 
apt to advance before long. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.75 per doz. hanks; No, 8, $8.85 per 
doz. hanks. 


7%c. per 


4-cup, 


quote 


are un- 


quote 
Chicago: 





SASH PULLEYS.—Sales are season- 


ally good and prices are firm. 


| 


from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz. 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.: No. 105, 52c. doz.; 
barrels, 48c, doz. 


We quote 
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SCREEN DOORS AND WINDOW 
SCREENS.—There is a_ steady im- 
provement in business as the season 
advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 
266, 2-8 x 6-8, $20.35 doz.; No. 296, 2-8 
x 6-8, $24.55 doz.; No. 311, 2-8 x 6-8, 
$29.20 doz. Window screens, No. 
1833, $4.35 doz.; No. 2433, $5.20 doz. 


SCREWS.—tThere is an active demand 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 7714-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head brass, 
72%-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are strong and sales are very 


active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $44 per 100 lb.; medium 45-55 sol- 
der, $43 per 100 Ib.; tinner’s 40-60 sol- 
der, $42 per 100 1b.; high speed babbitt 
metal, $20 per 100 lb.; standard No, 4 
babbitt metal, $13 per 100 Ib. 


STEEL SHEETS.—Sales are good and 
prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 lb.; 28-gage black 
sheets, $4.25 per 100 Ib. 


WIRE PRODUCTS.—The demand is 
gradually improving as the warmer 
weather approaches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.06 per 100 lb.; No. 9 gal- 
vanized plain wire, $3.50 per 100 Ib.; 
Catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 lb.; 80-rod 
spool galvanized hog wire, $3.34 per 
spool. Polished fence staples, $3.50 
per 100 Ib.; 12-mesh black wire cloth, 
$1.75 per 100 sq. ft.; 12-mesh galva- 
nized wire cloth, $2 per 100 sq. ft.; 
14-mesh bronze wire cloth, $5.75 per 
100 sq. ft. 

Wire Cloth. — Black, 12-mesh, 
$1.75 per 100 sq. ft.; galvanized, 12- 
mesh, $2.15 per 100 sq. ft.; 14-mesh, 
$2.55 per 100 sq. ft.; bronze, 14-mesh, 
$6 per 100 sq. ft.; 15-mesh, $6.60 per 
100 sq. ft. ; 

Galvanized Poultry Netting.—5714-5 
per cent discount; galvanized after 
made poultry netting, 5214-5 per cent 
discount. 


WRENCHES.—tThere is a steady nor- 
mal demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount; Coes’ 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches.—Radio and elec- 
trical set, $4; No. 101 Master Service 
Set, $15.25; No. 202 Heavy Set, $8.80; 
No. 303 Ford Master Service Set, 
$14.85: No. 404 Universal Socket Set, 
$8.75; No. 505B Screw Driver Set, 
$3.40: No. 900 Square Socket Set, 
$3.70. All Snap-On Wrenches less 





40 per cent. 








Coming Hardware Conventions 


AMERICAN IRON, STEEL AND HEAVY HARD- 
WARE ASSOCIATION CONVENTION, Ambassador 
Hotel, Atlantic City, N. J., May 25, 26, 27, 
1926. B. . Sackett, secretary, 503 
Arch Street, Philadelphia, Pa. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, Ark., May 
20, 21, 1926. L. P. Biggs, secretary, 815 
Southern Trust Building, Little Rock. 


CALIFORNIA RETAIL HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Sacramento Memorial Auditorium, 





Feb. 15, 16, 17, 18, 1927. Hotel head- 
quarters, The Senator. Le Roy Smith, 
secretary, 112 Market St., San Francisco. 


HARDWARE ASSOCIATION OF THE CAROLINAS 
XONVENTION AND EXHIBITION, Raleigh, N. C., 
June 8, 9, 10, 1926. A. R. Craig, secretary, 
EP ae Bank Building, Charlotte, 


LOUISIANA RETAIL HARDWARE AND IM- 


PLEMENT ASSOCIATION CONVENTION, Lake 
Charles, May 24, 25, 26, 1926. S. H. Sale, 
secretary, 208 Texas Street, Shreveport. 





MISSISSIPPI RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Biloxi, 
Miss., June 21, 22, 23, 1926. Guy Nason, 
secretary, Chamber of Commerce, Columbus. 


NATIONAL RETAIL HARDWARE ASSOCIATION, 
Congress, Claypool Hotel, Indianapolis, 
Ind., June 21, 22, 23, 24, 1926. Herbert P. 
Sheets, secretary, 130 E. Washington St., 
Indianapolis. 

NorRTH DAKOTA RETAIL HARDWARE AS8SO- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 8, 9, 10, 1927. C. N. Barnes, 
secretary, Grand Forks. 
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What the Revere 
Line Means to the 
Tire Department of Z 
the Hardware Store 4 


When you hear a hardware dealer 
say he has lost interest in his tire 
department, itonly proves hestocked 
the wrong brand of tires. 

The Revere dealer has a very 
different viewpoint. 


He considers his tire department 
one of the most profitable and 
ma i growing ends of his business— 
= aa not a step-child affair that is a 
burden. 

The reason is not difficult to 
understand, especially by the mer- 
chant who has turned to Revere 
as a real opportunity. 


He finds that Revere tires move. BSS mp 
They have years of good will behind ZF 
REVERE them. Carowners know that Revere anvenn 
CORDS tires are dependable—that they give “R” TREAD _ 
(HIGH PRESSURE) fine, low-cost service. CLINCHER CORDS 


Revere tires are distributed by the 
leading hardware jobbers of the 
country. This reduces the cost of 
distribution and with economy of 
manufacture made possible by 
Revere’s extensive resources, gives 
the dealer a high grade product that 
he can sell at an attractive price. 

If you are interested in putting life 
and growth into your tire depart- 
ment, get in touch with the nearest 
Revere Distributor at once. 


There is a Revere Tire Exactly Suited to every Car and every Service 





REVERE RUBBER COMPANY 1790 Broadway, New York City 
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Decided Improvement Noted in Northwest— 
Spring Goods in Demand—Prices Firm 


(Minneapolis office of HARDWARE AGE) 


The long spring drouth has been 


USINESS in the Northwest tributary to the Twin Cities is 
showing decided gains 


broken over practically all of the territory, and the farmers, 
and others as well, seem to feel that this will be a good year and 
are pursuing their plans for building and improvement with more 


interest. 


Building has been steadily gaining during the past few weeks, 
with the result that the great majority of the contractors are actual- 


ly engaged, or have definite plans for construction. 
many lines have found that demand is better. 


Merchants in 
Sales resistance, 


which is so marked for the past few weeks, seems to be growing 


less. 


Demand for lawn hose, which has been heavy, seems to be slight- 


ly less at present. 
moving better. 


Steel goods are selling well and lawn mowers are 


Collections are fair, on the average, but could show improvement. 
Prices in the hardware lines show a firmness which has held all 


items 


AXES.—Call for axes is fair, with 
prices steady. Stocks are well filled 
for the demand. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per doz. and 
double bit base weight axes at $21.50 
per doz. net. 

BOLTS.—Sales are improving, and 
stocks have been filled to be ready for 
the call. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
471% per cent; machine bolts at 50-10 
per cent: stove bolts at 75 per cent, 
and lag screws at 55 per cent from 
lists. 

BRADS.—Sales show an increase in 
proportion to the increase in construc- 
tion work. Stocks are ample for the 
call, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes at 75 per cent from list. 

BUILDERS’ HARDWARE.—Construc- 
tion work is advancing rapidly in vol- 
ume and dealers are finding a very good 
improvement in the sales of builders’ 
hardware. Further, there has been a 
very good quantity of estimates, and 
sales made for future delivery. Rural 
districts are showing up well in this 
respect. 


CARPET SWEEPERS. is fair, 
with stocks well filled. Prices show no 
changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Carpet Sweepers, American Queen, 
$54 per doz.; Elite, $60 per doz.: 
Grand Rapids, nickeled, 15-in., $48 
per doz.: same jap., 17-in., $60 per 
doz.;: Parlor Queen, $56 per 4doz.; 
Princess, $50 per doz.; Universal, 
nickeled, $46 per doz., and jap., $42 
per doz. 

Toy sweepers, Little Gem (3 and 6 
doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10, and Junior, 
1 doz. cartons, $16 per doz. Little 
Helper, $2 per doz. 


CHURNS.—Call is normal for this time 
of year, showing little change from 
that of the past few weeks. Stocks are 
well assorted, with prices firm. 





stocks, 








as quoted in the last report. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type 
churns at 35 per cent from list. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Demand shows that 
there is a steady increase in the amount 
of work of the character being done. 
Stocks are well filled and prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead 28 ga. eaves trough at $5.50 per 
100 ft.; 28 ga. 3 in. conductor pipe at 


$5.40 per 100 ft. and 28 ga. 3 in. el- 
bows at $1.73 per doz., net. 


FIELD FENCE.—Call shows a healthy 
movement in this line. Stocks have 
been filled for the spring demand, and 
are beginning to move out to the farms. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 12% ga. intermediate 
type of fence at $30.04 per 100 rods 
with other sizes and weights in pro- 
portion. 


FILES.—Call for files is good, with 
stocks well filled. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 


at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Baskets, tubs 
and pails have been selling at a fair 
rate. Stocks are heavy for the spring 
clean up demand. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
Enlvanined tubs at $6.50: No. 2, $8.25; 
No. 3, $9.45: heavy tuhs, No. 1, "$12.60: 
No. 2, $13. ‘80: No. 3, $15: standard 10 
at. pails, $2.70: 12 qt., $3.95; 15 qt., 
$3.40: stock pails, 16 at., $5, and 18 
qt., $5.50 per dozen, net. 


| GLASS AND PUTTY.—Sales are fair- 


ly good, with stocks well filled. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle streneth glass, 83 per cent: double 
strength, 5 per cent, and strictly 
pure putty in 50-Ib. drums at $4.85 
cwt., net. 


HAMMERS AND HATCHETS.—Small 
tools are selling somewhat better with 


the increase in the amount of building, 
and the repair work done by the home 
owner. Stocks are well filled, and 
prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. HF- 
Si. Sis: Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz., net. 


HOSE.—Call for hose has been un- 
usually good this spring, due to the 
lack of rain. This has been lessened 
slightly during the past week by the 
general precipitation over this section 
of the country. Stocks are being kept 
well filled, with prices steady and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition, % 
in., 3 ply, $8.25; Leader, %& in., 5 ply, 
$9.50; % in., 5 ply, $10.75; Good Luck, 
5 in., 6 ply, $10.75; Bull Dog, % in., 
7 ply, $14; Riverside, molded, % in., 
black, $14; % in., black, $12.50; red. 
% in., $14.50; 5 in., $14 per 100 ft., 
net. 


ICE CREAM FREEZERS.—Call shows 
but little improvement so far, but the 
increased demand will doubtless come 
with the warmer weather. Stocks are 
well filled, with prices showing no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Alaska Freezers.—1 qt... $2.95 each; 

: . $3. ol “Kr t at. 
$5 each $6. ach; 

$8. 20 each; io” at. 610, is each: 12 qt., 

14 each; 15 qt., $17 each, and 20 qt., 

$21.50 each. hese are list prices 

which are subject to a dealer’s dis- 

count of 20 and 10 per cent. 
Alaska Grey Goose Freezers.—1 qt., 
? qt., $3.90 each; 3 qt., 


4.65 each: 4 at. 5.70 each; 6 at., 
7.25 each $9.35 each; 10 qt., 
$12.50 each. S Trees are list prices 


which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 
White Mountain Freezers.—2 at., 
$5.65 each; : at» $6.75 each; 4 qt., 
: $10.45 each: 8 qt., 
e- 10 qt., $18 each. 
These are list —- and are subject 
to a dealer’s discount of 50 per cent. 


LANTERNS.—tThere is a fair demand 
in this line, with ample stocks for the 
call. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, $13 per doz., 
net. 


LAWN MOWERS.—Interest in this 
line is beginning to be felt. There has 
been little demand so far this spring, 
as the growth of grass has been slow. 
Stocks are well filled and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia, 
styles A and C guny- at 35-5 per 
cent; Style E, 40-5 per cent; style K, 
35 per cent, and Riverside ball bear- 
ing, $8.75 each, net. 


MILK CANS.—Call for milk cans is 
normal, showing a slight increase from 
that of a month ago. Stocks are well 
filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 
milk cans, $2.60; 8 gallon, $3.10 and 
10 gallon, "$3.20 each, net. 


NAILS.—Nails are selling much bet- 





ter with the real opening of the build- 


Reading matter continued on page 70 
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Automatic—another 
one Timken-Equipped 


By providing service-proof power trans- 
mission Timken Bearings help Auto- 
matic washers to live up to their name. 


Not only are maintenance requirements 
and power consumption reduced by the 
use of Timken Bearings, but customer- 
confidence is increased. 





When you are able to state that a house- 
hold appliance, like the Automatic 
Washer, is Timken-equipped you bene- 
fit by the established prestige of Timkens. 
They are favorably known to every 
motor car owner and magazine reader. 


The Automatic Electric Washer Co. of 
Newton, Iowa,and so many other makers 
of Household utilities give dealers and 
users the extra value of Timken Bearings. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 











Timken Bearings multiply the 
endurance of machinery by 
means of outstanding superior- 
ities in design and material. 
Timken Tapered design assures 
extreme capacity for the 
‘thrust’ which always goes 
with worm gears. Timkens 
alone are made of supremely 
enduring Timken electric steel. 
And only Timkens have the 
positive roll alignment feature 
which also guards against wear 
and wobble. 
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ing season. 
the jobbers and dealers sorting up on 
their stocks. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—tThis is oil heater 
time, with furnaces out, and cool morn- 
ings and evenings. Lake dwellers are 
buying also. Stocks are ready for the 
demand, and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 
japanned polished steel, $3.66 each, 
and No. 016, nickel polished steel, 


95.32 each, net. 
PAINTS AND WHITE LEAD.—De- 
mand is very good in this line, with 
outside work progressing at a fair rate. 
Stocks are well filled, and prices are 
firm. 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: First grade house 
paint at $2.80 per gallon, in 1 gallon 
cans, and white lead in 100 Ib. con- 
tainers at $13.84 cwt., net. 


PAPER.—Building paper is selling bet- 
ter. with the greater activity in the 


building line. Stocks are full and 
prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at 25 ewt., and tarred felt at $3.35 
cwt., “net. 

PLANTERS.—Sales are good, with 
ample stocks in dealers’ hands. Prices 
show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme corn plant- 


ers at $10.25, and Acme potato plant- 
ers at $10.25 per dozen, net. 


PU MPS.—Dealers are beginning to sell 
pumps and water supplies. With the 
crops in for the season, farmers are 
making the necessary repairs and im- 
provements around their homes, and 
this is an essential. Stocks are well 
filled, and prices are firm. 


We quote- from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 449, 
plain spout windmill force pumps, 
§-in. stroke, $6.85: adjustable stroke, 
$7.50: No. 495, underground discharge 
windmill force, adjustable’ stroke, 
$14.35: No. 415, $14.65: No. 403, hand 
lift, 6-in. stroke, $4.25: No. 182, hand 
lift. 6-in. stroke, 6 ft. set length, 


$5.25 each, net. 
PYREX OVEN WARE.—Call is nor- 
mal, with stocks well assorted. Prices 
show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casseroles, 
at $1.17: No. 197 casseroles, $1.17: No. 
202 pie plates, 50c.: No. 210 pie plates, 
67c.: No. 212 bread pans, 60c.: No. 231 


VERYONE can gain 


fellows 


least, not enough of the worth while things. 
the newspapers, 
some magazine, and occasionally a good book, at any 
rate, but there is a means of getting a lot of good 
information and material for salestalks by reading 


the booklets and other advertising matter put out by 
Too often we consider these things 


should read our trade journals, 


manufacturers. 


Stocks are well filled, with | 


| 











something by 

but whether or not we gain anything of value 
to us depends upon what we read. Most of us 
behind the counter do not read enough, at 
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12 tea pots, 


utility pans, 67c.: No. 
and No. 36 


$1.67; No. 24 tea pots, $2, 
tea pots, $2.33 each, net. 


REGISTERS.—Demand 
stocks in good condition. 
firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel reg- 
isters at 40 per cent from lists. 

ROPE.—Sales are fair, with stocks i 
good condition. No further changes i 
price have been made. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 26%c. Ib., base, and best 
grade sisal rope at 18c. Ib., base 

SAN DPAPER.—Demand is fairly good, 
showing some improvement with the 
building and painting activities. Stocks 
are well filled, and prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream: second 
grade No. 1, $6 per ream, and garnet, 
No. 1, $16.50 per ream. 


SASH CORD AND WEIGHTS.—Call 
is fair for this line. Stocks are ample 
for the demand, with prices unchanged. 


is good, with 
Prices are 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. lb., and second grade at 


7c. lb.; cast iron sash weights at 
HY 10 cwt. ., net. 


SCREEN DOORS AND WINDOWS.— 
Demand shows slight activity. Stocks 
are ready for the spring business, with 
prices holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors, 2-8 x 6-8, $1.63 each: fancy, 
2-8 x 6-8, $2.44 each: Sherwood ad- 
justable window screens, 24 in., $6.40 
and Wabash extension, 24 in., $5.20 
per dozen, net. 


SCREWS.—Sales are somewhat better, 
with stocks well assorted. Prices show 
no changes. 


We quote from jobbers’ § stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-10 per cent; flat 
head, japanned, 72%-10 per cent; 
round head blued, 77%4-10 per cent: 
flat head brass, 77%-10 per cent; 
—— head brass, 75-10 per cent from 
sts 


SOLDER.—Call has been slightly bet- 
ter with construction work coming on. 
Stocks are well filled and prices un- 


changed. 
We quote from jobbers’ § stocks, 
f.o.b. Twin Cities: Warranted half 


and half solder at 42c. lb.: and strict- 

ly half and half solder at ‘41e. Ilb., net. 
STEEL SHEETS.—Sales are in pro- 
portion to the building activities. Stocks 


are well filled, and prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
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sheets at $5.60 cwt., base (28 ga.) and 
black steel sheets at $4.35 cwt., base. 


TIN.—As with sheets, tin has shown 
signs of better movement. Stocks are 
ample for the call, with no onemnge in 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL, 
20 x 28 tin at $14.50, and IC, 20 x 28, 
x ~ coating roofing tin at $15. 25 per 


TIRES. —There is an excellent demand 
for tires, as spring driving improves. 


Stocks are in good condition. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Mansfield auto- 
mobile tires, 30 x 3%, oversize cord, 
heavy duty, $12.65 each; Mansfield 
regular, $9.95; Liberty clincher, $8.50; 
Mansfield balloon, 29 x 4.40, $13.85, 
and Liberty, $11.50 each, net. 


TORCHES.—Sales are fair, with stocks 
ample. There is no change in prices. 


quote from jobbers’ stocks, 
Twin Cities: Turner Master 
5.76; No. 45, qt., 
i. es 

N 62, at., 
$6. 96 each. Turner Standard 
No. 8, pt., 4 33; pt., 
’ at., 
» Ge, 
ve qt., 
$7.42; No. 105, pt., $4.88; No. 205, qt., 
$5. 25 each. Turner firepots, No. 53, 
$7.20; No. 63, $7.97; No. 66, $10.18; 
No. 76, $7, 13; ’No. 34, $8.67 each, net. 


WHEELBARROWS.—Demand is very 
good, both for contractors’ and domes- 
tic types of wheelbarrows. Stocks are 
well filled, and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel tray fully 
bolted wheelbarrow, $37 doz.; No. 2 
tubular, $7.33 each, and No. 1 garden 
barrows, $6.25 each, net. 

WIRE CLOTH.—tThis article is begin- 
ning to sell at a very good rate. Stocks 
are well filled and prices firm. 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Black painted 
wire cloth, 12 x 12 mesh, $1.90 per 
100 sq. ft., base; alumina, 12 ll R.. 
mesh, $2.35 per 100 ft. 

galvanized, 14 x 14 mesh, $2. 0 “per 
100 sq. ft., base, and 16 x 16 mesh, 


$3.10 per 100 sq. ft., base. 
WIRE.—There is a fair demand for 
fence wire, and perhaps a better one 
for wire for construction purposes. 
Stocks are full, with prices steady and 


firm. 


We quote from jobbers’ stocks, 
f.o.b. “Twin Cities: Painted cattle 
wire at $3.01 per 80-rod spool; painted 
hog wire at $3.22 per 80-rod spool; 
galvanized cattle wire at $3.21 per 
80-rod spool; galvanized hog wire at 
$3.43 per a rod spool; smooth black 
wire No. 9, $3.25 te ‘and galvanized 
smooth wire No. . $3.70 cwt. 





Reading 


reading, 


We 


before. 


as “stuff” for the customers, but nothing that we 
need read. We should learn to read everything that 
pertains to our merchandise. 
labels on our goods, the guarantee tags, direction 
tags, and, in fact, everything that is printed in rela- 
tion to the goods. 

Try this and see if you do not learn something 
about your goods. 
some articles will do things that you never realized 


We should read the 


See if you do not discover that 


“Reading is one of the fundamental R’s.” 


Reading matter continued on page 73 
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This new stand is helping Hygrade 
dealers display the advantages of 


the NEW Hygrade Lamps 
and SELL them | 
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The stand is stoutly built of heavy cardboard, lithographed in 4 colors, and comes 
complete with individual price cards. 
Sent FREE to the Hygrade dealers who ask for it. 
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Displayed on the counter or in the window this 
attractive stand makes it easy to sell the NEW 
Hygrade lamps. 


/ 


Right before the eyes of the customer are the 
six lamps of this simplified line, their lustrous grey 
catching the tint of the background, and their 
graceful shape making a pleasing appeal. 





| Once attention is gained, it takes but a minute 
to show how easily these NEW lamps can be 
cleaned. How they reduce the glare but let the 
light shine through. And how the 6 sizes re- 
place 45 of the old confusing sizes and types. 





| Licensed under 
General Electric 








Companys 
cent lamp patents 





HYGRADE LAMP CO 
comes ores WY SALEM Mass 
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Punch 


Registered U. S. Patent Office 


THE AUTOMATIC DRILL WITH THE 
HANDY DRILL GAUGE 


There are three good selling points in the handle of Mr. Punch alone. 





Ist The Drill Gauge 
Znd The Selective Cap 
3rd Comfortable Shape and Fine Finish 


The Drill Gauge is located just below the Cap and consists of a hole drilled 
through the shell of each of the eight drill compartments just the size of the par- 
ticular drill point contained in that compartment. If you want the right size hole 
for a No.; 6d finishing nail just try the nail itself in the drill gauge holes and select 
the drill in the next lower compartment than the smallest hole the nail will fit 
into. The right size hole for screws can be selected in the same manner. 


Having determined the number of the drill wanted, the Selective Cap is released 
and turned so that the hole through it is opposite the right compartment and the 
drill slides out. All the other drills are locked in and cannot get out unless you 


want them. 


The Handle is so well designed that you can use the drill for hours at a time 
without discomfort. The knurling is just fine enough to avoid irritating the hand 


and still give a good grip. 


Goodell-Pratt Company 









J) a fs GREENFIELD, anne. U. S. A. 


J sla 
COUNTER DISPLAY 
CARTON 


When ordered in dozen lots Mr. Punch is 

packed in wery attractive three color Coun- 

ter Display Cartons that make him an even 

faster seller. There is no additional charge 
for this Carton. 


Soolsmiths, e 
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Window display of Guaranteed Tools in the store of the Pickett Hardware Co., Warren, Pa. Merchants should 


make the replacement of tools the exception rather than the rule 


The Tool Department 


(,uaranteed Tools—Returned Goods 


By Don Thatcher 


ANY sales are lost by abuse of the guarantee 
M and the lack of courage that prevents many 
people jumping at the opportunity to make 
not only an extra sale, but to also strengthen their 
position with those of their customers who claim 
as defective tools that have been abused and misused. 
The abuse of the guarantee has reached such pro- 
portions that many distributors and manufacturers 
who formerly, in the spirit of cooperation, allowed 
their customers the privilege of making replacements, 
now require tools returned to them before replace- 
ments are made. 

When a tool is returned with the claim that it is 
defective, with a request for replacement, and the 
condition of that tool shows plainly that it has been 
abused, misused or sharpened improperly—that is the 
time to sell another tool—if you don’t, you miss a 
sale and the opportunity to obtain the confidence of 
your customer. 

Replacements 

Replacing a tool that is not defective is a lost sale 
and eventually leads to loss of the trade of the cus- 
tomer. | 

The following is taken from the literature of one 
of the largest distributors of tools: “When we guar- 
antee a tool of any kind, we guarantee that it is 
properly made of the best material. Properly tem- 
pered and fairly treated it will perfectly serve its 
intended purpose. _ 

“If there is a defect in the steel it will break. If 


there is a temper crack it will break; in either case 
the break will show the cause. If it is not properly 
tempered the steel will show it. These things some- 
times happen and the guarantee gives you full protec- 
tion. But—abuse will ruin any tool; dry grinding will 
draw any temper; pry with any high tempered knife 
blade and it will break; abuse and mistreatment are 
NOT covered by ANY guarantee. The Abuser must 
be the loser.” ; 

And you, Mr. Merchant, when you allow yourself 
to be imposed upon to the extent of replacing an 
abused tool, have not only discounted your reputation 
as a good merchant but you have lost money too. 

You sold that tool to make a‘profit; if you refund 
its price you have lost the sale and the profit. If you 
replace it unjustly, you cannot escape the loss even if 
you force the jobber to give you credit for it. 


Make a Profit 


Repeatedly there come to us authenic reports of 
boasts like this: ‘“‘Why spend money for new tools 
when I can buy one that’s guaranteed and be smart 
enough to trade it in for new ones as often as I like?” 

Merchants should make the replacement of tools 
the exception rather than the rule. When there is 
the least room for doubt, return the tool to jobber 
or manufacturer, let him pass on it; he has more at 
stake than you have—his reputation. With the under- 
standing that money will be refunded if the returned 
tool is defective, try to sell your customer another 
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tool to use while awaiting report on tool returned. 
When sending claimed defective tool to manufacturer 
make the request to return tool with his report if he 
finds it not defective; hand tool and manufacturer’s 
report to your customer; he will probably learn some- 
thing from it. 

This is especially true of defect claims on saws and 
edge tools, where often the claim of defect is honestly 
made, but the damage occurred through ignorance or 
lack of knowing how to set or file saw, or sharpen an 
edge tool. Neither you nor the manufacturer can pay 
for the ignorance or lack of knowledge of your cus- 
tomers. Both of you are glad of the opportunity to 
supply the information that will prevent a repetition 
of abuse or misuse. Doing so makes satisfied cus- 
tomers and enhances their good opinion of you as man 
and merchant. 

Many merchants haven’t any idea of the extent of 
the abuse of the guarantee. Just recently I ran into 
an incident illustrative of the seriousness of the mis- 
handling of the guarantee. A hardware merchant for 
whom I have great respect handed me three chisels, 
with the remark: “Well, after all these years I guess 
I’ll have to change my line of chisels; here are three 
bad ones returned within two days.” Noting that 
these chisels bore the name of a manufacturer re- 
nowned for the quality of his product, I asked: 
“What’s wrong with them? How do you know they 
are bad?” After much discussion the chisels were sent 
to the manufacturer, with the request to return them 
with his comments, which were soon received. 

The manufacturer replied that the three chisels sent 
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him had been ground on a dry stone or probably some 
sharpening device—that method of grinding had 
drawn the temper, hence the chisels would not hold an 
edge. Would Mr. B. please make a further investiga- 
tion, as the manufacturer desired him to retain his 
good opinion of the chisels he had sold so many of. 
Investigation developed the fact that each of the 
chisels had been returned by men working in the same 
shop, and that the chisels had been ground dry. 

This chisel manufacturer and others don’t care any- 
thing about the dollar value of the comparatively few 
tools returned, but they are mighty keen about retain- 
ing the good reputations, justly earned by producing 
for years tools of good quality. If Mr. B. had changed 
his line of chisels it would have been a great injustice 
to the manufacturer and himself. 

Retail merchants in large cities are subjected to 
another form of annoyance and cost that the mer- 
chants in the smaller towns and cities are not often 
subjected to. That is the return of unused goods. One 
of the reasons for this in the larger cities is the dif- 
ferences in prices on the same goods. I don’t know 
how that can be avoided. However, as the practice 
seems to be growing, retailers are giving some thought 
to minimizing it. Without being an advocate for or 
against, I pass along the following copy of a sign 
prominently displayed in the store of a Sixth Avenue, 
New York, hardware merchant: 


“To cover the cost of handling, 
Merchandise returned for refund 
is subject to a discount of 10 per cent.” 





Variety and Cost 


the retailer who, among other oddities, is forced 

to sell rope by the pound that the consumer uses 
by the foot! In hammers and axes a few years ago, 
he had to carry a stock of something like 2,753 kinds, 
types and sizes, if his stock was to be truly “complete.” 
Selection today is limited to 761 types and sizes. 
What a sigh of relief hardware dealers and manu- 
facturers must have heaved when the new schedule 
went into operation! 

The steam radiator, the hot air furnace and other 
modern heating devices have all assisted materially 
in reducing the number of stoves in use. But only 
recently, the up-and-coming hardware dealer was 
forced to carry in stock 2,982 stove parts. Today 
they struggle along with only 364 parts. 


+ ONSIDER for a minute the hardware dealer— 


When it comes to shoes, the consumer is ultra- 


particular in his and her search for absolute dis- 
tinctiveness. An analysis made by manufacturers 
brought forth the startling fact that practically 
2,000,000 different kinds of shoes were being made. 
This means that about 55 pairs of shoes of a certain 
size constituted what used to be called a “number.” 
Perhaps this variety has something to do with the 
price we pay for our shoes! Yet, who is there who 
would sacrifice personal choice in size, material, 
workmanship and style of their own pet kind of 
shoe? 


of Distribution 


After all is said and done each of us have done our 
share toward putting distribution “in the red.” All 
of the blame for the almost endless variety of every- 
thing cannot be placed upon the retailer or the man- 
ufacturer. The retailer buys in accordance with the 
preferences of his patrons—the manufacturer is not 
entirely to blame, for he has attempted to fill a few 
needs and is forced to make other sizes and varieties 
to satisfy public demand. An overplus of variety 
has inevitably resulted. 

It has largely been the wishes, rather than the 
needs of the consumer that have helped boost dis 
tribution costs. It has been alleged that the universai 
demand for “free service” determines some portion 
of distribution costs—if so, once more the consumer 
must plead guilty. 

Regardless of other causes contributing to high 
distribution costs, there appears to be no question 
but what the wants of the consumer have played a 
big share in boosting costs. The search for “dis- 
tinction,” the demand for “variety” may only be one 
of the inevitable complexes of modern civilization 
and education. Some one once stated that education 
gives us more humane wants and the wherewithal to 
fulfill those wants. Perhaps this is the factor behind 
this phase of distribution costs. In any event this 
phase is slowly and surely being cut down to a safe 
and sane margin. 
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Now You Can Sell More 
Kittle Giant Screw Plates 

















This handsome all metal display rack 
with its four popular screw plates is 
not only a good sales proposition, but 
it's a better buy. 


Screw pla tes, especially Lille Gicmt 
Plates, are good, staple, non-deterio- 
rating merchandise. - Every hardware 
oem Iman knows it — every hardware 
1] man sells them, but mighty few let 
| their customers know about it be- 
cause screw plates are big, clumsy 
things to display. 
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But our new all steel rack takes 
® care of that. It’s solid, un- 
® breakable, yet fairly light, and 
| only occupies a couple of feet 
of floor space. 


Write today for our special 
price. You will be surprised. 
We urge you to act now 
because we have many 
orders on handand when , 
ed our supply of racks is ,” 
— disposed of, our “ 
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special price will , 


be withdrawn. “ GTD 

of CORP., 
° Pa Greenfield 

Use this Ro Mace 


¢ 


¢ 

coupon. P 4 Let me have 
’ your best price 
. . 7 “ 

¢ on the new No. 157 


C4 
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“ Lille Viant 


Pa Screw Plate assortment. 





GREENFIELD § TAP AND DIE & 
CORPORATION 
“GREENFIELD, MASSACHUSETTS > o ii 
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Is ‘There Any Excuse for Ignorance? 


By Harry Botsford 


he sells is an expensive make; it sells for a 

good round sum and on each sale he nets a 
goodly commission. The other day I watched him 
win and lose a sale and I found the process interest- 
ing. If the matter be analyzed I am of the opinion 
that the findings might be constructive. 

I watched my friend give the prospect a thorough 
demonstration, the usual standardized demonstra- 
tion of acceleration, of speed, of prompt deceleration, 
ease of steering and the like. Slowly but surely I 
could see his salesmanship breaking down the nat- 
ural sales-resistance of the prospect. 

Then the prospect, wavering on the point of a full 
and complete surrender, shot an artful and skillful 
question at my friend. It was a highly technical 
question, almost the sort of a question that a me- 
chanical engineer might have asked. That question 
dealt with the mechanics and the principles of a 
certain phase of the motor’s vitality. That ques- 
tional literally swept my friend off his feet; it puzzled 
him, befuddled his usually active mind—in a word, it 
was a question that he could not answer and he 
could not answer it because he didn’t know the 
answer! The ardor of the prospect began to con- 
geal forthwith. My friend attempted to cover up 
his ignorance with a mumbled and none too accu- 
rate answer to the query. 


To Be Meek 


The prospect knew what was happening; so with 
malice aforethought he fired a half dozen other in- 
tricate questions at the dealer—and none were 
answered fully or in detail. The deal was off; my 
friend was flustered and humiliated. Ten minutes 
before he had a neat commission right in his hand— 
and now that commission had fled beyond recall. I 
knew what was going on in the mind of the pros- 
pect; he was saying this to himself: “Well, if this 
fellow doesn’t know the answer to that question, 
the chances are that everything else he has told me 
isn’t true. I can’t afford to do business with a man 
who guesses!” 

I do not blame the prospect. I, too, dislike to do 
business with a man who is even slightly ignorant 
of what he is selling—whether it be a service or a 
product. Ignorance of that type is inexcusable—it 
frightens away the dollars of the prospect who is 
willing and even eager to purchase. 

Time was when the buyer was supposed to be a 
meek and lowly mortal—a sort of machine that gen- 
erously handed out checks and hard cash in return 
for what the seller was pleased to hand him. Time 
was when the buyer had but slight choice in the 
selection of what he bought. No longer is this true. 
Today’s buyer is educated; advertising, reading, 
greater intelligence, better tastes—all these have 
given him the ability and the moral and legal right 


| HAVE a friend who sells automobiles. The car 


to say what he wants and how he wants it—further 
he or she is inclined to question the seller rather 
thoroughly on the merits of the goods under dis- 
cussion. 

As long as this is true (and each day it is becom- 
ing increasingly true) the wise seller who desires to 
prosper beyond the limits of competition is going to 
prime himself with as much knowledge as possible 
about that which he is selling. If the public shows 
a keen and sharp desire to ask questions, why not 
have reliable answers for them? Even the youth of 
today know what is going on—more than once I have 
witnessed the amusing gpectacle of a lad of twelve 
asking involved questions of a skilled radio sales- 
man—dquestions that left that salesman gasping for 
air and mercy! At the automobile shows you will 
note women, mere slips of girls, firing neat questions 
at the salesmen—and every once in a while you will 
find a salesman who can’t answer the question. I 
have noticed that the wise salesmen, when they don’t 
know the right answer, frankly admit it and immedi- 
ately get busy finding someone who can answer. 


A Fog of Mystery 


This attitude in the mind of the consuming public 
is a sound one. If I were a manufacturer I wouldn’t 
want to veil my product with a fog of mystery; I 
would want to see everyone along the line dispensing 
all available information possible about my product. 
I am taking it for granted that every bit of infor- 
mation would disclose comething of the inherent 
value of the product. Eliminate the mystery! 
Give the public the facts! That will mean, instead 
of a few salesmen or dealers that your sales force 
will be multiplied to the exact number of people to 
whom you have imparted information. Tell a man 
or woman,something about your product and he or 
she forthwith becomes a missionary for you—that in- 
formation becomes a topic of conversation some 
place, it becomes a matter for discussion and the 
information that you wish spread becomes a matter 
of cornmon knowledge. And when such information 
becomes a matter of common knowledge the biggest 
sales-resistance is dissolved. 

Is there any excuse for ignorance? Plenty of ex- 
cuses do exist; but none of them are logical. The 
man or the woman engaged in selling a product or a 
service should make it their business to know all 
that it is possible to know about that product. This 
is a difficult matter in some commercial establish- 
ments where a stock of great diversity is handled. 
Yet it is not altogether impossible. Knowledge is 
worth money—it is commercial collateral. The pub- 
lic will spend their money with those discerning 
people who know. 

At least that is where I will spend my money. 
And my buying habits are very much like those of 
my friends and neighbors. 
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Pioneer Western Firm 


Builds Profits 


(Continued from page 29) 





headquarters in the town for all things electrical, and 
for all things in hardware. Since 1912 a large indus- 
trial plant has been established on the outskirts of 
the town, and by reason of his policy of going out 
after business, Lundqvist has sold that company prac- 
tically all of its supplies in hardware and electrical 
equipment ever since it began to function. 


The Marin Hardware Co. carries a $200 stock of | 


household electrical supplies and equipment, which it 
turns over eight times a year, primarily because it 
keeps its stock small, consistently advertises and dis- 
plays its merchandise, and holds regular special sales 
in order to get people into the store and to keep them 
interested. 

Lundqvist has demonstrated the value of good 
lighting to the people of Sausalito by experimenting 
with different color schemes in his window display 
lighting. In doing this he has the cooperation of the 
firm from which he buys his goods. This firm is also 
interested in lighting experiments, and as Lundqvist 
is willing that his display window be used as an experi- 
mental laboratory for color effects he has been able to 
attract a wider attention to his displays than ordin- 
arily would be possible. Consequently, he doesn’t find 
it difficult to keep people interested, and when people 
are interested and willing to listen, he says, it is not 
difficult to get a good stock turn. But, he adds, “‘you’ve 
got to keep everlastingly after it.” 





Personal Appearance 


T has been claimed by certain trade journals that 

85 cents of every $1.00 from the pay envelopes of 
this country are spent by the women. This percent- 
age may not apply to hardware buying, but there is 
no doubt that it runs higher than most of us would 
believe. Regardless of percentage, we know that 
there are a great many women customers who come 
to a hardware store and as they are used to being 
waited on by salespeople in other lines who are neat 
in appearance, it behooves us fellows in the hardware 
business to think a little of our personal appearance. 

Are we ashamed to step up to a well dressed woman 
customer? I think some of us are, or should be. If 


we would give a little more thought to our clothes we | 
It is, by | 


would feel differently about it, I am sure. 
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no means, necessary that we should dress like dudes | 


or living models from the fashion plates. 
be as bad as being too slouchy. 


That would | 
We should dress in | 


such a manner as to never cause criticism either way. | 
We should strike a happy medium, appear in harmony | 
with our work and surroundings, with clean linen, | 


clean and well pressed suits, sensible ties, and with 
shoes shined. If we will but make this a habit, I am 


sure we will find that it pays, both in personal satis- | 


faction and in our pay envelopes. 


“Clothes do not make the man, but they help like | 


time in business.”—W. D. M. 
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General Purpose Tools 


Priced to SELL! 


EDIUM-PRICED tools for general use sell fastest. 
CRE-CO-ITE Axes, Hatchets and Hammers for 
men and boys fill this big demand satisfactorily. 
And they pay big profits because they carry liberal dis- 
counts. Here are four quick sellers: 











CRE-CO-ITE 
Nail Hammer 
No. 113 







CRE-CO-ITE 
Broad Hatchet 
No. 801 






CRE-CO-ITE 
Half Hatchet 
No. 101 


CRE-CO-ITE 
Camp Axe 
No. 112 


In addition to general use, the CRE-CO-ITE Camp 
Axe is a big seller to scouts, campers and tourists, at 50 
cents to a dollar. . 


Get samples and full information from your 
jobber today—or write us. Ask for Catalog H. 


CRE-CO-ITE 


“Tools You Can Sell with Confidence” 





Marion Tool Works, Inc. 


Subsidiary of Chicago Railway Equipment Co. 
Marion, Indiana, U. S. A. 





OTHER PROFITABLE COMPETITIVE ITEMS—MARION 
Pitching Shoes; Forged Shears, Hooks, Chain Goods, Tongs; 
Sheath and Hunting Knives; Plate Class Push Plates. 
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“Mr. Dealer, | don't know of anything that 
will beautify home surroundings more and 
enhance the value of the owner's property 
so much as a Dwiggins Wire Lawn Fence, 
and there's real profit in it. 


“If you'll show this fence to customers, 
either from stock or from the many attrac- 
tive designs in the catalog, I'll stake my last 
dollar you'll make sales right from the start. 


“Besides the unsurpassed beauty of Dwig- 
gins Fence its construction insures a life time 
of service. Here are two features that make 
this strong fence preferred by the majority: 
It is the only fence which permits the pickets 
to be replaced at any time, and it can be 
easily tightened should it ever require it. 


“Write me for the Dwiggins Catalog and I'll 
quote prices to prove that the profit is as 
substantial as the fence.” 


DWIGGINS 
WIRE FENCE CO. 


Anderson Indiana 








DWIGGINS STEEL FENCE POSTS 


These popular fence posts are made . 
in styles and sizes for every require- 
ment. They are cheaper than wood 


posts and outlast them many times 





over. 
Ne. 5 Post No. 6 Post 
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Music 
(Continued from page 35) 





memory—from his imagination of music. It cer- 
tainly takes a great musician to do that.” 


* * * 


“How about Mozart?’”—I asked. ‘Well, he was 
pretty good, but I do not put any of them in the 
class with Beethoven, and neither do any of the other 
good musicians.” “Still”—I said—‘“there was Wag- 
ner. Wasn’t he a great musician?” ‘“No’’—replied 
my musician, as he gazed meditatively at the Indian 
head on his pipe—“‘Wagner was not a great musician. 
You see, what Wagner did was to dramatize music. 
He was a great musical dramatist.” 


* + * 


“But tell me’—I said—“what do you think about 
what the Metropolitan is doing in the way of advanc- 
ing American operas and American singers?” “Qh, 
they are doing all right”—he answered. “Otto Kahn 
and all the rest know where the money comes from 
and they feel that Americans, as they are putting up 
the money, should at least have a little look-in on the 


parts and in the way of operas.” 
* | % * 


“How about Miss Talley?’”—I inquired. Well, he 
had heard her. She was a nice girl. She had done 
very well, but he thought it was a big mistake to 
take a young girl like that, put her on the Metro- 
politan stage and give her the idea that she had 
“arrived.” “You know”’—he said—‘“it takes years 
and years to develop a great operatic artist. It can 
not be done overnight, even with an enthusiastic 
delegation from Kansas City who come East with a 
lot of tin horns to root for their singer. It just can’t 
be done.” 

* * * 

But of course she was a nice girl and it was encour- 
aging for her to get a part at the Metropolitan. The 
only question is whether it has turned her head or 
not. She certainly did have a good press agent. All 
those stories about her doing the family washing, 
making biscuits and washing out the lettuce—in other 
words—the simple life, were fine stuff to catch the 
people. Then, her pictures were all very nice and 
simple, but it is almost against human nature to 
expect her not to be spoiled by being pushed ahead 


so fast. 
* % * 


“Tell me”—I inquired—“who is the really great 
American composer of music?” “Well’”—he said—‘“I 
think McDowell has done the best things that have 
ever been done in music in America.” Then he got 
up, stretched, knocked out his pipe carefully and put 
it away in its leather case. He said goodnight. So 
McDowell was the great American musician and I had 
to confess that I had never before heard of McDowell! 
Surely it was up to me to take a few trips on a 
Pullman car to complete my education, first in phy- 
siognomy and now in music. I read a few chapters 
in “Asia” and finally turned into my berth to think 
about the Pullman Company and their surcharge! 
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Mainly About Miami 


(Continued from page 32) 


There are some loans being made, but on heavy 
security, and for strictly legitimate business. The 
man with a $75,000 building is lucky if he can borrow 
$25,000 on it. Collections are slow. Contractors 
haven’t received their money, and naturally are slow 
in paying their bills. Most of the accounts are to 
thoroughly responsible people with plenty of assets. 
Accounts receivable are not out of proportion to busi- 
ness, but large amounts of money are tied up in stocks. 

There are wonderful hardware stores in Miami, 
well arranged, efficient and carrying greatly diversified 
stocks. It’s a treat to visit the stores, and to talk 
with the men in charge and behind the counters. 
Prices are well maintained, and there is a good margin 
on all the merchandise sold. 


Miami Beach 


Over across the Bay is Miami Beach. It is the 
playground—the place of palatial hotels, aristocratic 
looking homes and apartments, fine drives and beau- 
tiful beaches. It’s quiet at the Beach now, because 
it is out of season. There are no millionaires lolling 
on the sands in April and May, but there will be 
again in December, January and February, if the 
hotel people don’t go crazy on rates again, and I don’t 
believe they will. 

But, my space is limited. In closing I only want to 
repeat this: Miami is not dead, although wild-cat 
speculation in Miami is dead and buried, and the 
legitimate business men of the city are glad of it. 
They have had their fill of booms. They are back on 
their regular diet and better for it—and they are not 
worried over the outcome. © 

I’m heading south again now toward old Key West 
and the Florida Keys. Will tell you about it next 
week. LLEW S. SOULE. 

The Man Behind the Counter. 





Stand Up 


HILE I was in a hardware store recently, a 

painter came in and asked for a cheap sponge 
for washing ceilings. The clerk led the way to the 
sponge rack and, pointing at it, said, “There you are, 
sir,” and then stepped to one side and sat down on a 
box while the customer picked out his sponge. I 
considered this such a poor brand of salesmanship 
that I asked one of the other clerks if this clerk was 
ill. But it seemed that this was his usual indifferent 
manner of waiting on customers. He leads the cus- 
tomer to where the goods are kept and then either sits 
down or leans against something while the customer 
endeavors to find what he is looking for; if he finds 
it, all right, and if he does not find it, it is all right 
just the same. 

This sort of thing is so ridiculous that really it is 
not necessary to say anything more, but I hope that 
every man behind the counter who reads this will 
get the point and remember, when waiting on cus- 
tomers, that the least you can do is to STAND UP. 

“Our indifference boosts competitors.” 
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ARCADE 


MOP STICKS 










It Ils Your Guarantee 
Article 


Look for the Label 
of a Reliable 


In the long race for popularity—quality counts. With 
this thought in mind, we offer the Arcade No. 0 Gem 
Mop Stick as a solution to the problem of customer 
satisfaction. Fifty years’ manufacturing experience has 
enabled us to produce an article superior in every way. 
Head and all metal parts are made of steel, heavily 
coppered. Handle is polished hardwood 48” long, and 
full size the entire length. 


Your source of sales is unlim- 
ited. For the home, the office, 
public buildings and many 
other places—we have a mop 
stick for every use. Look for 
the label—it identifies you as 
one who handles the best in 
this line. It is your guarantee 
of a reliable article of the best 
material and construction. 


The No. 50 Janitor Mop Stick 
is especially adapted for heavy 
work. It is of the screw type, 
and you will find no weak spots 
in its construction. The extra 
heavy polished hardwood han- 
dle is 54” long. 








No. 50 Janitor 


A GEM 





Areade Manufacturing Co. 
FREEPORT, ILL. 


ARCADE 
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New Legible House Numerals 


To meet the demand for an especially 
legible and attractive line of house 
numbers, the Niagara Metal Stamping 
Corp., manufacturer of the Premax 
line, Niagara Falls, N: Y., has recently 

placed on the market a new 


tive metal frame 
sheet of glass. 
The result 


on the numbers 
into the glossy black back- 
ground is kept fresh and 
bright under the glass front. The num- 





DeLuxe design in an attrac- | fu 
under a | finished, 
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the hands while working on tappets 
when the motor is hot—the only time 
for such service. 

Though long and light, 
heads and jaws, they are said to be 


_astonishingly strong, and, it is claimed, 


is that the | 
brilliant satin-silver finish | 
recessed | 


ber placque is stamped from a heavy | 


sheet of aluminum, the frame is pol- | 


ished aluminum. 
The number placque and glass are 
securely held in the frame to be sold 
as a unit, the frame being punched at 
top and bottom for attaching. 
Excelite numbers are packed 
counter display boxes. 


in | 
Their very ap- | 


pearance sells them. Home-owners who | 
come into your store will be quickly | 
attracted by these handsome numbers | 
as an improvement over their present | 


house numbering. 


New Williams Tappet 
and Check Wrenches 


J. H. 
N. Y., has announced the addition of 
tappet and check nut wrenches to its 
line of Chrome-Molybdenum “Super- 
renches.” These are especially de- 
signed for tappet adjustment, their 
length being ample to prevent burning 


PUNANVNLH AOE 


The 


with it. 





Williams & Co. of Buffalo, | 


and the oil shoots out. 





Smiths, 
family in your town knows him. 


are well adapted to use on check nuts. 
All are guaranteed against breakage. 
Furnished heat-treated and _nickel- 
with heads buffed bright. 
Literature will be furnished on appli- 
cation to the manufacturer. 


ee eee 


Lubricator Oil in Self 
Contained Bottle 


The Zip Abrasive Co., 





special feature of which is that it is 
furnished in a self contained perfectly 
automatic steel bottle. 

To use, one merely opens the valve 
It gives a 
needle stream 20 ft. long and does not 
atomize. 
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‘New Design Cutter Testing 


with thin | 


Fixture 


The Brown & Sharpe Mfg. Co., Prov- 
idence, R. I., has recently announced 


a new cutter testing machine used con- 


'veniently 


j 


Cleveland, | 


| Ohio, is now marketing a new pro- | 
duct, designated to the trade as Zip 
Rust Solvent Spring Lubricator Oil, a 


- 

















when sharpening gear or 
other formed cutters or hobs. All sizes 
of cutters up to 10 in. in diameter are 
within its capacity. 

The testing plate is carried on a ver- 
tical slide which makes possible the 





testing of cutters whose cutting faces 
are either radial or undercut. This is 
a very convenient feature as it greatly 
broadens the use of the fixture. The 
position of the testing plate is indi- 
cated accurately by means of a scale 
graduated in 50ths of an inch. One 
end of the test plate is flat for testing 
straight gashed cutters and hobs, and 
the other end is made in the form of 
a knife-edge to permit the testing of 
spiral formed cutters or hobs having 
spiral gashes. 

Five hardened and ground bushings 
are furnished in the following sizes: 
% in., 1 in., 1% in., 1% in. and 1% in. 
diameter. A collar is also provided for 
use when testing thin cutters. 
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Keep supplied through your jobber. 


St. Louis, Mo. 


Browns, Joneses—about 
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The “Home Town” Customer 


A word from him means a whole lot, especially 
when that word is “Perfect” and the product is 
Screen Wire Cloth. 

Because every home his family visits and every 
family that visits his home usually bring up the 
subject of screens. 

They just can’t help advertising “Perfect”— 
their Windows, Doors and Porches are all screened 
One tells another. 


SUNTAN AUTO TAPTA 


LUDLOW-SAYLOR WIRE CO. 


every 
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Retail Store News 


The information contained in the following items, while com- 
piled from sources which we believe to be reliable, has not 
been verified in all instances by ourselves. 


The Uplands Hardware Co. has been incorporated with a 
capital of $40,000 at Peoria, Ill., by William A. Swanson and 
associates. It is planned to conduct a retail] hardware store at 
103 South University Street. 

Joseph Anthony, 938 Phillips Avenue, Toledo, Ohio, is re- 
ported as having filed a petition in bankruptcy, with liabilities 
of $3,466 and assets of 92,100. 

Oo. B. Burkitt has succeeded to the hardware business of 
Burkitt & Reagin at Christopher, III. 

The Chelsea Hardware Co. is a new concern, at 1243 East 
Colorado Street, Pasadena, Cal. 

Ogden-Hamlet Co., hardware and stoves, Murphysboro, IIL, 
is reported as having been dissolved. 

The Turner Hardware Co., Philadelphia, Miss., has work 
under way on an addition to cost $10,000. 


; Thompsons Hardware Store is a new retail store at James- 
own, Ind. 

Mike Tomjack has succeeded to the retail hardware business 
of John Sanders at Ewing, Neb. 

William Serres has succeeded to the retail hardware and im- 
plement business of . B. Weaver at Cary Station, Ill. The 
new owner is in the tinning business in that city. 

Houghtaling & Coult, in the hardware business at Fairmount, 
Minn., will shortly move to a new location at 106 N. Front 
street. ‘ 

F. N. Novosad has succeeded to the hardware business of 
the Praeger Hardware Co. at Kennedy, Tex. 

The Jim Wood Hardware Co. has been established at 1116 
Pacific Avenue, Tacoma, Wash. ' 

Louis P. Speth, operating a retail hardware store at 708 
Broad Street, Atlanta, Ga., recently suffered a very severe fire 
loss, including the complete destruction of all company catalogs 
and information. The proprietor requests all manufacturers 
and jobbers of hardware, household supplies, etc., to forward 
new catalogs and price lists. 

The Hamilton Hardware Co. has recently been organized and 
incorporated at Union, N. J., with a capital of $125,000, by 
Frederick S. Hamilton and associates, to do a general hardware 
business in that city. 


Phillip Leavey announces the purchase of the retail hardware 
store formerly conducted by George Avery, at 356 Esser Avenue, 


Buffalo, N. Y. It is planned to conduct the store, combining 
— housefurnishings, electrical goods and heavy work 
clothes. 

William Klinger, in the hardware business at Byers, Colo., 
is erecting a new addition to his local store and will materially 
increase his stock within the next thirty days. 

Norman Brock, operating a retail hardware store at Camp- 
bellsburg, Ky., recently suffered a severe fire loss of $15,000. 

Jas. P. Gaddis Co., hardware dealers, Frankfort, Ind., re- 
cently suffered a severe fire loss. It is planned to rebuild. 

The Lewis Stores is a new establishment at 617 Sycamore 
Street, Waterloo, Iowa, dealing in hardware and implements. 

The Zierke Hardware Co., Hartland, Wis., has succeeded to 
the hardware business of W. D. Zierke in that city. 

The S. and W. Hardware Co., now located at 416 Pike Street, 
Seattle, Wash., will move in about thirty days to a new loca- 
tion at 408 Pike Street. 

Max Uraditski will open a new hardware store at 1018 First 
Avenue, Seattle, Wash., on or about June 1 

Willlam M. Rofter, in the hardware business at Mount 
Vernon, Wash., is reported in the market for modern fixtures 
and showcases. 

The Brown White Hardware Co., 210 N. Phillips Avenue, 
Sioux Falls, S. D., has work under way at remodeling the in- 
terior of a building at 113 North Phillips Avenue, into which 
it is planned to move, following the completion of alterations. 

Robert Cunningham has succeeded to the hardware business 
of L. H. Gibbs at Winnebago, II] 

W. E. Ball has succeeded to the hardware business of W. S. 
Cook at Sterling, Kan. 

The Franzen Hardware Store has succeeded to the hardware 
and implement business of Edward Smith, at Schiller Park, II. 

Oo. B. Baird & Sons have established a retail hardware store 
in the Otey Block at Robinson, I 

W. W. Drake & Sons, operating a general merchandise store 
at Macedonia, Ill., has suceeded to the hardware business of 
J. J. Cutright in that town. 

The Massey Hardware has been established in the White 
Block at Russellville, Ark. 

Willis Bolinger has succeeded to the hardware business of 
the Great Bend Hardware Co. at Great Bend, Kan. 

. H. Nelson has succeeded to the hardware business of 
Richards & Moore at Hazelton, lowa. 

James P. Reynold is reported as planning to discontinue his 

hardware business at 2612 Gravois Avenue, St. Louis, Mo. 





To Sell a Prudent ‘Presenteer’ 
Whisper Bissell’s In Her Ear 


(ee are always 
hungry for gift sugges- 
tions and generally approve 
them with their 
buying dollars. 
Every bride 
will need and 
welcome a 
good carpet 
sweeper and 
there is hardly 
anything at the 
price that of- 
fers her more real comfort and conveni- 
ence through the years than a Bissell. 


A Bissell is the original broom on wheels. 





New York Office 
46 West Broadway 
New York, N. Y. 


BISSELL CARPET SWEEPER CoO. 
GRAND RAPIDS, MICH. 


Oldest and Largest Sweeper Manufacturers 


It picks up dust, dirt, thread, crumbs—all 
the inevitable litter of the home; does it 
thoroughly, is always handy, costs noth- 
ing to operate and is as easy to empty as it 
is to use. 


So mention Bissell’s in your gift advertis- 
ing as well as in your store and get your 
share of sales on this nationally advertised 
utility that nets you a satisfactory profit 
not only in June but throughout the year. 


If you haven’t had the ‘‘Little Housekeep- 
er’’ Display Set we will gladly send you 
one, or if you want a complete list of sell- 
ing aids, please write for the current an- 


nouncement. 


Have you seen the new 
Toy Sweeper Line? 
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Clean, Quick Profits 


for both Dealer and 


Here are three Service Station Neces- 
sities enjoying an unusual demand by 
Filling Stations, Garages and Car 
Owners Everywhere. 


With the Brookins Portable Drain Tank, 
Brookins Gasoline Can and Brookins Oil 
Measures jobbers can give their dealers an 
unusually fast-selling, big-profit combina- 
tion. 

And dealers can give to their trade inex- 
pensive, money-making, time-saving cquip- 
ment which wins new customers and does 
away entirely with costly drain pits and 
racks. 

Extensive national advertising plus the 
natural demand for products so simple, prac- 
tical and handy in design and idea make 
srookins Service Station Equipment an 
outstanding sales opportunity for you. 


Cash in on Brookins popularity! Dealers— 
ask your jobbers. Jobbers—write us, or if 
you already stock Brookins equipment, in- 
struct your salesmen to acquaint your deal- 
ers with the easy, quick sales and large 
profits awaiting them. 


The Brookins Mfg. Co. 
T 342 Xenia Ave., Dayton, Ohio 





















hh / 
SERVICE STATION EQUIPMENT 
— 
Brookins 
Portable 





Drain Tank 


Jobber 





Brookins 
Gasoline 
Can 





Brookins Oil Measure 
Made in one, two, four and 








easy work 
ef draining any 
crankcase. Simply shove it 

under the car and start the flow of oil. 
It coats little and pays for itself in a 
few days. 






five quart sizes. Has a flez- 
ible, metal hose that reaches 
any oil intake without a funnel. 
A handy thumb-valve controls 
the flow of oil. 





CR tS eR ORE ME ETN et NE TS IE TT eT 








May 20, 1926 


Preaching and Practising 
(Continued from page 42) 





twice as much as the carload rate; yet when we take 
into consideration the one turnover in comparison 
with 5 or 6 which could have been possible if the 
merchandise were purchased in the proper quantities, 
we find frequent orders the more advantageous. 

Take, for instance, a carload of nails. According 
to your records, a car of nails lasts you nearly a year 
in normal times. Owing to the habit of allowing ac- 
counts payable to run beyond the cash discount limits, 
you lose 2 per cent, which offsets the difference be- 
tween carload and less-carload price. If 40 or 50 kegs 
had been purchased each month and the bill discounted, 
the discount alone would have more than equaled the 
difference. 

It has been found that the cost of nails laid down in 
your warehouse is 18c. per keg more in L. C. L. than 
in carloads. Careful computation shows us that tak- 
ing advantage of the cash discounts allowed would 
alone have amounted to 6c. per keg, and at the rate 
of 6 turnovers to 36c. which shows at the end of the 
year a difference of 18c. per keg in the direction of 
profit. 

What is happening in the case of nails is repeated 
in many other lines, and in lines where carloads do 
not enter into the discussion too much goods is ordered 
at one time where a little extra discount is granted. 
This is partly due to the belief that buying for less is 
good buying, yet the fact remains that an article 
bought for a nickel and remaining on the shelf is not 
worth a cent. Many buyers lose sight of this, and 
business suffers in consequence. 

The foregoing leads me to the optimistic conclusion 
that, with the proper type of organization, in which 
authority is delegated to the right persons and in 
which discipline is maintained, your business can be 
placed on a sound basis so that it will yield proper 
returns on the investments of your stockholders. To 
this end I am submitting to you an organization chart 
attached, together with such recommendations as ap- 
pear to me to meet the requirements of the situation 
found prevailing in your business. These, if carefully 
carried out, will result beneficially for your institution, 
and bring order out of the chaos now prevailing, to the 
extent that you will reap a harvest of profits, where 
heretofore you have been sustaining losses. 

(To be continued) 





Two Kinds of Customers 


“You know, there are just two kinds of customers: 
those who want quality regardless of price, and those 
who want a low price regardless of quality. I figure 
that the latter are only about ten per cent of the total, 
and that it doesn’t pay to cater to them. You can’t 
make much money on customers who never buy any- 
thing but bargains; besides, they demand two or three 
times as much attention as the others. And often they 
are also the chronic kickers and complainers. If people 
want to be satisfied they usually will be; if they want 
to find fault, it isn’t hard to manufacture excuses. 
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I Will and I Won’t Merchant 


(Continued from page 31) 
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usual type of country cross-road store doing a general 
hardware and plumbing business; the amount of sales 
in the store for the year was the same as that done 
by the man on the outside. 

Much printer’s ink has been used, and planning 
done by thinkers for the benefit of store arrangement 
and progressive methods for the advancement of hard- 
ware merchandising; to repeat, however, the majority 
of merchants complain rather than compete. The 
greater number, though offered any amount of assist- 
ance by the few who have arrived at noteworthy posi- 
tions, still plod on, ignoring the efforts made in their 
behalf. 

It is appalling to see how many merchants still 
shrug their shoulders, and groan on. “How do you 
expect me to compete with men and conditions as they 
are?” And to the group that still say, “I never 
solicited and won’t.” belong the crepe of yesteryear, 
while to those who go out to create and develop busi- 
ness, theirs is to enjoy building the tower of progress, 
which marks their contribution to the trade which has 
given them their daily bread. 





How Short the Seasons Are 


WW" are always hearing someone say, “how short 
the seasons are, it séems as though summer no 

more than gets here before it is gone.” How 
true this is in the hardware business! 

As I am writing this, we are having what is called 
in this part of the country “a sugar snow.” Still it is 
only about two weeks before the big league baseball 
season opens. Most of us do not realize, perhaps, how 
short the baseball season is; at least we don’t from 
the selling standpoint. We usually think of the base- 
ball season as starting about the middle of April and 
ending in October. That is true of the playing season, 
but not of the selling season. The selling season 
starts about two weeks before the playing season and 
is ended about the first of July. Yes, we sell some 
baseball goods all summer, but as a whole the sales 
are small compared with the season I have named. 
So it is up to the hardware and sporting goods dealers 
to go after the basebal] business early and stay right 
at it while the short season lasts. 

When I say to go after the business, I mean just 
that. Get out and sell the local teams and your high 
school. High school—that brings me to my parting 
shot, fellows. By all means, if you intend to sell base- 
ball goods, play up to the younger generations. They 
are the Ruths and Johnsons of the future, and their 
early satisfaction means more and bigger baseball 
sales for you later on. 

WALTER D. MEANY. 
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A Single Section— 
or Complete Installation 


You have often seen hardware stores where the storage 
facilities seem to have “just grown.” You see sections 
that do not match, an assortment of fixtures, open shelves 
or other makeshifts, that discourage rather than en- 
courage customers, prevent any definite system, and 


make inventory a nightmare. 


Warren Sectional Store Fixtures 


Warren Fixtures insure proper growth from the very 
first. They assure easy expansion without loss of efh- 
ciency. They can be added to years hence, with equal 
adaptability as they are built in standardized sectional 
units that can be expanded vertically or horizontally. 
This assures ease of erection, interchangeability and 


flexibility without interruption to business. 


Nine Depths to Choose From 


Warren Fixtures are furnished regularly 15 in., 20 in. 
and 24 in. deep above tHe ledge, and 30 in., 33 in. and 
36 in. deep below the ledge with a 15 in., 13 in. or 12 
in. wide ledge respectively. 

As any combination of these different depths are avail- 
able, there is a choice of nine depths to choose from to 
meet your particular stock requirements. 

Numerous dealers start with but a section or two and 
add as business demands. You can do the same if you 
wish, thus deciding your stock storage and display prob- 


lem for all time. 


Our Planning Department will gladly 
offer suggestions. Catalog upon request. 


J. D. Warren Manufacturing Company 
159 North State Street 


Chicago, Illinois 
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Question.—How long should newly plastered walls 
stand before painting? 


Answer.—For best results from six to eight weeks. 
Many times, however, it is impossible for them to 
stand this long, in which case they should be treated 
with a solution consisting of one pound of zinc sul- 
phate to a gallon of water. This will neutralize the 
alkali in the plaster and prevent it burning through 
the finish and spoiling it. 


Question: Have you any figures showing the per- 
centage of farmers owning radio receivers? 
B. H., Baltimore, Md. 


Answer: According to recent statistics compiled 
by the Department of Commerce, there are radio 
sets today on 284,053 farms in the United States. 
This means that approximately one in every twenty- 
two farmers owns a receiver. 


Question: I have recently taken out accident in- 
surance and have been informed that in the event 
of a policy holder changing to what is considered 
a more hazardous occupation, his beneficiary will 
be unable to collect the full value of the insurance, 
even if killed through some accident in no way re- 
lated to his occupation. Is this correct? 

C. J. H., Alexandria, Va. 


Answer: Yes; cases of this nature have been 
tested in court. Where a man changes his occupa- 
tion to one of a more hazardous nature, and is 
killed through some accident unrelated to his more 
hazardous calling, his beneficiary can only collect 
the amount of insurance which the premium he was 
paying would have bought had the policy been is- 
sued on this basis. 


Question: Our radio department is located in our 
hardware store and about 125 ft. from our ladies’ 
ready to wear department. We would like to know 
if it would be possible to operate a loud speaker at 
this distance from a set installed in the radio depart- 
ment, at the same time using a speaker near the set. 
We would like to use the Model 20 or 25 Radiola 
or a five-tube storage battery set with Model 100 
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An arrangement of this kind 


Radiola speaker. 
would be a splendid advertisement for radio, pro- 
vided we can get good volume over both speakers. 
We hope you can suggest a plan that will work sat- 
isfactorily and ask that you please tell us in detail 
just how the installation should be made. 

A. P. R., Abbeville, S. C. 


Answer: It is entirely feasible to operate two 
loud speakers simultaneously from the same re- 
ceiver. The speakers should preferably be of the 
same type, as a marked difference in resistance 
would affect volume. A speaker located 125 ft. from 
a radio receiver will operate satisfactorily and with- 
out any appreciable loss in volume. It is important, 
however, that the polarity be correct; that is, the 
positive lead of the speaker must go to the positive 
side of the receiver output. The installation men- 
tioned in the above letter, can be accomplished by 
using two double pole, single throw switches, thus 
permitting the use of either speaker at will, or both 
together. 


Question: Have you any figures showing the an- 
nual turnover of the automobile industry? 
W. T., New Orleans, La, 


Answer: Figures recently compiled by the Bu- 
reau of Industrial Technology show that the automo- 
tive industry is the country’s leading industry, in- 
volving an annual turnover of more than $14,000,000,- 
000. The bureau gives these figures to show where 
the “automobile dollar” goes: 





Cost of cars, accessories............ $3,750,000,000 
NN i el ie ea en in Cae 300,000,000 
GE ok kc'sos edewsieesen 2,000,000,000 
ED nvadunsi eedaeven shanee des 2,500,000,000 
DE etn dcddehakneetaen keane ee 618,000,000 
RE vcs cadianeteweewds 660% ees 900,000,000 
Interest on investment.............. 500,000,000 
I i Olas te cing clea: tetas akinesia inhi 1,200,000,000 
cre cccnweeredeanee 1,600,000,000 
eer ee 300,000,000 
Pe eee ree ee 625,000,000 

DE ccnceheddenadeedeesdaeeeeus $14,293,000,000 


Reading matter continued on page 88 
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Ball Bearing 
Casters 
Quick Sales — Profits 


“ACME” casters are ball bearing casters. They 
have taken the place of the old-fashioned, rigid, 
hard-to-move caster which our forefathers used. 


Because of the smooth, ball-bearing action, 
“ACMES” eliminate friction. Caster rolls easily 
and quietly in any direction. 


Protects floor coverings and enhances the ap- 
pearance of furniture. When a customer asks for 
casters— 


DemonstratE 


_ 

~ 
. z . 
~ ~ 


All you have to do is roll ’em in the palm of your hand, 
or on the counter and the sale is made with generous 
profits for yourself. 

‘““ACMES” are neatly finished. Accurately and sturdily 
constructed. The demand for “‘ACMES” increases week 
by week. Dealers everywhere prefer to handle “ACMES” 
because they render real satisfaction to the user. 

Don’t forget to show your trade how easily “ACMES’”’ 
roll. We'll be glad to send a sample and give you full 
narticulars. Write us to-day. 








THE SCHATZ MANUFACTURING COMPANY 


Poughkeepsie New York 
AGENTS: 
J. C. McCarty & Co. 
29 Murray St. New York City 
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in popular demand- 


Because of its pleasing appearance and 
outstanding quality, PAGE Lawn 
Fence is first choice wherever dis- 
played. Fence time is now—order a 
supply, please your trade and secure 
your share of profits. 


PAGE Lawn Fence is made in two 
styles to meet different price require- 
ments. Write for complete informa- 
tion, prices, and for the name of the 
Page distributor in your vicinity. 


PAGE STEEL 
& WIRE COMPANY 


An Associate Company of the American Chain Company, Inc. 
Fence Department: BRIDGEPORT, CONN. 


FENCE 


District Sales Offices: In Canada: 
Chicago New York Dominion Chain Co. 
Limited 


Pittsburgh San Francisco 





Niagara Falls, Ontario 
TRADE MARK 

AAmerwa's 

frst wire 

Scnce-1883 


PAGE Perfection Fabric 


re 








Made in heights of 36, 42 
and 48 inches 








The universal demand for 
this designis positive 
* proof of its popularity. 
Note the small space be- 
ff tween pickets at the bot- 














i tom of the fabric—leaving 
no foothold for children 
to climb on and making it 

dog, cat and chicken 
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proof. 
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PAGE Economy Fabric 


; Made in heights of 36, 42, 48, 
60, 72 and 84 inches 














Page Economy Fabric, al- 
though moderately priced 
meets every requirement 
for utility and durability. 
Unless otherwise specified, 
fabric is furnished in plain 
___. galvanized finish. When 
aa desired, the galvanized fab- 
ric can be furnished paint- 
ed green. There is a slight 
extra charge for painting. 
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ee see ee 


LIFT COVER 
EXAMINE PAPER 
Mt Feels Crap end Fresh 


in? 


St Drips through Holes in Rim end 


} 
]| WATCH STEAM CONDENSE 
! Does Not Berl Away 





t 

Ope mton os Caghemee a Lebed Une oe Oe 
} poms m fee Cock on Bends 
| 


— 


This Demonstration 
INCREASES SALES 
from 25 % to 1000% 
on the “SAVORY ”’ 
Steam Double Boiler 


A “silent” demonstration — requires no sales 
clerk to operate it. All you need is an electric hot 
plate, a Pyrex Glass cover and the Display Cards we 
furnish FREE (a set of five). 


Through the glass cover your customer sees 
steam enter the Food Pan, condense on inside of cover 
and return to Water Pan. She lifts the cover and 
examines the crumpled paper you have placed in the 
Food Pan, finding it merely moist,—illustrating the fact 
that STEAM ONLY does the cooking and that food 
cannot become soggy and heavy. 











Material Sent FREE 


Complete instructions, 
diagram for display and 
material, sent free to deal- 
ers stocking one dogen or 
more “SAVORY” Steam 
Double Boilers. 


Hundreds of these de- 


monstrations are now in 
successful operation. 


Mail Coupon 
Kindly state whether you 
now stock these Double 
Boilers. Prices and dis- 


counts are attractive. 









| Srreet — Srate.-------"""" -<««rr*™ 


Vear' 2-7 





th eu 


% 
LWAR i 
Lic META N.Y. 

1 the REPUB 19 Alabama St- Buffalo, : 
Dept. AE ™ 1 
Gentlemen 4 full details about ‘SAVOR : 

j prices an : 
0 Set Double Boilers. ial entirely FREE. / 
1 Stea nstration Matery have at least 
oO Send ich instrucuons / 
} toeedozen in stock. ee et | 
al  @ 
wd Name eee ——— a ————,, 
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{ is Catalog No. 1924 


Ohhe sturdy, practical quality 
of GRIFFIN Hinges is em- 
bodied in this splendid line 
of garage hardware sets. 

















vanch Offices__. 
45 WARREN ST NEW YORK 
74 W. LAKE ST CHICAGO 
28 BINFORD ST BOSTON 
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How to get business away 






































from mail-order houses 























A hardware merchant in Iowa 

















wrote us a few days ago as fol- 











lows: 


























“A man just came in who had 














formerly bought his tools from a 











Chicago mail-order house. He 














wanted Red Arrow money, and the 
only way he could get it was to 
trade in town.” 


Countless plans have been ad- 
vanced to combat mail-order com- 
petition and to get cash money for 
sales. 


Odee}) {TT 





No plan ever worked approaches 
the complete unity of Red Arraw 
Service to the consumer, merchant 
and community. 


S quality is always a first considera- 
tion with us we know that the 
metal used in our rivets is absolutely 
“right” to start with. This is also true 
of the fabrication of the metal into the 
finished product. As proof of these 
statements we invite a comparative 
test of the driving and setting qualities 
of our rivets with those of other make. 





Not all merchants use it, but 
never was there a merchant who 
didn’t say it was a splendid plan. 


Can you imagine, as happened in 
Kansas, twenty-three 
people bidding on such 
an item as a square of 
mule-hide roofing? 


BIDDING WAS ACTIVE 
| The Red Arrow auction Saturdey 
siwas characterized by lively bidding. 
iIn addition to the regular premiums, 
peach merchant had given an extra 


ity 





Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 





TUBULAR RIVET & STUD 
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BOSTON 
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article, to be auctioned off at the 


close of the ‘silent’ auction to the & 


highest bidder. 
C. N. Stucker & Co.: 1, $19.50 teath- 


er bag, Jesse Bennett, $2,608.55; «2, @ 


$10 credit on. suit, Marjorie Johnern, 
$1,300; .3, $7.50 pair-trousers, Tru- 
man Selle,- $1,181; 4, -$6.50 hat box, 
Ella McCombs, $1,942.15; 5, $5.00 
yellow slicker, Davis) Ford, ’'$985; 6, 
$6.00 hat, no bid; 7)$2.50 shirt, Mrs. 
Cc. R. Wamsley, $6.80; 8, $2.25 Lee 
jacket, Richard Bratton, $367.10. 
Cameron Style Shop: 1, $5 credit 
on $25 spring coat, no bid; 2, 33 
credit on $25 spring dress, no big: 
3, one box Mohawk hose, no bid: 4, 
one house dress, value $1.95, C. ‘A. 
O’Neal; 5, one Rayon silk vest, 
Woodrow Rider, $200; 6, silk scarf, 
Ethelyn Dunaway, $515.39. 
" Owen & Murray: 1, $10 picnic 
lunch basket, Mrs. G. G. Brown, $2,- 
563.25; 2, $4 electric iron,-Mrs. Johy 
F. O'Conner, $1,260: :-3, $5 founthiy; 
pen, Billy Quigley, $710.55; 4, $3.5q 
perfume atomizer, Mrs. Charles Wilem 
5, thermos lunch kit, Stella Norm 
wood, $51@80; 6, 2-pound box of cant 
dy, C. E. Stinson, $400.50. ' 
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From the Cameron Sun, March 4, 1926 


Red Arrow Service is 
for the live merchant, 
who wants to do out-of- 
ordinary things, who 
wants to get his store 
talked about, who be- 
lieves the theory of “‘go- 
after” and not “wait.” 


No circular or 15-min- 
ute talk tells the story 
of Red Arrow Service. 
But it is an _ honest, 
proven tonic that a thou- 
sand merchants are to- 
day using, and what they 
say is more important 
than what we say. 


Just express by a card 
or note your willingness 
to listen—and don’t put 
it off till tomorrow. 





Red Arrow Service Co. 


Springfield 


iil. 


| 
: 1 
Just sign and mail ‘ 
° 4 
1 Mr. C. E. Depew, President, 
5 c/o Red Arrow Service Co., Springfield, Ill. ! 
' BEM 
t “I’m curious”—no obligation. - 
- : 
i ee eee RES AMS WARERETO CAS eeeR ROS SeeNes eens - 
a a 
; i in dade e NOUR AHEAD H NEE OO PERE OS - 
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Suggestions for Getting Your Share of the 


$333,000,000 Spent Yearly 
for Accessories 


spend approximately $333,000,000 yearly for 
automobile accessories. 


% * * 


Three Striking Facts 


PERE are three striking facts about the auto- 
mobile industry which few people appreciate: 
First, the average selling price of an automobile to- 
day is 33 per cent less than in 1914—and you get 
more automobile. Second, the general trend of all 
other commodities has been upward, showing an in- 
crease of over 50 per cent. Third, the world demand 
for American motor cars—555,000 shipped abroad 
last year—will further increase the volume and re- 
duce the cost of domestic manufacture. 


or Motorists throughout the country 


Carry Complete Lines 


N selling automobile accessories,” says C. Henry 

Turner of Geo. A. Lowe Co., of Ogden, Utah, 
“it is not only important to carry complete lines, but 
to employ men who know cars and the value of ac- 
cessories of different kinds. An accessories sales- 
man should familiarize himself not only with the 
stock that his firm carries, but also with the purpose 
for which item is intended by the manufacturer. He 
should know how to attach it on the car of a cus- 
tomer, if necessary, and how it should be used to 


the best advantage. If he doesn’t know the purpose 
of an article, he is apt to make false statements re- 
garding it, without any intention of deceiving the 
buyer, but which react unfavorably to himself and 
the house he represents.” The Geo. A. Lowe Co. 
carries a stock of accessories that averages between 
$6,000 and $7,000, including tires. The company 
turns its stock between five and six times yearly. 
%* * * 


Use Road Signs 


F you are continually asking people to stop at 

your store, there will be a goodly percentage 
who will accept your invitation and drop in on you. 
Dakota, Minn., has a population of 300 persons and 
is on one of the main State automobile trails. John 
W. Donehower, a hardware merchant of that town, 
placed at one-mile intervals for five miles in each 
direction on the highway signs, reading: 





SE 


J. W. DONEHOWER 
Tourist Camp Supplies 
Road Information | 





As a result of this bid for the business of the 
tourist, Donehower estimates that his extra sales 
average $150 per month 


Reading matter continued on page 90 
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GENCO Razors 


Finer than ever 
Order through your wholesaler 


GENEVA CUTLERY CORP., Geneva, N. Y. 











IVER JOHNSON 


BICYCLE — VELOCIPEDES 
SHOT GUNS — SAFE REVOLVERS 
ALL BIG SELLERS 





Iver Johnson’s Arms & Cycle Works 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake 8St.; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine St.; 
Ogden, Utah, 2327 Grant Ave. 



























Howes Yankee 


Made from Extra 
Heavy Steel , 


Damper Clips 
Handle and Rod 


in One Piece 


4” Rod 


Order 
Samples Throug h 
to trade Jobbers 


507 Medford St., 
Charlestown, Mass. 














ALL STEEL 
HOSE REELS 


Light No Bolts 
Strong No Screws 
Durable No Rivets 


MANUFACTURED BY 


McKINNON DASH CO., Buffalo, N. Y. 
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Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers 
Tools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had ninety-nine years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
Cc. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Belt Punches 











KEYSTONE AUTO “SOC-KIT” 


Seven different size sockets, socket screw driver and 


8 in. hex. s 

heavy gauge nickel plated steel. 

mechanics and car owners. 
“Keystone quality.” « Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York Chicago 


handle—all in neat pressed case of 
Ready seller to auto 


























Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, [il. 





















There’s nothing like 
snappy, neatly let- 
tered Show Cards 
for attracting instant 
attention to goods 
in a Hardware Store. 
And there’s noth- 
ing that will make 
neat, practical store 
and window signs 
so quickly, easily 
and cheaply as a 
NATIONAL 
SHOW 
CARD 
WRITER. 
Write for Inter- 


esting Folder 
and Prices. 


1602 University Ave. 


National Sign Stencil Co. 9?) Pau tg 
Pacific Coast Office—206 Chotiner Bldg., Los Angeles, Cal. 
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Farwell Safety Road-Light 


and Control 


Simple in design and adapted to 
general automotive use, The Farwell 
Mfg. Co., 1702 Summit Street, Toledo, 
Ohio, has recently placed on the mar- 
ket the Farwell Safety Road-Light and 
Control. It is very easy to operate 


 Kaamaatpezoaiee: > el 


Nol 


and the rays may be shifted from right 
to left, up or down by means of a 
control handle, attached to the steering 
column. 

One distinctive feature of this light, 
however, is that it cannot be raised to 
shine into the eyes of an approaching 
driver when swung to the left side of 
the road. By a further movement to 
the left, or to the right, it can be di- 
rected to aid in reading road signs, 
house numerals, street names, etc. 

Its construction is simplicity itself. 
It is easily attached to any car. No 
special tools are required. Two small 
bolts hold the lamp bracket in position. 
The control is clamped to the steering 
column, easy of access to the driver. 





New Zip Water Mixed Abra- 


sive Compound 


Designed as a fast, smooth, easy to 
handle and ready to use water mixed 
abrasive, put up in three grades of 
cans for grinding automobile valves 
and rough lapping cylinders, the Zip | 








Stomas Tid 
Clrade-Mark Registered} 


Abrasive Co., Cleveland, Ohio, has 
placed on the market what is desig- 
nated to the trade as the Zip Water 
Mixed Abrasive. 

As many motorists do their own 
service work and to aid dealers in 
stocking and displaying Zip, the firm 
is marketing its product in a display 
carton containing a dozen small cans. 

Zip is furnished in two, four, eight 
and sixteen ounce sizes. 


Sand Paper Display Stand 


The Minnesota Mining and Manufac- 
turing Co., manufacturer of sandpaper 











OO 
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and cloth, St. Paul, Minn., has an- 
nounced a new display cabinet for its 
— sand paper, as illustrated here- 
with. 

A feature of this new cabinet is that 
it takes up but very little space on the 
dealer’s counter and is low enough to 
be placed on the counter without obs- 
curing anything of value that might 





atta 


be behind it. The compartments have 
been arranged in such a way so as 
to permit the display of ten varieties, 
coarse, medium and fine emery cloth 
in addition to the seven regular grits 
sold by the hardware dealer. The 
pockets are large enough to hold an 
adequate supply of sheets in each grit. 

It is handsomely finished and makes 
an attractive addition to the dealer’s 
display material. 


New Chrome Vanadium 
Bonney Wrenches 


Two new Bonney ‘C-V’ chrome van- 
adium wrenches were shown at the ex- 
hibition of the National Supply & 
Machinery Distributors Association at 
Atlantic City. These new wrenches are 





for loom fixers and for millwrights. 




















The first is a wrench of a design | 


suited particularly for loom fixers and | 


repairmen of textile mills. It is short 


and stocky, and is unbreakable, being | 


made of “C-V” chrome vanadium steel 
properly heat treated. 

The millwright’s 
wrenches, made lighter, 
stronger than the old heavy type. 
With this new type of wrench, every 
requirement of strength is fulfilled, 





_and met, with this length and balance 


that has always been so very desirable. 

A complete list of the wrenches 
shown is given in Catalog No. 25, and 
the Miniature Catalog No. 26. These 
wrenches are made only by the Bon- 
ney Forge & Tool Works, Allentown, 
Pa. 


line consists of “S” | 


thinner and / facturer of field shells and other am- 


i 
| 
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| 


| 
| 
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All Steel Tent Poles 


The Niagara Metal 
Stamping Corp., Niagara 


Os Falls, N. Y., is now 
aie marketing the Premax 
Steel Tent Pole, full 


telescoping and packs 
into the smallest possible 
space, when not in use. 

This new device is ad- 
justable to any length 
between the maximum 
and minimum. It has a 
special clamping device, 
simple, positive and con- 
venient, ‘thereby elimi- 
nating ‘the use of sharp 
projecting pieces. 

Pressed metal caps at 
the top and bottom ex- 
clude dirt and water 
and prevent wear on the 
canvas. It is rust- 
proofed by the Parker 
Process and finished in 
an attractive black. 

They are packed in 
pairs in cloth bags or in 
plain bulk and make a 
handy addition to the 
sporting goods and camping line of 
any dealer. 














New Lawn Trimmer 


A new lawn trimmer, the shears of 
which are operated while the user 
stands erect, is a new device recently 
placed on the market by the Perfec- 
tion Stove Co., Cleveland, Ohio. 

The shears are fastened by swivel 
joint to a wooden standard with a pair 
of waist-high shear-operating handles. 
A slight touch of the hand or foot 
swings the shears into any desired po- 
sition, so that grass may be trimmed, 
without stooping or kneeling, under 
shrubbery, along walks and in other 
places that are hard to reach with the 
ordinary shears. 

The Perfection Lawn Trimmer, like 
all other Perfection products is dis- 
tributed direct from the factory and 
its six branches to the retailer. 


New Sprinkler Spray Maker 
for Lawns 
The Western Cartridge Co., manu- 


munition features, East Alton, III., is 






f r= ==. 


Ary 
sernay ‘MAKER 
ATENTS PENDING Sg * 


now marketing a new specialty in the 
form of a simple and inexpensive lawn 
sprinkler, known under the trade name 
of SPRAY MAKER. 

It works on the principle of a jet of 
water directed against a spreader of 
scientific design that disperses the wa- 
ter in the form of a fine, misty spray, 
over a large area. 


CARTR "Cc 0. 
EAST AL TOUR U.S.A. 
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WINSLOW'S 
NP 


The Samuel Winslow Skate Mfg. Company 
Worcester, Mass. 






WANTED REPRESENTATIVES 
T 
































tH#€ STEWART IRON WORKS CO. 


INCORPORATED 


CINCINNATI. OHIO 





225 STEWART BLOCK 








Manufactured and 


EVEREADy rors 


COLUMBIA NATIONAL CARBON CO,, Ine 
Dry Batteries “0. com 


Atlanta 
-they last longer 


Chicago Dallas 
Pittsburgh 


Limited, Toronto, Ontario 


Robertson “Horse Shoe” em Hammers 


Permanent magnet which holds 
the tack in position for driv- | 
ing. Awarded the Silver Medal 
(the oe offered) at the Panama- Pacific maatticn. 
pro 
Name and design trade marks registered U. S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 











Kansas City 
CANADIAN NATIONAL CaArRBon Co., 
Plain or enameled in 


STRATTO =~. 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and aw dried. 


STRATTON MFG. CO. Stratton, Maine 








Plug Counterbore 


. Made mm two sizes, 

34 and! inch. 

The Conn Valley 
Mfg. Co. 

Centerbrook, Conn. 
U. S. A. 





A Labor Saving Tool 














Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 


Send for samples and prices 
MASSASOIT MANUFACTURING CO. 





Fall River, Mass. U. S. A. 
New "York Offl©ee -----+777e7° 350 Broadway 
Chicago Office ------* 189 West Madison St. 
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BAND "LE NOX” saws 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 





“The Joots in the Pia Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS — BAND SAWS — SCREW DRIVERS - GLASS CUTTERS 
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Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 

‘‘Licensed under the General Electric 
Company’s Incandescent Lamp Patents.”’ 

















STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tien. None sell so readily to 
Barbers and Horsemen. We 
make both kinds. 


American Shearer Mfg.Company 
Nashua, N. H. 














WESCO TIRE CHAINS 
GUARANTEED 


7 W E cS co Western Chain Co. 


Chicago, U. S. A. 





TIRE CHAINS 2 











THE GENUINE 


HUNTER’S SIFTER 


The Standard of the World Since 
1880 






Imitated But 
Never Equalled 


The Fred J. Meyers Mfg. Co. 
Hamilton, Ohio 











Reichard Magic Weeders 
a Fast Selling-Line 


The garden enthusiast is attracted by 
their many features including their ex- 
clusive spring-tocth co rs struction which 
prevents clogging. A ull line of Reichard . 
oe Wee: See rs will be pa stantly ‘‘digging up’”’ Retails 
Fr. H. REICHARD MFG. CO ——— 

F. H. RE - . te 


Bangor, Penna. 








BROWN @ SHARPE 
% sxele) 
Made Best 
They Give Complete Satisfaction 


TRADE MAAK Catalog on request 


BROWN & SHARPE MEG. C( ). eueh slela alee R., fi { l, . 





NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 
The New Britain Machine Company 


New Britain Connecticut 
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Insist on 


“SHELBY” 


The Best in Hardware 


Ask for catalog showing our complete line 





The Shelby Spring Hinge Co. 
SHELBY, OHIO 


Coast Representatives 
Pond Hdwe. Specialty Co., Los Angeles, Calif. 
D. L. Herman, Seattle, Wash. 

























SECTIONAL 
VIEW 









Here’s the basis of exceptional sliding door service 
for barns, sheds, garages and other buildings. A com- 
bination of strength, practical features and_ service 
qualities, so satisfactory and enduring as to influence 
the most discriminating of buyers. 

Neat and attractive too, with adjustable features or 
with plain hasp, and distinguished r its carrying 
power, light operation, storm, dirt and bird proof con- 
struction—expressed in modern terms, the Myers New- 
Way Giant Adjustable Tandem Hangers and heavy 























tubular girder Steel Track are worthy of a place in the 
stock of any dealer. . ADJUSTABLE 
A leader with many progressive accounts—it offers TO MOVE 
the same sales possibilities to you. Catalog and prices THE DOOR 
on request. TO OR FROM 
BUILDING 












MYERS NEW WAY GIANT 
TUBULAR GIRDER TRACK 







ADJUSTABLE 
a TO RAISE 
OR LOWER 
THE DOOR 











i! F.EIMYERS & BRO.£o. 
ASHLANDB, OHIO. 
Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for E 


STEMS-HAY and GRAIN UNLOADING TOOLS - BARN.FACTORY end 
ATER SY -HAY a - fine hae 
WATER SYS'GARAGE DOOR HANGERS- STORE LADDERS. Etc. 











MYERS TRACK COVER 
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BOB-A-LAWN 


‘“‘The Pushless Lawn Mower’”’ 


Here is the new sensation—the Motorized Hand Lawn Mower. 
It takes the place of a Power Lawn Mower, yet it sells at a 
price that puts it in the Hand Mower class and does everything 
a Hand Mower can be made to do. 


Sells on Sight 


Every Park and Cemetery, every Court House Grounds, every School 
House, every Country Estate, every fine Home Lawn needs the Bob-a-Lawn. 
It reaches the little corners and patches that are hard to cut—along the walks, 
under the bushes, in the corners—just as easily as a 
hand mower. Speed up to 3% miles an hour. Fin- 
ished in bright aluminum and black enamel—very 
handsome. Weight, complete, 95 Ibs. 












Write for liberal exclusive agency proposition. 


Power Units, Inc., 655 Jackson St., Jackson, Mich. 
East of Mississippi River 


Cushman Motor Works, 1005 N. 2ist St., 


Lincoln, Nebr. 
West of Mississippi River 














GOREN 





Weed Screws 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Steve Bolts 

Tire Bolts 

Agricultural Belts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 
Steve and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 

S.A.E. Nuts 

Jack Chain 

Plumber’s Chain 

Rest Cha _ UNIFORM QUALITY and ADEQUATE STOCK 
Furnace Chain 


Ladder Chain The CORBIN SCREW CORPORATION 


Sash Chain 
The American Hardware Corp., Successor 


Escutcheon Pins 
Speedometers NEW BRITAIN, CONN. 





MAN ee ay 


VV pie 





Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayten, Ohiec 


CORBIN 
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Rivets, Roofing Nails, 
Scratch Brush Wire, 
and Pipe Couplings. 


THE BRIDGEPORT SCREW CoO. 


Bridgeport, Conn. 


Representatives: 


George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
G. 





RY 
BRIDGEPORT. CONN. 





M. Baird & Co., Memphis, Tenn. 



















-BABCOCK: 


SPRUCE LADDERS 
| D for LATEST _— & PRICES | 


SW.W. BABCOCK C2 


oe a—~ N.Y. 
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For Every Taste, Purse and Purpose 


INGC 


Bath Room Fixtures 


A good window display of RINGCO Bathroom Fixtures 
is bound to attract sales because RINGCO |*ixtures appeal 
to so many indtvidual tastes and pocketbooks. 





The RINGCO [Line embraces over 300 different itemms—a 
line that contains everything desirable in bathroom 
hixtures. 


Here's something to remember: <A sale of a single 
piece of RINGC® often results in several repeats. [urther- 
more, the beauty, permanence, and utility of RINGCO 
Fixtures arouses comment among the owner’s friends 
resulting in further sales from the dealer who made 
the original sale. 





American Ring Company, Waterbury, Conn., U. > A. 


New York, 2 Hudson St. Chicago, No. 29 E. Madison St. 
San Francisco, 116 New Montgomery St. Boston, No. 170 Summer St. 
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(Steel Wool in Readi-Form) 
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BRANCH OFFICES: 

























































































































The new self-seller! Handi- Rolls come in :: - Q 
This new Handi-Rolls package puts new life into Steel Wool Te noamen 

sales! It’s American Steel Wool in its most convenient form. a 

Convenient for the consumer, because it gives hand comfort and 12 dozen to the case, Nets rt 


it’s not necessary to pull steel wool apart to get enough to use. 








’ 
Just show your customers how these convenient rolls fit the hand 
and fitthe work and your sale is made. These rolls are patented and 
are just right forthe many uses for which Steel Wool is employed. 


American Steel Wool Mfg. Co. Inc. 
9-11-13 Desbrosses St., New York, N. Y. 


Write for samples, 
mentioning your jeb- 
ber’s name and city. 
Display and show 
ecards, electros and 








wuished free. 
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go” Adjustable Plane Gauge 


vauge may be quickly attached to a plane and will guide it in 
planing bevels of any required angle, or in planing square joints, 
entirely without the use of a try-square or 
bevel. Also other styles. Send for Circular 
and Discounts. 


Manufactured by 
E. C. STEARNS & COMPANY 


Syracuse, N. Y., U. S. A. 


Sales Representatives: 


R. VOORHEES & CO., 417 Market St., San Francisco, Cal. 7 
THOMAS A. TROY, 150-152 Chambers St., New York, N. Y. [- 
GEO. J. M. RAMSDEN, Canadian Representative, St. Thomas, Ont. 






For Iron or 


Wood Planes 







partied 

















The Most PRACTICAL BETTER LOCKS 


Weeder Made nail 
Sells for ONE Dollar 
The Holmden Lawn Weeder sells BIGGER P ROF IT 5 


well for several reasons. It is easy 

to use—a child can use it; Destroys 

the roots; Sells for only one dollar. 

This weeder fills a need that has al- 

ways existed. It will sell as well in 

your store as it is doing in others. 
Write for discounts. 


Holmden Lawn Weeder Co. 
Place fork of 


Weeder over weed 1106 Schofield Bldg., Cleveland, O. 
and push 


INCREASED 
SALES 


can be easily 
obtained by 
handling the 





Neo. 250B 


lines. The Glass Knobs are beautifully designed, ground and 
polished, silver backed, giving high lustre. In short, a REAL 
‘““‘BUY’’ and easy to sell. We have many more attractions to offer 
among which is our patented Dead Bolt Night Latch. 


Send for our new catalog No. 7—0our line will interest you. 


BRANCHES 
-; ie oy $900 00600060008 0606 60S SNH) Os 66.0008 New York City 
i er rtTiTtr tT Te Philadelphia, Pa. 
213 Diate ee Dn DE cusedudees 600060 veee bees Detroit, ‘ge 
oo eS oR rrr ry te ee ee Chica Th. 
Pt tc. <b 6o6eseeee ¥b6sGoeenceecestiooeses San Sesnstosn’t Calif. 
De Me Gy 60-60 00605600 06000 00eeeeen ene csenes Los Angeles, Calif. 


QDINDEPENDENTIOCKCO.G> 


Fitchburg, Mass., U. 8S. A. 


Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sete, Key Blanks, Auto Switch Keys and Hardware Spectalties. 





Twist and pull Weeder Take weed off Weeder 




















Copper and Bronze 
FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CoO. 


ROME ‘N.Y. 
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Stetson’s Combination Cushion Chair Tips 
are made from selected sole leather. The 
chair is able to move about freely without 
noise or scratching the floor. The felt washer 
acts as acushion. This line is only one of our 
big sellers. Write for catalog. 


Elastic Tip Co. 








370 Atlantic Ave., Boston, Mass. 


Tips For Hardwood and Marble Floors | 


(z ales Hae 
elle) Buyel. 
ate atalog 





en page 768. 
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Every one of your customers can use two 
or more sets of these practical screen door 
guards. Applied in five minutes, they pro- 
tect the screen against sagging and bulging. 
They re-enforce the door and prevent the 
unsightly appearance of a broken, shabby 
screen. 

Made in five standard sizes to retail at 75c 
to $1.00, according to size. 


Let us put you in touch with 
the nearest Donley Jobber. 


The Donley Manufacturing Company 
10585 Quincy Avenue Cleveland, Ohio 











ros 


(FLIES 


BE) 


Better 
Machine Screws 


for the 
Hardware Trade 


HARVEY — 





















Here are a few 
of the many bz 
“YANKEE” Drills 2 a 
carpenters 
are buying 














your way. 


competitor. 


BETTER STOCK ’EM 
Your Jobber has them. 


* NORTH BROS. MFG. CO., Phila., Pa. 


With a few of 
each on hand you 
can swing this trade 


Do not pass it up to your 
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DOOR-STAY AND HOLDER 
Nos. 38 and 39 


The two curved arms “B” are of spring steel and 
furnish ample spring cushion. To hold the door open 


turn thumb piece “k’”. This applies to No. 388 only. 


The No. 39 Door-Stay and Holder is identical to No. 

. With the exception that thumb piece “E” is made 
a stationary block, so designed, that by applying a slight 
pressure to the door, this block will engage the curved 
\ 


arms “BB”, holding the door in an open position. 


slight pressure at the handle of the door will either 


neva ge or release the hold-open feature. 


Circular upon re q ive st. 






THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 


HELLER’S ADVICE 


On proper store arrangement, display and storage 
problems can absolutely be depended upon. 


“Heller's Reference Book on Hardware Store Shelving 
will help you plan for greater sales."" Send Coupon 
TODAY for your copy. 

W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 20 Vesey St., New York City 
W. C. HELLER & CO., Montpelier, Ohio 


Please send me your reference Book No. 27-A on Hardware 
Store Shelving. 


TE ssendenddiodocoes 6 606d 008s 50660600 ccbbsdeeeeeeet . 
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CHICAGO, ILLINOIS 





(Reg. U. 8S. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 

DRIVE SCREWS 

STOVE BOLTS 


» 
PPP ER EPL ER 


Quality 
Samples Gladly on Request 
CONTINENTAL WOOD SCREW CO. 
New Bedford, Massachusetts, U. S. A. 























Progressive 


HARDWARE DEALERS 


Say: 





“If our business has been bettered by, with 
and for the patrons of this store, it is because 


we have served them a bit better.” 


SEXTON 
Underground 


GARBAGE 
RECEIVER 


is an example of superior 
service—both for the seller 
and the man who buys it! 


Send for complete catalog 





Sexton Can Company, Inc. 
Everett, Mass. 
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“You would be surprised to find out how many homes are 
without CLOTHES WRINGERS!” 

The above remark is made to us often by House to 
House Canvassers. 

You can profit if you will display Anchor Brand 
Wringers and suggest the purchase of one to each 
customer. 

Every household needs and should have one or more 
Wringers. 








Stock and Display 
ANCHOR BRAND Clothes Wringers 


Lovell Manufacturing Co., ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World 



































| Sifaisoel] 
Z:*Wkem “BUILDERS” 


build Profits 
for You 


All-Steel 


Railroad cars, steamships, 
aeroplanes and other 
means of travel have 
repeatedly demonstrated 
the greater strength ol 
steel over wood construc- 
tion. 

In screw wrenches a 12 
inch All-Steel COES 
Wrench has withstood a 
testing strain of 1,790 
pounds, without break- 
ing, which load is greater 
than would ever be put 
upon it in actual every- 


dav work. Sizes: 6” to 
21” ; 












Building activity means an 
added demand. Better brace up 


your stock of carpenters’ pencils. 


No. 660 illustrated is flat, octa- 
gon shape, MZDIUM lead, red 
polish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work. 
This pencil can also be had in 
JHIARD lead under our trade 


number 659. 
nd for samples and prices. 


SLylaisoel] PHILADELPHIA me tl 






Keep supplied through 
your jobber. 


Coes Wrench Co. 


“In business since 1841” 











W orcester 





Selling Agents 


i i. CM Ms on 6 oe oo 29 Murray Street, New York 
JOHN H. GRAHAM & CO......... 113 Chambers St., New York 
PENWICK PRERES...ccccccecs 8 Rue de Rocroy, Paris, France 














Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., °°" 72" 


Selling Agents 


: Wiebusch & Hilger, Ltd. 
No. 1111—6 inches Wide Heel Cut Back 
New York 
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“A Tack Is a Tack” 
True, But Consider— 





Baur Tacks have not much in com- 
mon with “just tacks.” Here’s how 


they differ: Perfectly centered 
heads; Fine blued finish; Packed 
without dirt or dust; Sharp points; 
Free from slivers. 


Why not sell the good kind? There is more 
profit and good will in it for you. 


BAUR TACK CO. 
Indianapolis Indiana 


Manufacturers of a complete line of high quality Double 
Tacks, Staples and Clout Nails. 


“Fix Up” Hardware 








Motorists are Demand 





al 


Fastened with 







“Auvecolite” Jy 


Moulding 






in cardboard tubes No. 6—%,” No. 100 
a \aiee cael nickel plated Nail for 
: drive screws wood 

can’t snarl or curl 


while you work. 





“‘Snugger” Glass Channel 


absolutely rattle-proof ... 
keeps out draughts and rain 
; . phosphor-bronze 
spring in snug felt channel. 











thing for now 
—50-ft. lengths 


€ Gutilo-Velucle Ravtils Co, 


Manufacturers 
3319 Colerain Ave., CINCINNATI, OHIO 

















Manufacturers of Paint and Varnish~ 
Have You Ever Considered The Fact 


That 


THE DEALER 


Means As Much To You As The Consumer ? 


To secure the proper distribution of your product you must create a 
dealer demand as well as a consumer demand. The buying public you 
reach through national advertising needs the stimulus the dealer can 
give them if he is “sold” on your product. 

Hardware Age reaches every one of the worthwhile hardware dealers— 
wide awake merchants who know how to sell a worthy product. Tell 
these dealers your story in Hardware Age and make your product well 
known to not only the consumers but to those who are closest to them, 


the dealers. 
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Square and Level 


Our New Line of Combination 
Squares and Levels is meeting 
with great success. 


These popular tools are made to 
afford the user every conven- 
ience, are accurately marked 
and easily read. Live sellers at 
a good profit. 


Write for Literature and Trade-prices 


A\MERICA Rule Mfg. Co., 


486 Johnson Ave., Brooklyn, N. Y. 








quickest to sell—easiest to apply and 
aoe most satisfactory spring hinges 
made. 


Send for New Catalog 47. It is a 
big help in ordering. 


Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 

















Sell the Best 
we aS HARDWARE 





© For Hard-wear 


For more than 48 years 
frome, Bommer Spring Hinges have 
maintained their leadership and 


others. 


SS They have kept pace with the 














Ke) proven their superiority over all 
lo 


times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINGES 





ARE THE BEST 


Replenish your stock with Bommer. 


They are in universal demand—are 


Your Jobber handles Sheen, 























Offer Your Customers 


a REAL Rubbish Burner 
This Spring — 


The SKYSCRAPER 


RUBBISH BURNER 





Made from _ heavy 
high carbon _ steel 
strips _ electrically 
welded to a solid one- 
piece frame. 


You can sell these 
burners to factories, 
stores, farmers and 
home-owners who 
want a_ substantial 
rubbish burner and 
one that will Jast. 


Put in your stock 
now. Spring Clean-up 
Time is almost here. 





H. B. BORNSIDE 
6 Winter St. 
Providence, Rhode Island 























BEISSER 
KEY 
MACHINE 
NO 


OTHER 
MACHINE 


CAN 
EQUAL 
IT 


No investment you could make is as 
rofitable as a Key-making department. 
any expert locksmiths have regretted 

buying other machines before seeing the 

Beisser. 

Here’s what the Beisser does: 


(1) Cats any kind of key com- 
lete in one operation 

(2) akes Yale Keys in 20 sec- 
onds 

(3) Eliminates hand-finishing 

{5} Cuts four flat keys at a time 

5) Requires no experience to ope- 
rate 

(6) Makes keys by number with- 
out taking lock apart 

(7) Cuts Bitt Keys, side and upper 
grooves as well as length and 
width in one operation 

(8) No swiveling or adjusting 
necessary 


Let us tell you what a complete Key- 
making Department is, investment, oper- 
ating cost, everything. Write today. 


Beisser Key Machine Co. 
407 East Fort Street 
Detroit, Mich. 


TTP Ee 
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The same solid steel, one-piece 
tip that has made True Temper 
Rods famous for their wonderful 
casting “‘action” is used on every 
rod. Five styles of grips, with 
choice of finish, mountings and 
covers, make a variety from which 
to select. 


THE AMERICAN FORK & HOE Co. 
Sporting Goods Division 
General Offices: Cleveland, Ohio 


= nil 


IRUE TEMPER FISHING Roos 
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Cyclone Li a Ww n 


: 
prinklers: 
w. Dp. AJ_LLEN mre.co. | 
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. Nationally Distributed ( 
} Chicago Through the Jase | New York 

















CAPITOL etncncvactive 


The handiest of all lawn 
tools. Makes a lawn look 


neat, well cared for. 


It’s easy to trim and edge 
with the Capitol. 


That’s why the demand has 
increased from year to year. 


Granite State 
Mowing’ Machine Company 


HINSOALE, N. Ho 


YER } CUSHION 


SDERS 
“|-H Insure perfect shelf service for any line of merchandise. 
—H| Deep tread steps, properly spaced, with convenient full 
length handholds on both sides of ladder permit mounting 
4 or descending with ease. Both hands free to remove or 
| replace stock without danger of falling. Cushioned Tired 
4 Trolley and Truck Wheels eliminate noise and prevent 
1 vibration. Erection as simple as A, B, C. Utilize 






































small space. Make top shelves safely available ’ 
for stock purposes. One style--neat of 2Ml 
desi lel Geied-ay a Be 
© a. SAND: 
soqeett ASH oHlo- 











Breve) an Cohan bite imei 


Russell Jennings 


; 
stamped on the round of our 


Auger Bits 


The original doubie twist auger bit, pate atane by 


Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 








DROP FORGED 
WRENCHES 


ed and proportioned to give stiff- 






Design 

ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, Ill., U. S, A. 











BARROWS 





“nS 





Send 
for 
Catalog 
STERLING MILWAUKEE 
WHEELBARROW CO. WISCONSIN 
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DEALER AHOY! 


Springtime is boating time. 


Wander down by any beach. Stroll along the bank of any stream or 


the shore of any lake. The activity of the small boat owners is plainly evident. They’re scraping, scrap- 


ing, scraping or painting, painting, painting. 


The average water-side hardware man is content to sell them merely paint and varnish. Don't 
let it go at that! They want ropes, anchors, fittings, chain, oars and numerous other items of marine 
hardware. A small stock of such material will prove a profit-maker. Moreover, it’s a line that is per- 
fectly stable. While the average car owner buys a new model every two or three years, the motor- 


boat owner “stands by” his craft much longer. 


They'll soon be “casting off,” these men who go “down to the sea in ships.” 


make their vessels “seaworthy”? 


GE 0 0 0 0 


Are you helping 
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Screw Plate Sets 


“The Line That Keeps Moving” 


It takes steam to make the engine “Go” and it takes more than 
good materials to keep tools moving. 

We’ ve built “Go” as well as Quality into the complete line of 
Threadwell” Tools. Get the Catalog. 


The THREADWELL TOOL CO., Greenfield, Mass. 
OFFICES: 

New York City, 396 Broadway Cleveland, 135 St. Clair Ave., N. E. 

Philadelphia, 809 Harrison Bldg. San Francisco, 604 Mission St. 

Rochester, N. Y., 246 St. Paul St. Detroit, 1323 Dime Bank Bidg. 


HARDWARE AGE 103 








American Steel & Wire 


WIRE = 


Chicago, New York, Boston, 
Denver, Birmingham, Dallas, 
U. S. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 
BARBED: Elwood Glidden, Glidden, Am. Special, 
Waukegan, Baker Perfect, Aliwood Junior, Lyman. 
NAILS, SPIKES, STAPLES, "TACKS, Hot Galvanized Nails. 
ZINC "INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Banner, Steel Gates. 
BANNER (formerly Arrow) STEEL POSTS. 
CONCRETE REINFORCEMENT. 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 
WIRE for every purpose. 
Quick Delivery. Write us for selling plans. 
























The Champion No. 30 


Automatic Blow Torch 
Built to last a lifetime. Will give a 
flame of 1700° for three hours on one 


filling. Equipped with a detachable 
shield for outdoor work. 


This handy torch sells. 


The Lenk Mfg. Co. 


36 Merrimac St. Boston, Mass. 





Blows Itself 











Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 

Representative jobbers distribute A-P 

products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., Danville, Il. 


TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS +» COTTON TWINES 














| PAINE STOVE BOLTS 


As Good as the Best 


One hundred bolts and nuts 
in a strong, substantial box. 


In bulk if you wish. 
Prompt deliveries. 
Sold to jobbers only. 


Samples and discounts on request. 
No charge. 


THE PAINE COMPANY 


2949 Carroll Avenue, Chicago, Ill. 
33 Warren Street, New York, N. Y. 
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| Buffalo 


~A BETTER WIRE CLOTH" 


“Buffalo” standard hardware 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh, uni- 
form  selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 
wire. 

Write today for catalogue No. 8-A.B. i 


BUFFALO WIRE WORKS CO., INC. 





_—_ Terrace ‘ sacar Buffalo, N. Y. 













WIRE | 





ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALLEN ie 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % in. to 1% in.; 
any length, point or thread. Also Socket-Head Cap 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO.tiartForp. Conn: 
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lassified Opportuni ies 





May 20, 1926 





| Classified Advertising Rates 
h 
Opportunity Exchange Section She adiitensd 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


_ Positions Wanted Advertisements . 
50% off the above rates 





Address your advertisements and replies to 





Set Solid, Minimum of 5 lines... . $3.00 
Each additional lime........... .60 
4.00 


Each additional one line....... .80 
Allow One Line for Keyed Address 








{ 
| 
| All Capitals, Minimum of 5 lines.. 
{ 


Discounts for Classified Advertising 


4 insertions, 10% off; 8 insertions, 15% 
off 
Remittance Must Accompany Order 


Hardware Age, Classified Oppor- 
tunities, 239 West 39th St., New 
York City 


Hakpware Ace is published each Thursday 
Forms close Ten Days oe date of 
publication 




















PARTNERSHIP DISSOLUTION SALE 


OF ENTIRE PARTNERSHIP REAL AND 
PERSONAL PROPERTY AND GOOD 
WILL OF S. W. CORNELL—HARDWARE 


121-125 Court Street, Brooklyn, 
Te be held on the premises by order of the Supreme Court. 


{ 
{ 
f 
{ The real property consists of the land and buildings 121, 121%, 
123, 125 and 127 Court Street, and 214 State Street, comprising 
{ corner property of 100’ x 125’ at Court and State Streets, 3 blocks 
{ from Borough Hall, Brooklyn. 
{ he personal property consists of large, valuable stock of hard- 
ware, tools, factory and miscellaneous supplies, complete set of 
fixtures and office equipment, 3 Reo Auto Speed Wagons, years 
1923 and 1925. All ready to carry on and continue a going, 
profitable business, established 1879 at this location. 
will, stock, fixtures and other partnership assets (except 
real estate) to be sold daily beginning June 8th, 1926, starting | 
each day at 10 A. M. 
) Real estate to be sold at 3 P. M. June 14th, 1926. 
Stock and property can be inspected between the hours of 
10 A. M. and 4 P. M. after May 28, 1926. 
The real and personal property will be separately offered for 
sale both by lots and as an entirety, and will then be together 
offered for sale as an entirety. 

Private bids may be received up to within 10 days before 
the sale. 
HENRY A. CORNELL, Liquidating Partner. 

















| Sales Organization Wanted 


| A well established manufacturer in the Middle West 
() with modern facilities for large production capacity 
of Iron and Brass Wood and Machine Screws wishes 
to connect with an established sales organization 
selling to the hardware jobbing trade. Commission 
basis entirely. This organization must be travelling 
15 men or more over the entire country and capable 
of introducing this line at regular market prices. 
Please state full particulars in first letter. Address 
Box H-107, care of HARDWARE AGE, New York. 














BUSINESS OPPORTUNITIES 





FOR SALE—GENERAL HARDWARE STORE, fixtures and stock. 
Brick building, flat over store. Stock inventories $10,000. Tin and 
plumbing shop in connection. Business well established. Located in a 
thriving town on the Dixie Highway, 38 miles from Chicago. Sales 
$50,000. Selling price $26,000. Reason for selling, old age. CRETE 
REAL ESTATE EXCHANGE, Crete, Illinois. 


SAVE ON PRINTING—S5000 Special Statements $8.00, size 6% x 7, 
on 20 Ib. Bond, can be used with window envelope. 1000 Letter Heads 
8% x 11, 20 lb. Bond, $4.00, reduction in larger quantities. Samples 
ae on request. THE YORK PRESS CORPORATION, Gouverneur, 








A PATENT HAS BEEN GRANTED me, of exceptional merit, for 
a new and improved lawn rake. I am looking for a manufacturer who 
would be interested in marketing this invention. Patent serial number 
is 100500 Division No. 1. If interested write for specifications to S. C. 
KENYON, 703 Third St., Grand Rapids, Mich. 


FOR SALE—HARDWARE AND FURNITURE STORE in Columbus, 
Ohio, with stock invoicing about $30,000. Business has been making 
money consistently and is attractive proposition for right party. Reason 
‘or further details 





for selling, owner's time taken up by other interests. 
address 


r. T. R. CROCK, Box 245, Jeannette, Pa. 





BUSINESS OPPORTUNITIES 








) CASH FOR IDEAS 


$25 paid for each accepted design for counter display 
eases for Pocket Knives, Hunting Knives, rs, 
Butcher Knives, or for any other article. Send sketc 
or model to World’s largest Builders of Display Cases 
of Wood and Glass. SPECIALTY DISPLAY CASE CoO., 
Dept. 62, Kendallville, Indiana. 














MEN WITH SMALL CAPITAL to have own hardware business, sell- 
ing builders’ hardware to the architect, owners and contractors, in_West- 
chester County, N. Y., Connecticut, Long Island and New Jersey. 
by New York Hardware Corporation of high standing, with stock and 

ow rooms. Must have experience in builders’ hardware lines and_ be 
able to read plans and make schedules. Give full particulars when 
answering. Address Box H-94, care of Harpware Acz, New York. 


FOR SALE—THE EXCLUSIVE RIGHTS and patent of an article 
sold to the hardware trade. A national market for same. The only tool 
of its kind and no competition. Will prove our sales and show you the 
demand. Address P. J. KOHLER, 1923 Carson St., Pittsburgh, Pa. 


WHOLESALE GOING BUSINESS AT invoice doing about $100,000 

business a year in Cincinnati, Ohio. A good opportunity with several 

positions. Factory and wholesale distributors. Want to retire. 
Address A. MEYER, 768 Mitchell Ave., Cincinnati, Ohio. 


FOR SALE—Hardware and Crockery business in good location, will 
invoice about $8,500; low overhead. Owner wishes to get out of business. 
Address Box 912, Ogden, Utah. 


STORE FOR RENT—Wonderful opportunity for 
business. Pennsylvania town, no housefurnishing’ store there; 1 
cent location. Address Box H-89, care of Harpware Ace, New York. 


HARDWARE AND PAINT STORE, West Harlem, N. Y. City, 
wishes partner, established 3% years. Sales $30,000. Unlimited possi- 
bilites. Address Box H-108, care of HArpware Ace, New York. 














housefurnishing 
per 








HELP WANTED 


WANTED—A MAN EXPERIENCED in handling contract trade; one 
with a sales record back of him; not over 35 years of age; must under- 
stand all details connected with estimates from blue prints and be capable 
of making up schedules therefrom. Experience as well is required in the 
sale of wheelbarrows, shovels, and all special equipment carried for con- 
tract trade. Address—Box 647, Topeka, Kansas. 


WANTED—YOUNG MAN not over 30 years of age with builders’ 
hardware experience. Must be capable of handling contracts, taking off 
specifications from blue prints, etc. Give full particulars in first letter as 
to experience, references and salary expected to start. Address Box H-101, 
care of Harpware Ace, New York. 


ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpware Acz, New York. 


POSITIONS WANTED 


RETAIL HARDWARE CLERK, over 20 P pana experience in all de- 
partments of business buying, selling stock and store arrangement, window 
trimming, etc. Good salesman and personality. Nine years in last posi- 
tion. High grade business references as to ability, character and responsi- 
bility. Address Box H-84, care of Harpware Acz, New York. 


SALESMAN OF LONG EXPERIENCE wishes to represent reliable 
hardware manufacturers of high grade products in Dallas and Fort Worth, 
Texas, and surrounding territory; wide acquaintance with dealers in this 
vicinity. Best of references available; University education; married. Ad- 
dress Box H-98, care of Harpware Acz, New York. 


YOUNG MAN EXPERIENCED IN retail hardware business wishes 
sition in this field. Capable of taking charge of sales. Now employed. 
eferences. Address Box H-103, care of HArpware Acgr, New York. 
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CLASSIFIED OPPORTUNITIES—Continued 





POSITIONS WANTED 








Sales Representative Plus 


The kind of man who understands the making of cus- 
tomers as well as the making of sales and who knows 
how to build business relations that endure. He has had 
twenty years’ selling experience and in that time has 
had but three connections, and now will consider only a 
permanent position with promise of a future worth while. 
He has a good acquaintance with the jobbers from Ohio 
to and including the Pacific Coast, and is accustomed to 
volume business. Earnings past year about Seven Thou- 
sand Dollars on salary and commission basis. Corre- 
spondence solicited from high-class concerns who place 
value on the right kind of man. 


Address Box H-105 care of HARDWARE AGE 
) New York | 


t. 








SALES REPRESENTATIVES WANTED 


| Agencies Wanted 


for hardware, building products, automo- 
bile accessories and allied lines. Well or- 
ganized and financed firm of experience, 
well-known in the hardware, building 
and garage trade in Metropolitan District 
including Long Island, would like to 
hear from interested manufacturer. Ad- 
dress Box H-95, care of HARDWARE AGE 


8 New York. ; _§ 























SALES ACCOUNTS WANTED 





MANUFACTURERS’ WHOLESALE REPRESENTATIVE AND 
DISTRIBUTOR, now selling the wholesale and retail trade with office, 
salesrooms and warehouse facilities at Phoenix, Arizona, the largest and 
only logical point for distribution in the Southwest, includin estern 
Mexico, desires to add several non-conflicting lines of standard tools, 
hardware ~ Hea cw and kindred equipment, to present lines. _Manufac- 
turers desirin ng RDN class wey in this territory write ““MACHIN- 
ERY AND HARDWARE,” P. O. Box 1978, Phoenix, Arizona. 


THIS ORGANIZATION, RESPONSIBLE in every respect, maintains 
office and stockroom space in New boon = " distributing in New York, 
New Jersey, New England territo shes absolutely the best pos- 
sible connections with the trade, arc a. ‘ean builders, and are interested 
— in representing a single sizable og manufacturer. Address 

Box H-100, care of HAarpware Acz, New 


MANUFACTURERS’ REPRESENTATIVE HAVING connections 
with the hardware, mill supply and industrial trades in the North Atlantic 
and New England States, desires one or two additional lines with merit. 
Preferably small tools, etc. Address Box H-76, care of HARDWARE AGE, 














NEW ENGLAND’S LARGEST DIRECT factory organization repre- 
ialties have 


senting twenty-five manufacturers’ lines of staples and s 
several openings on their sales staff for high-grade, live-wire representa- 
tives with established following among department, hardware, drug and 


asis, weekly settlements. Must be 
Villian to devote entire time to our lines, and Once? a car. Fine 
opportunity. In first communication state ter sired and give 
highest grade references. INTERNATIONAL SALES” ‘COMPANY. #93 
Federal St., Boston, Mass. 


general stores on strictly commission 





DISTRIBUTORS WANTED—We desire to place men with selling and 
executive ability to represent us in New England, Southern, Middle West 
and Western territories. Our line of labor-saving equipment for com- 
mercial use is established. Opportunity to sell our line on commission 
basis. Distributorship after you are convinced of the possibilities. See 
MR. ANDERSON, 105 Hudson Street, Suite 810-14, New York City. 





SALESMEN CALLING REGULARLY ON retail hardware trade to 
sell Carbo Magneto sharpening stones and grinding wheels as side line on 
commission basis. Guaranteed goods that bring the repeat orders. ws 
transportation allowance as extra inducement to dealers. Liberal 
mission. Prefer man traveling by auto. GOODRICH TGRINDING 
WHEEL CO., 1500 Madison St., Chicago, Ill. 





New York. 

MANUFACTURERS’ SALES AGENTS—Established sales organiza- MANUFACTURER GARDEN HOZE NOZZLE and full line of build- 
tion open for one or two additional staple hardware or kindred lines. For ers’ hardware, desires representation in Mexico, Cuba and all South 
i York A aan territory. Address Box H-106, care of HARDWARE meric countries. Address Box H-104, care of Harpware Acz, 

cE, New Yor ew Yor 








FORSTNER BITS 


The Forstner Labor-Saving Auger Bit, unlike other bi 





THE PROGRESSIVE MFG. CO. =-- 





is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in a direction regardless of grain or pete, Pang. © a true polished eng og od 


boxes, fine and delicate 
caval cult estan Gaeta, aiken mallee ond mortising, etc. 


- TORRINGTON, CONN., U.S.A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


referable and more 
om core- 


It is 
gouge, scroll-saw, or 
patterns, veneers, screen ty 





' BLAIR 


LAWN MOWERS 








Get an “‘Edge’’ on Sales! 


Dealers are doing it with the Dasey 
“Sharpit.”” It puts a keen edge on any- 
thing——knives, scissors, sickles, tools. A 
quick and ready seller—and sa prefit 


producer. 
DAZEY CHURN & 
MFG. CO 


4301 Warne “Ave. 
St. Louis, Me. 






























CATALOG of TOOLS 


and Supplies for Stone Working ) 
Just off the press— 
free on request, send for it today 


Trow & Holden Co. 
Vermont 





SCYTHES A XES| 


Fyfe Axes since 1880. 


RIXFORD2itiStineacave 














j. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=RIVETS= 





| ELEVATORS | 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 


311 New St. Philadelphia} 








CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 















THE ADVERTISERS INDEX Is published - a convenience and not as a 


HARDWARE AGE 


INDEX TO ADVERTISERS 


0 allowance will be made for errors or failure to 


part of the advertising contract. 
insert. 


May 20, 1926 


Every care will be taken to index correctly. 





Adams Bros. Mfg. Co 

Allen Mfg. Co 

Allen Mfg. Co., W. D..... 
Allith-Prouty Co. 

American 

American Fork & Hoe Co. 
American Ring Co............... 
American Rule Mfg. Co....... 
American Saw & Mfg. Co 
American Screw Co............ 
American Shearer Mfg. Co......... 
American Steel & Wire Co 
American Steel Wool Mfg. Co 
ic cccteneSonecedss 
Armstrong Bros. Tool Co 

Atkins & Co., E. 

Auto Vehicle Parts Co 


B 


Babcock Co., The W. W 

Baur Tack Co........ 

Beisser Key Machine Co 

Bissell Carpet Sweeper Company. . 
Blabon Co., 

Blair Mfg. 

Blaisdell Pencil Co... ‘ 
Bommer Spring Hinge Co................ 
Bornside, H. 

Bridgeport Screw Co 

Brookins Mfg. 

Brown & Sharpe Mfg. Co... 

Buffalo Wire Works Co., Inc.. 


Clemson Brothers, Inc 

ee ia ECE a ldéé ove 
Connecticut Valley Mfg. Co. 
Consolidated Electric Lamp Co... . 
Continental Wood Screw Co.... 
Corbin Screw Corp 

Cushman Motor Works... 


D 


Dazey Churn & Mfg. Co 
DeLaval Separator Co 
Diener Mfg. Co., George W 
Donley Mfg. Co., 

Dwiggins Wire Fence Co.... 


Elastic Tip Co 
Elliott-Fisher Co. 
Energy Elevator Co........ 


Gendron Wheel Co 
a a a es eo ee 
Goodell-Pratt Co. 


Granite State Mowing Machine Co 
Grebe & Co., Inc., A. H 
Greenfield Tap & Die Corp 
Griffin Mfg. Co 


Haag Bros. Co. 

ee ae Gee Gh esc 0 0 0c cet evweceees 
Heller & Co., W. C 

Hcolmden Lawn Weeder 

Howes Co., 8S. M 

Hubbell, Inc., Harvey 

Hygrade Lamp Ce......... 


Independent Lock Co 
International Silver Co 


J 


Jennings Mfg. Co., Russell........ 
Johnson Arms & Cycle Works, Iver 


K 


Keil & Son, Inc., Francis..... 
i fr: Ge. ccc ccceeceens 


L 


eS MN os cn cee te eee beeen 103 
re, Ce cece ave 99 
Luadliew-Sayler Wire Ce.......ccccccccess 80 


M 


Ci... thevie sees owas e oes 26 
McKinnon-Dash Co. a 
i sn. ». .. ene baxdeeneens Ges 77 
Massasoit Mfg. 

Meyers, Fred J., Mfg. Co.... 

Moore Drop Forging Co 

Myers & Brother Company, F. E 


National Carbon Co 

National Sign Stencil Co....... 
New Britain Machine Co 

New Haven Clock Co 
Nicholson File Co 

North Bros. Mfg. Co 


Oneida Community, Ltd 
Osborne & Company, C. S 
a ea 








Pp 


Page Steel & Wire Co 
Paine Company 

Popular Science Monthly 
Progressive Mfg. 


Red Arrow Service Co 
Reichard Mfg. Co., F. H. 
Republic Metalware Co 
Revere Rubber Co 
Richards-Wilcox Mfg. Co 
Rixford Mfg. Co 

Rixson Co., 

Robertson, Arthur R. 
Rose & Brothers, Wm 


S 


Samson Cordage Works 
Sargent & Company 
Schatz Mfg. Co 

Sexton Can 

Shelby Spring Hinge Co 
Simonds Saw & Steel Co 
Spargo Wire Co 

Standard Crayon Mfg. Co 
Stanley Works 

Stearns & Co., E. C 
Sterling Wheelbarrow Co................. 102 
Stewart Iron Works Co 
Stratton Mfg. Co 


Thomson Mfg. Co., Judson L 

Threadwell Tool Co., The 

Timken Roller Bearing Co 

Trow & Holden Co 

Tubular Rivet & Stud Co................ 
Turner & Seymour Mfg. Co 


Union Hardware Co 


Vaughan & Bushnell Mfg. Co 


WwW 


Warren Mfg. Co., J. D 

Western Chain Co 

Wickwire Bros. 

Wickwire Spencer Steel Co. 
Winslow Skate Mfg. Co., Samuel 


Zapon Company, The 15-16-17-18 
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The Saw Test 


The hack saw cannot cut through 
these powerful bronze locking bolts. 


<T r The secret is in the revolving inserts 
it ; of hardened steel inside the bolts, 
iW : which will foil any attempt at saw- 
i; ¥ 


3 
f ’ Absolutely jimmy-proof. 
i 
ti 








wm, 
snail 
ne 


Copyright, 1925, by 
Francis Keil & Son, Inc. 
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KEIL"™" LOCK 


represents the last word in security for 
homes, offices, shops and warehouses. 
The crook of the underworld knows the 
folly of attempting to get beyond a 
KEIL Lock, and for that reason he 
doesn’t even try. 

For greater sales, profits and satisfaction to 
your customer, investigate the KEIL Jimmy- 
Proof Lock. Ask for particulars. 


Francis Keil & Son, Inc. 
401-425 East 163rd Street 
New York, N. Y. 


Established 1876 








Bu 
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DOUBLE-BARRELED ADVERTISING 
1. ation-wide — in ‘Newspaper and Magazine 
for 
COMMUNITY PLATE 


At the peak of the selleng season 





NEWSPAPERS IN THESE 80 KEY CITIES 


SPACE IN 


This sweeping big campaign will feature 
the DeLuxe Stainless Knife—exclusively made 
in Community Plate. This knife blade is the 
greatest advance in table cutlery of modern 
times and in it lies your big opportunity 
for silverware sales. Women will want this 
knife, because it dresses up the table and 
Men are proud of DeLuxe 


saves cleanin 2g 


15 NATIONAL PUBLICATIONS 


Knives because they really cut. Nine out of 
every ten families in your city are prospects 
for this new Community Knife or sets con- 
taining it. 

This stupendous drive will sell staple goods 
for you. All that is necessary is to “climb on 
the band-wagon,” display DeLuxe Knives, and 
utilize Community Plate Sales Helps. 





THIS BIG DOUBLE DRIVE WITH YOUR COOPERATION 
WILL MEAN BIGGER SILVERWARE SALES FOR YOU 





